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f, jy NEW HORIZON 


Another le Strist! 


® FIRST successfully-engineered, fully-proven, Slimline-tube 





lighting fixture. 


» FIRST on the drafting board; first into production; 


J 


Leader NEW HORIZON Open Type Fixture, 
especially designed for mass lighting of 
large commercial establishments metal and plastic. First to achieve this practical result: 


first into the testing laboratory; and first on the market! 


FIRST in a beautiful fixture ensemble of gleaming 


Maximum diffusion of horizontally-directed light; 


muffled glare with a minimum of light interference. 





NEW HORIZON, Model NHC-480 (as illustrated above) 
has drawn aluminum end-caps. Newly-designed, destaticized 


moulded-PLASTIC lightweight louvers (will not warp or dis- 
The NEW HORIZON Incandescent Spotlight. 


color). Fully guaranteed. New-style tubular-PLASTIC translucent 
Excellent for highlighting displays. Available 


side panels . . . Slimline (instant-start) tubes designed for four 


eight-foot tubes; F96-T-8. Also for two eight-foot tubes; NHC-280, 


for corner or center installations. 
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ELECTRICAL WHOLESALERS . . . this is one of a new 
series of advertisements that is creating new and still 
greater demand for ECONOMY “‘DE-LAY"’ Renewable 
Cartridge Fuses and Renewal Links. 


Thit Versatile Performer 


CANNOT RISK NEEDLESS INTERRUPTIONS 


= . ( f ‘Sees ee 
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DESERVES : 
ECONOMY Vependable Protection 


\ The more useful a machine is, the more essen- 
tial it is that it be protected against unnecessary 
blows and costly stoppages. 


ECONOMY RENEWABLE FUSES with ECONOMY 
“De-Lay” RENEWAL LINKS offer this superior 
protection where time delay is needed most— 


namely, the 135% to 200% range in which most 
overloads occur. 


Your Electrical Wholesaler can supply you with the 
new ECONOMY FUSES and easily-and-quickly- 
renewed ECONOMY “‘De-Lay” LINKS. 


=) 
Sy RENEWABLE CARTRIDGE Fuse 


ECONOMY FUSE & MFG. CO., 2717 GREENVIEW AVE., CHICAGO 14, ILL. Sit*rammcipac ciries 


B /ECON 
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TYPE MB-4 MULTI-BREAKER: 


Includes a basic circuit break- 
er unit providing 4 single pole, 
1 double pole and 2 single 
pole, or 2. double pole circuits 
in combinations of 15,20, 30, 40 
or 50 amperes making up 33 
standard devices. FLUSH oF 
SURFACE mounting with 70 
AMPERE MAINS for small homes 
and 100 AMPERE MAINS for 
larger homes. 


“aD-ON” UNITS: 1,2,3,0r 4 
single pole circuit breaker 
units rated 15, 20, or 30 am- 
peres are easily plugged in on 
basic block. 


SQUARE D COMPANY CANADA LTD., TORONTO « SQUARE D de MEXICO, S. A+ MEXICO CITY, D.F, 





Thermal; Magnetic 


Few homes have enough circuits to serve the many ap- MULTI- BREAKERS 

pliances added after the electrical system has been installed. ‘ 
The new Square D MB-4 Service and Load Center pro 

vides room for future circuits — simply add on single pole 

units as needed to connect that new laundry equipment, 

attic fan, dishwasher, garbage disposer, food freezer or air- 

conditioner. 
Low cost.. _elimination of separate devices for extra Cil- 

cuits saves equipment, mounting, nippling, extra wiring. 


Type MB-4 “Ad-On” 
/ SQUARE D’s 100 Ampere Mains 


THERMAL, MAGNETIC MULTI-BREAKER 


e Replaces fusible switch — Pro- posed. Anyone can quickly 
vides both circuit protection and __ restore service. 

disconnect means. @ Non-tamperable— each unit 
@ Gives 2-way Protection—holds is factory calibrated, tested 
harmless overloads — trips fast and sealed. Underwriters 4P- 


on shorts. proved. Type MB-4 “ Ad-On” 


e Eliminates fuses — there is e Simple mechanism —few 70 Ampere Mains 


nothing to burn out— nothing to moving parts — long mechan- 
replace — no live parts are ex- ical life. 


Thousands of circuit combinations can be made 
from only 33 basic blocks and 3 “AD-ON” units. 


Ask your Square D Field Engineer for the full 
story of the new “AD-ON”’ Multi-breaker 










Star of the show—keeping the 
fun moving as G-E’s quick- 
witted Mistress of Ceremonies 
— is that sparkling personality 
of the airwaves—one of Broad- 
way’s leading comediennes — 


ARLENE 
FRANCIS 


Meals 
ny Name? 


That's the title of G-E’s new, fast-mov- 
ing radio quiz show ! Contestants guess 
the names of famous persons. There’s 
fun and excitement aplenty—with the 
audience right in the act! ‘““What’s my 
Name?” will be heard by millions of 
customers coast-to-coast — will pro- 
mote the use of more and better light- 
ing—will make more friends for G-E 
lamps—more sales for G-E retailers 
and distributors. alt 

te. 


SATURDAY EVENINGS, ABC NETWORK 


1 Kadi 


z S 
€ FUN fe cor miLLiOns OF LISTENER 
mor id) 
MORE FRIENDS 


ES FOR “ LAMP DISTRIBUTORS 
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aes GE LAMPS SELL ON SIGHT G-E LAMPS 
GENERAL ELECTRIC 
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There’s A Big Sales Opportunity in commercial and inaustrial fans. 
More and more plants and shops are improving ventilation, hence the fF. 
rising demand for both new and replacement installations. 





34 





You Can’t Top Sturtevant for a fan with ready customer acceptance | ; 
and outstanding performance. It combines the experience of two greati™ % 
leaders ... designed by Sturtevant, leader in ventilation; powered by Tes 
Westinghouse, leader in motor manufacturing. ae 





To Help You Maintain Volume Sales, Westinghouse-Sturtevant have fa 
field staffs of engineering, service, and merchandising specialists. This * 
team will supply helpful assistance of any kind . . . technical, service, Pe 
or selling. It cooperates constantly with your organization to help youf ™ 
win and boost fan sales. 





$3 


The Men Who Buy Fans, as well as the men who specify fans, are 
reached regularly by Westinghouse advertising. Further, distributors are 
offered everything in the way of local sales promotion helps . . . direct}... 
mail, an operating fan display, decals, cuts, mats, and advertisements.| 





With the Sturtevant Fan you get the advantages of the Westinghouse 
motor-service plan, a plan unequalled in size and scope in the entire fan 
industry and one that enables you to give prompt motor repair and 
replacement service. 





If you want to cash in on the growing fan market, you'll went 
the details of the Sturtevant Fan Franchise. They’re really worth 
knowing. To get them, write Westinghouse Electric Corporatic , 
Sturtevant Division, 69 Readville Ave., Hyde Park, Boston 26, 
Massachusetts. 
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RACO COB'2 BOX 
Faster roughing-in of ¥ 
those construction jobs. 
No time lost through me- 
chanics assemblying boxes 
to old style bar hangers on 





the job. Long nailing 
prongs gauge and hold 
STEEL box in correct po- 
sition until nails are 
driven. 
















co 





RACO Switch and Outlet Boxes 


Here’s Why You Can Always Rely on Raco: There’s more than 35 





years’ experience behind every Raco product—experience that has 





established the most exacting production standards—and every 
box is multiple-inspected to be sure it meets these standards. No 
wonder this PROFIT LINE is preferred the country over by whole- 
salers and salesmen, electrical contractors, builders and architects. 
Furthermore, there’s a STURDY Raco box for every need. See the 
complete line. Send for catalog. 








* * * 


A-S-E STEEL PRODUCTS FOR MANY USES 
STEEL OFFICE FURNITURE - WARDROBE, STORAGE, AND COMBINATION 


vi 








Jeeseee fe ae Dobe 


CABINETS - CLOTHING LOCKERS - INDUSTRIAL EQUIPMENT FOR FASTER 





ad MATERIALS HANDLING - FROZ-N-FOOD LOCKERS - ELECTRICAL OUTLET 
: AND SWITCH BOXES. 
: You cau always rely ou Kaco 


RACO PRODUCTS ARE LISTED BY 


NDERWRITERS LABORATORIES, INC. cde . — _— . , —— 
. ALL-STEEL EQUIPMENT INC., 300 Kensington Avenue, Aurora, Illinois 
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ALL —-STEEL EQUIPMENT INC. 


ALL-STEEL PRODUCTS 
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the" forty-sixty” 


a low brightness luminaire 
























ate, Brightness, Control in modern light- 
ing emphasizes more and more the 








low-brightness unit, it directs 40% of its 
light upwatd and 60% down to 

working plane. Shielded 35° crosswis 

and 25° lengthwise, this Alzak Alumi- 

\ num unit is 
\ maintained. 
| Capitalize on the need for ABC lighting 

. + - get full detailsabout this luminaire. 


oth easily installed and 


URTIS LIGHTING, INC. 


6135 WEST 65th STREET, CHICAGO 38, ILLINOIS 
CHICAGO ..TORONTO..NEW YORK 
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REPLACING obsolete, dangerous, live-face equip- 
ment, these recent installations of ( Klampswitch- 
fuz Switchboards are fine examples of electrical 
modernization. 


In addition to offering a more modern and attrac- 
tive appearance, these safety-type switchboards in- 
corporate the latest features and designs to give 
your electrical system increased capacity ... greater 
efficiency... safer operation. ..and less maintenance. 


Constructed from standard, pre-assembled units for 
ease and economy of installation, these modern 
switchboards are excellent for disconnect service 
on lighting and power circuits. 



















This safety-type @® Klampswitchfuz combines both 
disconnect switch and fuse protection into one unit 

.for more perfect contact and safer maintenance. 
Heavily silvered copper contacts are “‘squeezed”’ to- 
gether in one locking motion that clamps fuses at the 
same time. Access to fuses can be made only when door 
is open... preventing hands from coming into con- 
tact with live parts. 


CAPACITIES: 30 to 1200 amps., 250 volts, AC or DC; and 
ars “> * 575 volts, AC, in 2, 3 and 4 poles. See your nearest @ Rep- 
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YL 
dig” - 
. O-?S_— 
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resentative for more complete details. 
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2 thal suarks reledlor sales 


A NEW PRODUCT is news in any language... products — powerful advertising plus depend- 
and you can count on it being seen and investi- ably high quality—alert service .. . that com- 
gated by most of your prospects and customers. bination is hard to beat . . . and easy to sell. 
There’s nothing like it to spark profitable sales. | Wheeler Reflector Company, 275 Congress St., 

Here’s another way Wheeler is helping you to Boston 10, Massachusetts, and New York, N. Y. 
boost your reflector business for 1948. New Representatives in principal cities. 



















SPREADING THE NEWS 
WHERE IT WILL DO 
YOU THE MOST GOOD 


re ale 
in 


ELECTRICAL CONSTRUCTION 
ELECTRICAL EQUIPMENT 
ELECTRICAL WORLD 

FACTORY 

INDUSTRIAL EQUIPMENT NEWS 
KNITTER 

MILL & FACTORY 

NEW ENGLAND ELECTRICAL NEWS 
NEW EQUIPMENT DIGEST 
PURCHASING 

TEXTILE AGE 

TEXTILE BULLETIN 


REFLECTORS 


SKILLED LIGHTING 
Distributed Exclusively by Electrical Wholesalers 
LIGHTING EQUIPMENT SPECIALISTS SINCE 1881 
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CR OUSE : HIN L be complete line of 







High Efficncy FLOODLIGHTS 


fill a wide variety 
of industrial needs 


They can help solve YOUR 
lighting problems 












m@ Type LCE-1120 Heavy Duty Floodlight a _ 
This powerful 1500-watt floodlight greatly re- ™ 
duces the installation cost, lighting load and main- 
tenance cost where large areas are to be lighted. 
The cast aluminum alloy housing is corrosion-resist- 
ing, and weatherproof. The 20-inch polished *Alzak 
reflector can be furnished for either a narrow or 
wide beam. The narrow beam is ideal for very long 
range projection. Five types of lenses can be fur- 
nished. Horizontal and vertical stops facilitate re- 
lamping. 


" m>Type ADE-16 Heavy Duty Floodlight —™»> 


This sturdy cast aluminum alloy, 1000-watt 
floodlight will give you all the advantages of type 
LCE-1120 but in a smaller size — with a 16-inch 
polished Alzak reflector. Frequently it will cost 
much less to project light a considerable distance 
with Crouse-Hinds long range floodlights than to 
run cable and install local lighting. There are also 
indoor locations in large buildings where floodlights 
are the most economical and satisfactory source of 
light. 


m Type MUA Alumalux Floodlight a 


Industrial yards and auto parking lots are most 
efficiently lighted by the use of floodlights. Crouse- 
Hinds Type MUA Alumalux 1500-Watt Floodlight 
provides efficient lighting at mininum first cost. It 
is widely used for general floodlighting and is ideal 
for the lighting of athletic fields and playgrounds, 


Type RLEE Explosion-Proof Floodlight 


This heavy duty explosion-proof and weather- 
proof 500-watt floodlight has a cast aluminum alloy 
housing. It is designed for service in locations 
that are hazardous because of the presence of 
explosive atmospheres containing gasoline, naptha, 
petroleum, benzol, alcohols, acetone, lacquer sol- 
vent vapors, and natural gas. It can be furnished 
with either a wide or narrow beam 13-inch Alzak 
aluminum reflector. 
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™ Type RCDE-8 Explosion-Proof Floodlight 


This is an explosion-proof floodlight in a 200- 
watt size, with an 8-inch reflector, either wide or 
narrow beam. It can be furnished for suspension 


mounting, standard base mounting, or as a portable 
floodlight with a handle and wheel base. * 


= *Alzauk is the registered trade mark of 
Nationwide the Aluminum Company of America 
Distribution 
Through Electrical 
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Wholesalers 


‘ 
ee CROUSE-HINDS COMPANY ind 
Syracuse 1, N.Y. 









Offices: Birmingham — Boston — Buffalo — Chicago — Cincinnati — Cleveland — Dallas — Denver — Detroit * ys ’ 
Houston — Indianapolis — Kansas City—Los Angeles — Milwaukee — Minneapolis— New York 4 ) J . 
Philadelphia — Pittsburgh — Portland, Ore.—San Francisco — Seattle — St. Louis - Washington. 4 (= ri ‘ 

Resident Representatives: Albany — Atlanta — Charlotte — New Orleans — Richmond, Va ” 7 e lememnenemneniiits ; 


CROUSE-HINDS COMPANY OF CANADA, LTD., Main Office and Plant: TORONTO, ONT. 


FLOODLIGHTS - AIRPORT LIGHTING « TRAFFIC SIGNALS - CONDULETS 
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Pot over fifty years Armored Cable has been providing a safe and 
low cost wiring system, and now with sizes 12 and 14 AWG you get 
still another improvement built into this outstanding cable—bonding. 

A flat, tinned copper wire laid lengthwise of Hazard Armored Cable 


maintains intimate contact with every convolution of the steel armor 


and provides permanently low armor resistance. And under the provi- 
sions of the 1947 National Electrical Code, these two sizes are smaller 
and lighter in weight than ever before because of the new thinner 
insulation wall made of higher grade rubber. 

Armored Cable provides the only available wiring system that in- 
corporates a prefabricated cable with steel armor. Simple, quick installa- 
tion is thus possible and long, trouble-free service assured. For full 
information on the new Hazard Bonded Armored Cable, ask your 
local Hazard representative or write The Hazard Insulated Wire Works, 
Division of The Okonite Company, Wilkes-Barre, Pennsylvania. 


WANS NSIS 


insulated wires and cables for every electrical use 
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Here’s a line that is a natural for your 


kind of trade. 


Universal Demand —Fast Moving 
— Steady Repeat Business — Everyone 
you do business with uses Fluorescent 
tubes and Incandescent bulbs. 
CHAMPION has been making fine 
lamps for nearly fifty years. Champion 
Lamps have the quality that wins the 
repeat orders. 


Maximum Volume At Maximum 
Discount — Champion’s selling policy 
is to get the lamps to you at lowest cost 
—no tules, regulations or red tape. You 
get all there is in it when you sell 
Champion Lamps. 


There’s real volume and profit in 
lamps when you sell CHAMPIONS. 
Ask us to give you the whole story. 
Write today to 


CHAMPION LAMP WORKS 


Lynn, Massachusetts 


a DIVISION OF CONSOLIDATED ELECTRIC LAMP co 
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SNAPICOIL-*" 


THE NEW COIL OF READY-WIRED OUTLETS 
THAT GIVES YOU ADEQUATE WIRING BY THE YARD 








Yes, here’s an exclusive WIREMOLD develop- 
ment that’s really a time-saver .. . a business- 
builder ,.. the new answer for wiring homes, 
apartments, hotels, stores, factories... wherever 
plenty of convenience outlets are needed. 


SNAPICOIL consists of standard No. 1927 
receptacles (UL listed) wired at the factory with 
two No. 12 Type R conductors (UL labeled) .. 
available in four lengths to meet the require- 
ments of every job. 


Here are the simple steps that mean quick, easy 
installation... 





























Make feed connection (here it was with Then, starting at feed end, snap wiring After snapping in each receptacle, snap 

a No. 1914A). Attach regular 1900 harness into place, one receptacle at on factory-cut cover section preceding 

base to wall, atime... each receptacle. Continue until run is 
completed. 


| say SNAPICOIL Gives 


LASTING 
CUSTOMER 
SATISFACTION 


re 





WRITE TODAY for complete 
information on SNAPICOIL 


THE WIREMOLD COMPANY 
HARTFORD 10, CONNECTICUT 





lowmaé Sold through ELECTRICAL WHOLESALERS Installed by ELECTRICAL CONTRACTORS Everywhere 
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PYLET 
PRACTICAL DESIGN 
FEATURES 


Accurate, malleable iron castings made 
in Pyle-National’s own foundry. Double 
weather-proof protection—first, galvan- 
ized, and then finished with baked spray- 
ed aluminum 





Smooth interiors, round edges and large 
wiring spaces prevent damage to wires. 
Ribbed sidewalls provide extra strength. 





Strong Domed Covers are warped and 
Body Cover Joints are ground flat for tight 
gasket seal. Heavy hub sections of ample 
cross section are tapped straight and true 
with accurate, cleancut, TAPERED threads. 


P 


)04)) | mmm 





Dowl-pin type self retaining screws pro- 
vide easy alignment of covers—hold cov- 
er and gasket together during handling. 


A Modern Line of Improved 
Heavy-Duty Conduit Fittings 





A Full Range of Types and Sizes for Industrial Wiring 


1 a 

1. FS AND FD PYLETS AND COVERS—1, 2, 3 and 4 gang, 
square corner types, take all standard switch and receptacle 
plates. 


2. ROUND BASE PYLETS AND COVERS—Ideal for Vapor- 
tight junction boxes—Flush and surface mounting. Take stand- 
ard 4-inch outlet box cover; also vaportight fixtures, plug 
receptacles and Flexible fixture hangers. 


3. VAPORTIGHT LIGHTING FIXTURES—With heavy cast 
metal bases, weathertight sealing and sturdy guards. Complete 
line, for 10 to 200 watt lamps, for conduit or wall mounting, 
universal 4 and 5 hub types, two and three gang, handrail and 
outlet box types, also midget fixtures. 


4. FLEXIBLE FIXTURE HANGER PYLETS — Universal joint 
hub allows easy removal of fixture, free swing movement of 
fixture with stop to prevent wire injury, also cushion type for 
protection against vibration. Also rectangular Pylets with 
suspension hanger. 


5. CAST METAL SAFETY SWITCHES AND CIRCUIT 
BREAKER PYLETS—Heavy duty safety switches and fuse 
boxes with or without plug receptacles and circuit breaker 
Pylets with all features for reliable service under severe 
conditions. Safety switches have quick make and break, inter- 
locked cover and weathertight gaskets on both cover and hub 
plates. Available with interlocking plug receptacles. 








,eeeeeeeeeeee 


Refer to your Pylet Catalog 1100 for complete listings includ- 
ing plugs and receptacles —explosion-proof pylets, cord and 
cable grips — flexible conduit couplings — unions — reducers — 
elbows and grip handles — portable hand lamps. 





THE PYLE-NATIONAL COMPANY 


1352 NORTH KOSTNER AVENUE, CHICAGO 51, ILLINOIS 


Offices: New York + Baltimore + Pittsburgh * St.Louis * SanFrancisco * St. Paul * Cleveland 
Export Department: International Railway Supply Co., New York 
Canadian Agent: The Holden Co., Ltd., Montrea! 





PLUGS and RECEPTACLES « FLOODLIGHTS « TURBO-GENERATORS + LOCOMOTIVE HEADLIGHTS ¢ MULTI-VENT AIR DISTRIBUTION 
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It pays to plan your lighting around the VIZ-AID. 
It's solidly built to withstand a lot of rough 
handling during cleaning and relamping, year 
after troublefree year. 


Nothing to get out of line, sag, warp or twist: 

Truss-like chassis of heavy-gauge steel ¢ All parts 
press-welded « Side panels die-stamped from one solid 
piece ¢ Louvers rigidly interlocked. 


The VIZ-AID is designed for two 40- or two 100-watt 
lamps. U. S. Patent Nos. D-138990, 
D-143641, and 2411952. 


May we send you Bulletin 10-B-3 with complete details? 


Day-Brite Lighting, Inc., 5405 Bulwer Avenue, St. Louis 7, Mo. 
Nationally distributed through leading electrical supply houses. 


In Canada: address all inquiries to 
Amalgamated Electric Corp., Ltd., Toronto 6, Ont. 


IT’S EASY TO SEE WHEN IT’S ya’, 


DAY-BRITE 


Ligletirg 
C 
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ELECTRUNITE 
ADVERTISING 
PROGRAM 


This eight-page booklet in Sweet’s Architectural File is but one of 


the ways in which Republic backs up your own sales program for 
modern ELECTRUNITE E. M. T. 


Full-page advertisements appearing regularly in PROGRESSIVE 
ARCHITECTURE also do a consistent job of reminding architects 
—the men who specify raceway materials—of the many time- and cost- 


saving advantages of ELECTRUNITE E. M. T. 


Republic’s extensive ELECTRUNITE Advertising Program reaches 
the architect, the contractor and the industrial maintenance man. Its 
purpose: To build future business for the ELECTRUNITE Distrib- 
utor—the sole sales outlet for ELECTRUNITE E. M. T.— when 
adequate supplies again are available. 


ee 





REPUBLIC STEEL CORPORATION 
STEEL AND TUBES DIVISION 
CLEVELAND 8, OHIO 
Export Dept.: Chrysler Bldg., New York 17, N.Y. 





LIGHTWEIGHT THREAODLES S RIiIGiD STEEL RACEWAY 
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CRESCENT 


ENDURITE Type RH 


Gives Greater Current Carrying 
Canacily per Dollar of Justalled Cost 


AN EXAMPLE- 
200 AMP. CIRCUIT * 











250,000 CM 3/0 
TYPE R TYPE RH 
Requires 2%” Conduit. Maximum permissible Requires 2” Conduit. Maximum permissible 
operating temperature 60°C. operating temperature 75°C. 





The superior heat resistant characteristics of CRESCENT ENDURITE 
INSULATION with its higher permissible operating temperature and there- 
fore greater current carrying capacity, permits the use of a smaller size 
of conductor, and in most cases smaller size of conduit at less cost than 
would be required for Type R Wire for the same load. 

For light loads requiring small sized conductors, Voltage Drop is the 
determining factor in choice of wire size. Usually in sizes No. 6 AWG and 


heavier for power circuits or No. 1 AWG and heavier for lighting circuits, 
CRESCENT ENDURITE Type RH Wire & Cable gives the lowest installed 
cost-per-ampere of useful circuit capacity. 


*In Accordance with 1947 National Electrical Code 


CRESCENT 


(@)) WIRE and CABLE (@) 
CRESCENT INSULATED WIRE & CABLE CO. 


TRENTON, NEW JERSEY 
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it grows on you! 


Here’s a switchboard designed so that 
it can grow with you. 

That’s right. Trumbull switch- 
boards may be expanded easily and 
economically to meet your electrical 
requirements. Standard panels of 
modular switching units permit flexi- 
bility in arrangement, ease of installa- 
tion and expansion. 

Trumbull Front-operated _Inter- 
locking (F.O.I.) Switchboard units 
are the culmination of 48 years ex- 


perience in designing and manufac- 
turing all kinds of electrical control 
equipment. They are of Class A fu- 
sible construction . . . built for low- 
cost operation and long life. 
Equally flexible in arrangement 
are Trumbull Automatic Thermal Cir- 
cuit Breakers (Type AT) for use in 
unit switchboard construction. Com- 
pact and safe, they assure continuous 
duty (service promptly restored aftér 
clearing harmful overloads). 


FOR SAFETY’S 
SAKE=SAY 
TRUMBULL” 


Trumbull engineering “know-how” 
has combined the principles of unit 
construction and flexible arrangement 
to provide a coordinated switchboard 
assembly that can ‘be tailored to fit 
your present and future electrical dis- 
tribution needs. 

For latest bulletins write to: THs 
TRUMBULL ELECTRIC MANUFACTUR- 
INGCo., Plainville, Conn. Other 
factories and offices throughout the 
United States. Foreign representation. 


Advertisements like this, presenting the sale-ient features of SWITCHBOARDS, keep your customers informed 
about the Trumbull line in 22 Trade and Business publications. 









The Great New FRINK 


LI H-N-O -ZL-12#-V 
Series 22 


FOUR LAMP MODEL 





































COMPARE THESE List Price 
6 NEW FEATURES | THE NEW STANDARD OF 


EASY MAINTENANCE—Srarters are acces- AL © { e{ T RE 
sible without removing lamps. Louver 
or glass bottom invisibly hinged, readily 


opened or closed by positive easy acting : : ‘ 
catches, quickly removed without tools. Enduring beauty, superior efficiency, and above all easy 


GLASS SIDE PANELS — Distribute light maintenance make the new L-I-N-O-L-I-T-E Series 22 

across adjacent ceiling areas, increasing an outstanding value at its attractive price. 

efficiency, reducing brightness contrast. Like all models in the extensive 1948 line, the new 

MAXIMUM LIGHT OUTPUT—AIl surfaces Series 22 fixture is backed by FRINK’s 90-year experi- 

ae in high reflection baked white ence in designing and manufacturing quality lighting 

es equipment. 

COMPLETELY ASSEMBLED AND WIRED— The features listed are only a few of many advantages 
. Shipped ready for rapid installation, by ‘ d into thi t fixt Weite todew for full 

ceiling or hanger mounting, individually CAEMCCEEG INTO US Orca MALLS. Wine lOGay fOr fu 

or in continuous runs. details and Catalogue M. 


GREATER LIGHTING FLEXIBILITY—Wired 
for two individual circuits. Available 


f for 2, 3 or 4 lamps for exact require- 







ments, 


MAY BE COMBINED with Series 21 
matching incandescent downlight boxes 
for accent lighting. 





SERIES 21... Same 
dimensions as Series 
22, but with all 
metal sides. 


ot oe Geen a eke Ganek, | 


cl . 27-01 Bridge Plaza North, Long Island City, N. Y. 


(| < 
Ni if 


/ 
i\| 
| 
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Representative Fed- 
eral NOARK Safety 
Switches. The small- 
est is 371, 30 amps., 
125 volts, weight 2 
Ibs.; the largest is 
#211246, fusible 
type-A (heavy duty), 
1200 amps., weight 
750 Ibs. 


Federal 


NOARK 





One thing is certain: 
regardless of size/ 
weight, or rating, the 
Federal NOARK sig- 
nature on a:safety 
switch stands for for- 
ward-looking engi- 
neering, thorough- 
going honesty of 

@nufacture, and 
féliability you can 















Write for a copy of the “Federalog” mn ; bank on. 
Executive Offices: 50 Paris Street, Newark 5, N. J. Nie t 
Plants: Hartford, ‘Conn. * Newark, N. J. * St. Louis, Mo. ot 

Long Island City, N. ¥. TAY 
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New York 54, N. Y. 


WESTERN BRANCH: Vernon 11, Calif. « CANADA: Canadian Line Materials, Ltd., Torontol3 « FOREIGN: Philips Export Corp.,N.Y.17,N.Y 
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A New Aristocrat of Luminaires! 









the magie of plastie 
fends beauty and utility 
to Electro’s new 
open type fixture... 


New End Crowns of rich, ““Walnut-Grain” or and simplicity. All bulbs may be replaced without 
gleaming ‘“Tile-White” plastic trimmed in removing end-caps. 
CHROME Electro Royal is available in both “Walnut Grain” 
Note how snugly the end crowns fit on the new or “Tile White” plastic end-crowns and in either 
Electro Royal, as indicated by the blue hand in the flush or pendant mountings. 
illustration. All unsightly sockets and ends of bulbs If you stock No. 1040 Basic Unit, you need only 
are completely encased so that only slim lines of order a No. 7 Kit to complete the No. 1047. 
smooth light are visible from every viewing angle. Call or write today for details on this new addition 
Masterfully designed and engineered for beauty to Electro’s famous Basic Unit Series. 


BE “BASIC” IN °48 


Sold by leading electrical wholesalers everywhere 


iS” ELECTRO’S LIGHTING ENGINEERS ARE ALWAYS AT YOUR SERVICE 


ELECTRO MANUFACTURING CORPORATION 


Me 2000 W. Fulton St. * Chicago 12 


=e 
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Pave YOUR road to 
success with the 





When you sell your customers the trouble-free starting and satis- 


factory performance of Conduit Pipe Products, you lay a solid 


foundation for steadily increasing sales in the years to come. 


Conduit products are easier to stock, easier to handle... and priced 


right for greater profits to you. Be sure your stocks are adequate. 





CONDUIT PIPE PRODUCTS CO. 


COLUMBUS, OHIO 


PIPE COUPLINGS « PIPE NIPPLES + ELBOWS, 90 AND 45 


RUNNING THREAD - GOOSENECKS + WALLPLATES - EMT FITTINGS 
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You can save time and money by 
ordering your transformer needs 
from Acme Electric. One source 
of supply means one order, one 
shipment, one invoice, one check 
and positive assurance that each 
and every order will be handled 
with appreciation. In addition, 
you will be supplying your cus- 
tomers with transformers and 
ballasts having construction and 
design features that guarantee 
better performance. 

























FLUORESCENT 
BALLASTS 


LUMINOUS 
TUBE TRANSFORMERS 








A complete line of designs for in- 
door and outdoor applications 
with secondary voltage rating 
from 2000 volts to 15000 volts. 
Underwriter’s Laboratories ap- 
proved. Bulletin LT173. 








BELL RINGING 
TRANSFORMERS 


Trouble free performance is an 
inherent characteristic of Acme 
Electric bell ringing, chime and 
signalling transformers. You'll find 
replacement parts and rehand- 
ling dwindle to zero. 





For standard hot cathode, quick 
start, slimline and cold cathode 
lamps. Single, two, three and four 
lamp fixtures. Available for im- 
mediated elivery. Bulletins D167 
and 165. 


VOLTROL 


An electrical testing instrument 
that controls the range of voltage 
from O to 135 volts in a stepless 
range to provide exactly the 
voltage required for testing all 
types of electrical apparatus and 
accessories. 








STEP DOWN TRANSFORME?S 


Here are specialties which meet 
the exact needs of many appli- 
cations. A wide market, a steady 
demand. We ship from stock. 





AIR COOLED TRANSFORMERS 


Stock shipment on most sizes from 
110th KVA to 50 KVA. Single 
phase 60 cycle, 240-480-600 
volt primary, insulated and auto 
types. Bulletin 160A tells all. 









Acme Electric manufactures Luminous Tube Transformers—Fluores- 
cent Lamp Ballasts — Cold Cathode Lighting Transformers and 
Ballasts — Mercury Vapor Lighting Transformers — Radio and Tele- 
vision Transformers — Electronic Transformers — Door Bell, Chime 
and Signalling Transformers — Safety Transformers — Voltage 
Regulating Transformers—Step Down Transformers—Control Trans- 
formers — Warp-stop Transformers — Capacitor Transformers for 
Power Factor Correction—Air Cooled Power Transformers—Rectifiers. 


IN CANADA: ACME ELECTRIC (CANADA) LTD. 


824 Notre Dame St., West Montreal, Que. 


ACME ELECTRIC CORPORATION 
676 Water Street 


Cuba, N. Y. 
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engineered for 
DEPENDABILITY 








merchandised for 


VOLUME SALES 


YOU’RE INVITEOQ TO WRITE FOR 
THE COMPLETE CATALOG OF 


ELECTRIC WIRES 
CORD SETS * TROUBLE-LITES 
FUSES * CHRISTMAS LIGHTING 


ROYAL ELECTRIC CO., INC. © PAWTUCKET, R. 
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the correct 


tapes for cleaner jobs! _ 


More wholesalers prefer 
ACCURATE Tapes because more 
electrical contractors use them! 


You're right every time when you stock ACCU- 
RATE Tapes. The fact that the Blue and Red box 
is a familiar sight on electrical jobs everywhere 
is proof enough of their year in, year out con- 
sistently good quality. 

Remember, every box you sell your customers 
is fresh ... ready to do a clean, fast job with no 
loose ends or threads showing. Yes, you're right 
when your recommendation is ACCURATE... 
because Accurate means correct! 

Stock up today — ACCURATE Tapes are 
being asked for by name in greater quantities 
than ever before. Accurate Mfg. Company, Gen- 
eral Offices & Plant: Garfield, New Jersey. 


me 4 











= OVER A QUARTER CENTURY OF TAPE SPECIALIZATION 
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All the power for a fluorescent lamp goes 
through the ballast. If the lamp is to deliver 
its full rated life and full light output, the 
ballast must be not “‘just a transformer,”’ but 
an accurately made piece of equipment, with 
permanent electrical characteristics tailored 
to the voltage and current requirements of 
the lamp under both starting and running 
conditions. 


lam s mar hed General Electric, maker of lamps, ballasts, 
pP i C starters, cable and lampholders, is well 
b lle t aware of this interdependence. General Elec- 

° § Ss Ss tric ballasts are designed, built, and tested 


for permanent, matched characteristics. 








The ballast can be the determining factor in the light output of your es ae 
fixtures-G-E ballasts deliver all the light your buyers expect —every lumen BALLASTS 
of light the lamp is designed to give! CABLE 
LAMPS 
General Electric fluorescent ballasts are lamp-matched engineered, STARTERS 
‘ LAMPHOLDERS 
manufactured, and tested to assure you full rated lamp light—for full rated ; 
? or 
lamp life—from all standard fluorescent lamps. Write today for bulletin DEPENDABILITY 
GEA-4950 in fluorescent lighting 
Apparatus Department, General Electric Company, Schenectady 5, N. Y. 











GENERAL @ ELECTRIC 
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0.2. PLASTERGUARDS 
















It’s costing you extra money when an elec- 
trician has to retap cover plate screw holes 
and scrape plaster out of outlet boxes 
before pulling wires. To avoid this need- 
less expense use snap-on Plasterguards 
for all boxes. One contractor reports 
Plasterguards saved 15 to 30 minutes, or 
60¢ to over a dollar for each box installed. 



















The O.Z. Plasterguard, now available for 
large scale Psat “ors keeps plaster out— 
keeps boxes clean when walls are being 
finished. Whether covered by a light or 
heavy coat of plaster, lime reaction with 
the steel causes a brown outline to appear 
on the plaster surface, immediately locat- 
ing the concealed box. No time is lost 
searching for hidden boxes. 


Easily installed in less than a second, the 
Plasterguard is held snugly against the 
cover plate by four spring ears. To remove, 
simply press Plasterguard into box and 
take out, leaving the plaster edges neat and 
uncracked. 


Write O.Z. today for more information on 
this money-saving appliance, a list of prices 
and volume discounts. 








ELECTRICAL 
MANUFACTURING 
COMPANY 


BROOKLYN 2.N. Y. 











‘262 BOND STREET 











With the Plasterguard in 
place there is no chance of 
plaster caking up inside the 
box or filling screw holes. 
To remove, push into box 
and take out. Result — un- 
cracked plaster edges and 
clean screw holes. Plaster- 
guards may be straightened 
and reused. 















yld 
Lt 


to try and keep plaster out. 
Note exposed cover plate 
screw holes and open box 
into which plaster will enter 
and harden. Now, instead of 
newspaper, electrical con- 
tractors are saving cleaning 
time by snapping in O.Z. 
Plasterguards. 

& 





Ms THEY'RE O.K. lf THEY'RE O. Z. 










CONDUIT FITTINGS 


CAST IRON BOXES 


GROUNDING DEVICES 


CABLE TERMINATORS 
SOLDERLESS CONNECTORS 
POWER CONNECTORS 








@ 4247 
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ROME’S NEW NON-METALLIC SHEATHED CABLE 


On your next wiring job you will do well to specify and install 
RoFlex. It will save you time . . . and installation costs. 

Further, this new Rome Cable product is designed and manufac- 
tured for long-time dependable service . . . a quality product for a 
quality job. . 

The man on the job will find RoFlex is easy to strip .. . smaller in 
diameter . . . lighter in weight . . . cleaner to handle. It’s what the 
electrician calls ‘easy to work.” 


Here’s why... ed 
1. The thermoplastic insulated conductors strip Ad ¥ 


easily leaving bright, clean copper for quick 
connection. The insulation is highly resistant 






to oils, acids, moisture, flame . . . is perma- 

nently colored for quick and easy circuit iden- ; 

tification. ad pt) 
2. A spiral wrap of specially treated paper cov- (A 

ering each conductor provides light-weight, \ Qe 

durable protection against mechanical injury 


... yet, strips back easily. 


3. Impregnated jute fillers in each valley give 
the finished cable increased longitudinal 
strength, and serve as “rip-cord” for stripping 
outer braid. 





4. The outer cotton braid is flame and moisture y Q gy 
resistant. The uniformly small diameter saves P 
space in outlet boxes and fits smaller holes. % @ 


Yes, there’s three way satisfaction when you 
standardize on RoFlex ...a job well done...a 
satisfied customer .. . low cost installation. Make 
sure that your supply of RoFlex is adequate for 


your needs. = 


FOR YOUR NEXT “FLEX” JOB... INSIST UPON ROFLEX 
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Underwriters’.approved 
for 60° C operation un- 
der the 1947 National 
Electrical Code. 





SMALLER IN DIAMETER 





LIGHTER IN WEIGHT 





CLEANER TO HANDLE 












































I* the good old summer time — and in the 
winter, too— your customers can rely on 
Gold Seal Tape to stick to the job tighter, 
longer. It does not dry out, ravel, peel, or smear 
the hands under any conditions. 











Laboratory controlled production gives Gold 
Seal lasting “tack” in the friction compound, 
and base cloth is top quality, assuring high 
dielectric strength. 

Stock a good supply of Gold Seal — it’s a 
steady seller. Single rools or handy, 10-roll 


LBS MAL, FARE AL DOKL 


containers — both consistently advertised. 
, Jenkins Bros., (Rubber Div.) , 80 White Street, 
Jenkins Bros. also make Dia New York 13, N. , & 


mond Seal Friction and Rubber 
Tapes which meet ASTM and 
Federal Specifications, 





JENKINS /4". 7 [P fF 4 
, WOlé Zool yi Wig ”, 


Qre™ 
| } FRICTION and RUBBER TAPES ; 
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Co tert fe 


fittings for 


* thinwall conduit * rigid conduit * metallic and non- 
metallic cable ° flexible steel conduit * service entrance 
oro! e) (= * grounding devices * lighting fixture fittings 


¥% manufacturers for over 30 years 


Sold Through Elutical Whe coelads 


% representatives in principal cities 


. 4 
electric mfg. company 
. € 1639 walnut street chicago 12, ill. 











When the Bill of Materials calls for 














which wholesaler in your territory takes the profit? 





Bill of Materials —-600 y Wi. 
* “ire and Cag e 






Quantity 


(FIG 
eae URE IT YOURSELF 1) 























Descriny; Size J 
ees +a mom erninum Cost me 
— __Ype Rw ~ Uminum Cost in 
————_ = = nen Copper 
— Type RH 1000 nn - tiie ~ en 
~ Type RH 750 — —..—= 
PaS500 ~~ —_Type RH 500 en - iw... 
" 18,009. Type RH da <<... ; 
34,500 —_!vpe ku 4/0 ain tos 
105,000 ~~ — TypeRH ~ 2/0 — Wiese initia 
27 1,000 Type RH 1/0 ee “ion. ml 
110,000 Type RH - . ee 


é riety 


And the orders are coming in—as millions of people see 
Alcoa’s national and industrial sales messages on the greater 
economy of wire and cable with Alcoa E.C.* Aluminum 







conductor. As architects, engineers, and plant men learn how 
much they can save when they figure it in aluminum. 


Your customers know N 


i 
Nationally known manufaeturers make insulated wire and Hi T 
cable with Alcoa E.C. Aluminum conductor, selling it under y he BIG difference . 
their own trademarks. They offer you your chance to sell the " : 


one building material that’s lower in cost—yet gives cus- 


ae 


tomers everything they want in a conductor! 
Insulated aluminum wire is less expensive. It .is 50% 


'S in their COSTS! 


may : 


lighter, in the bigger sizes. And it’s easier to install. 





Alcoa makes light, strong, conductive E.C. Aluminum 
conductor, which leading wire manufacturers draw, strand, 
and insulate, and sell under their own trademarks. Alert 
wholesalers are finding it pays to stock—and_ sell—it. 
ALtuMINUM Company OF America, 1442 Gulf Building, 
Pittsburgh 19, Pennsy lvania. *E.C.: Electrical Conductor Aluminum 


Your supplier has it! 





poiet ew ener eener ALCOA 7D ALUMINUM 





NG 


FOR ELECTRIC WIRE AND CABLE 
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For homes, stores, offices, schools and shops 
where space is at a premium, that’s where 
the Cutler-Hammer Type MO 4 Multi- 
Breaker finds its market. Measuring ap- 
proximately 5” x 7” it provides a thermal 
trip that lags on harmless overloads and a 
magnetic trip that acts instantly on short 
circuits. It provides 4 breaker poles in 15, 
20 or 30 ampere ratings easily adaptable to 
double pole requirements. It is easy to in- 
stall and wire and is Cutler-Hammer engi- 
neered throughout. The MO 4 is available 
for surface or flush mounting. It can be used 
either as a service entrance or as a distri- 
bution unit. Feature it ...there’s a grow- 
ing market for it. CUTLER-HAMMER, 
Inc., 1327 St. Paul Ave., Milwaukee 1, 
Wisconsin. 


CUTLER-HAMMER 


os : 


MIULT!I- BREAKER 




















TYPE MO4 
VOLTS 120.240 4 — SOA Ms 
ett BREAKER AMPS OW Hanon, 
TO RESTORE seeyic % 
HANDLE mee 
1 


c 
TO EXTREME Of a “ 
HEN THROW ON = & 
———e > 






ON 





It measures only 5x7 yet it provides thermal-magnetic 
trip, has 4 poles, is easy to install and wire 


and...it’s CUTLER-HAMMER engineered throughout... 
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DEPEMNABLE 





»-».and so’s your SALES VOLUME with 
EXTRA PROFIT TIP — 


BULL DOG FRICTION TAPE | sti 2oesstst.0 


Why is Bull Dog Friction Tape a day-in and day-out best seller? 

Because householders, mechanics and maintenance men know it's : 

dependable everytime for repairing home appliances, electric wires, ae 
sports equipment, etc. Bull Dog Friction Tape grips tight, stays soft te big demand Pine ee aan 
and sticky in the roll, holds firm, goes on without puckers, won't al eee 


ravel, does a job that lasts. Check your stock today. If you're running perme J = Tested to A.S.T.M. 
specilications. 
low on Bull Dog Friction Tape, better call your distributor! 


Another Quality Product of 


Boston Woven Host & RUBBER COMPANY 


Distributors in all principal cities 
PLANT: CAMBRIDGE, MASS., U.S.A. © P.O. BOX 1071, BOSTON 3, MASS. 
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What's your score? 





(A three-minute test on the effective use of wiring materials) 


I Existing service entrance 
consists of 34-inch conduit con- 
taining two No. 8 Type R wires. 
How can this installation be 
made suitable for an electric 
range without tearing out the 
conduit? 





BA ees Install a second service entrance. 


B awe Run two No.6 Type T wires and one bare 
No. 8 conductor in existing conduit. 


CC ees 1 8p into the next door neighbor’s circuits. 










3 Many electricians are saving 
time in box installations on res- 
idential wiring jobs. How are 
they doing this? 


Bee By using precut wooden spacers. 
B ieee Through the use of S-type bar hangers. 


CC eee By nailing boxes directly to the plaster. 





1 Okay, if you chose B. And you'll be wise to make it General 
Electric thermoplastic every time you choose a building wire, 
because General Electric has always been a leader in the pro- 
duction and sale of thermoplastic insulated wire. 


2 Make it A, because silver oxide has the unusual property of 
reverting to pure silver when it gets hot. Silver-plated contacts 
eliminate premature blows from heating due to oxidation. That’s 
one reason why G-E Silvend fuses are so efficient, regardless of 
how long they remain in service. 


3 Pick B for this one. G-E S-type bar hangers are made to 
fit framing spaced from 6 to 24 inches. A new, heavy-duty 
stud affords ample support for any modern fixture. 

With a G-E S-type hanger, a box can be located on the bar 
at any point between studs simply by tightening a single screw. 


4 It takes A, B, and C to run up a score on this one, because 
they’re all correct. We put them all in, because it is a pretty 
good testimonial to the reputation of heat-resistant General 
Electric Deltabeston. Users everywhere will agree. 


V7 


aa 
Z Why are fuse contacts some- 
times silver-plated? 





BA ee Silver provides unusually fine conduc- 
tivity. 


B exe Silver contacts cannot arc. 


CC mes = They look better with silver. 


4 A million feet of what famous 
wire was used in what fabulous ma- 
chine and by what university? 





B ee Deltabeston* 


awa 7Jhe Navy's Mark II calculator 


QB 


ews Harvard University 


We hope this little quiz was fun. And maybe it will 
help you to give your customers a better picture of 
G-E Construction Materials—the full line for all wir- 
ing needs. Each part of the line is made for ready use 
with other G-E wiring materials. It’s a line that has 
been designed for convenience—in ordering—in 
installation—and in maintenance. And it is backed 
up by experienced men who are always ready to help 
with engineering and application counsel on every 
job. It’s the kind of one source, one complete line 
service that makes it easy for your customers to do 
a top-notch wiring job. If you want information on 
any of our products, please write to Section K12-626, 


General Electric Company, Bridgeport 2, Connecticut. 
* Trade-mark Reg. U. S. Pat. Off. 


Construction Matertals 
GENERAL @ ELECTRIC 
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BAR JOIST 
CONSTRUC- 
TION 
Typical 2%" 
monolithic slab 
on steeltex metal 
lath supported 

by bar joists. 


METAL FORM 
CONSTRUC- 
TION 
Reinforced con- 
crete joist 242" 
slab over perma- 
nent or remov- 
able metal tiles. * 


CELLULAR 
STEEL FLOOR 
Typical steel 
floor panels with 
concrete fire- 

proofing. 


CONCRETE 
SLAB 
Standard mono- 
lithic or slab and 

fill construction. 







of Conshohocken 


38 








Weller 


is engineered 
coe TO FIT 


Every WALKER Underfloor System, although 
made up of standard parts, is designed to serve 
the electrical needs of each particular job. Sys- 
tems can be readily adapted to any type of floor 
construction in either new or existing buildings. 
WALKERDUCT provides economical and flex- 
ible means of meeting every outlet and circuit 


requirement likely to develop during the life of 


any building. 


WALKER BROTHERS 
Conshohocken 52, Pa. 








MODERNIZING 
EXISTING 
FLOORS 
All types wood 
or concrete. 


For further details, write for Ng x $s” 


our Catalog #146 or consult 


Sweet's Architectural Files. 
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UNDERFLO 











r 
;ul 





No Need to mm ita s! 






This efficient new BLACKBURN Connector is 
ideal for motor leads and junction boxes, because 
connections may be changed without clipping 
off the old pigtails. You simply remove the connector 
and rearrange the wires. 

The BLACKBURN Building Wire Connector costs 
as little as 5c. It's an efficient, tried-and-proved 
connector for any inside use. Three sizes cover a range 
from #14 to #4. Self-contained washer prevents 
set screw from cutting into wires. 

This new connector is easy and quick to install, 
and easy to remove for re-connections or wire changes. 
It's small, compact, and easy to tape. Economical 


too—because it saves the labor of soldering. 


FULLY APPROVED BY UNDERWRITERS’ LABORATORIES! 


SEND FOR FREE SAMPLES, OR 

















e 
ORDER FROM YOUR JOBBER, TODAY Many Uses: 
In Junction Boxes 
Catalog Wire Sizes Standard Shipping 4 
a ene naman weiean ie For Connecting Motor Leads 
lou 2#14 4#14 For Connecting Light Fixtures 
> oe 100 1b. For Connecting Electric Ranges 
6Uu  2#8 3 #8 For Any Indoor Wiring 
2 #6 100 2 Ibs. 
4U 2 #6 2 #4 100 3 Ibs. 


3 Sizes Cover Range From #14 to #4 





FIRST, MADISON & CLINTON STS. « JASPER BLACKBURN PRODUCTS @0))( a ee 


SULEGER S Oo F QUALITY PREOOwCTS FOR a) YEARS 
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PROFITABLE FOLLOW-THROUGH TO LIGHTING 
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OF er PE ed Baar: 


With the COMPLETE KILLARK LINE you can take on more 
jobs...all the way through the fixture installations 
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N 
for airports, railroad yards and | am TYPE - 
= VA 


crossings, safety zones, loading 
platforms, bridges, underpass- 
es, tunnels, — and in dairies, 
breweries, wash houses, etc. 


e*eeeeee?ée#e&e#8s*#®# : @®eesee*eeee¢eee?eeee?e?e#eee 
for grain elevators, coal yards, 
cement plants, saw mills, wood 


working plants, wherever dust 
hazards occur. 





for hazardous locations wher- 
ever inflammablesor explosives 
are handled —dry cleaning or 
painting plants, refineries, bulk 
storage plants, plastic or chem- 
ical plants, shoe factories, etc. 


e*eeeeee#ee#ee#ee?#2&e#e#s8* ‘>> ©@ @&ee@eeeee?ee%#@eee¢#eee?#?e#?e#2e¢e#?*® 





for farm yards 
& : barns 
. ' markets 
halls 
churches 
schools, etc. 


for direct or indirect entrance 
yo lighting of public buildings, 
ae passage ways, stairs, theatres, 
auditoriums, hotels, apartments. 





Send for the complete 
Killark Catalog showing all 
the Killark Fittings and Fixtu 





i | 











Offices and Warehouses: Atlanta, Baltimore, Boston, Chicago, 


Denver, Los Angeles, Philadelphia, Pittsburgh, San Francisco, Vandeventer & Easton Aves. 
Seattle, Syracuse. 


Offices: Cincinnati, Cleveland, Dallas, Detroit, Kansas City, SAINT LOUIS 13, MO. 


Minneapolis, New York. 























“FITS EVERY COMMERCIAL LIGHTING NEED”’ 


HE MEW GLOBE 3 








—_—per 











IMPORTANT FEATURES thot will help you sell. 
THE NEW GLOBE ECONOMIZER...an exceptional fixture 


made to sell on sight. 





UNIVERSAL CONSTRUCTION 
HINGED LOUVERED BOTTOM 


g 
= © HY-RE-FLEC ENAMEL FINISH 
G 


FIXTURE can be used flush, hanging or continuous 





For easy cleaning and relamping 


For high reflecting surfaces and longer life 


MODERN SILVERTONE ENDS 


SPOTLIGHT — Ring Swivel Construction: Spotlight bulb can be swiveled or adjusted to 
almost any desired angle. 


With applied modern cast metal motif 


AVAILABLE IN THE FOLLOWING... 

e ¢ 4 Light Open “SLIMLITE” 

4 Light Louvered “SLIMLITE”’ 

4 Light Open “ECONOMIZER” Fluorescent 

4 Light Louvered “ECONOMIZER” Fluorescent 


all WRITE TODAY for GLOBE’S Special Commercial Folder Fl-42 showing these new Economizer 
units and also the colorful RESIDENTIAL Lighting Catalog R-48. 


ixtu G L & | — Established for over a quarter century 


LIGHTING PRODUCTS INC. 
Maly BROOKLYN, NEW YORK © LOS ANGELES, CALIF. 
NEW YORK SHOWROOMS - 16 EAST 40TH STREET 
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- Pp HOEN IX offers the trade 


V greatest choice of styles 


For choice of styles—for efficient lighting glassware—and for down- 
right good looks, specify PHOENIX quality. The trade knows 
PHOENIX designs are calculated to blend with and complement 
every decorating scheme. 


Write for PHOENIX’s New Jobbers Catalog 
No. 65 . . . in which is pictured the line-up of 
our selected lighting glassware service avail- 
able to recognized jobbers. 


¥ Glassware Only 


We do not provide fixtures 











— 





| js “ = 
_= SS ~ — > = 7 
3 SS Sse EE 1402-D 347 
. > 1409-D 347 
S| 
1412-D 347 
ee a Ee 
ee 
Illustrated are the current favorite best-sellers in residential lighting 
glassware numbers. Their beautiful, clear sparkling crystal glass is THE PHOENIX 


coated with even applications of smooth permanently-fired enamel 


—and the density of the enamel and its evenness of application GLASS COMPANY 


eliminates any paleness or “halo” effect. White enamel is stand- 


ard color— but warm-toned Ivory can be furnished also. MONACA PENNA 


NEW YORK -+ CHICAGO + LOS ANGELES + ATLANTA + DALLAS + WINNIPEG 
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Dial In 










On a Busy Line! 


Why Buyers Prefer SELECT-O-PHONE 


Executives are choosing Sclect-O-Phone as their 
private automatic telephone system because only 
Select-O-Phone enables avy person in the system 
to call anyone else or any group of other people. 
This means greater SERVICE from their system. 
It’s not practical with any other system. 


And here are still other reasons for SELECT-O-PHONE 
superiority: 


@ Permits an unlimited number of 
conversations — no bottleneck in the 


switching equipment. 


@ Every conversation is confidential—and 
there are no loudspeaker answers for 
visitors to overhear. 


@ Code signal on “General Call” will 


bring man wanted to nearest telephone. 


FORTUNE Ads, Reprints 
To Help You Sell 
Ads appearing inFORTUNE 


and other magazines will 
help yousell Select-O-Phone. 
The June Fortune advertise 
ment has been reproduced 
in a double-page reprint, 
with space for your imprint. 
Reprints are available, free 
ot charge, to send your 
prospects. 





SELECT-O-PHONE bivision 


KELLOGG SWITCHBOARD AND SUPPLY COMPANY 
6650 S. Cicero Avenue, Chicago 38, Illinois 
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SELECT-O-PHONE 


the private telephone system 
that assures: 
© SIMPLE, RAPID INSTALLATION 


@ LOWEST MAINTENANCE COST 
@ GREATEST SERVICE TO YOUR CUSTOMERS 





| 
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Yes, Select-O-Phone is the busy line for the distributor of auto- 
matic telephone systems. More buyers are asking for Select-O- 
Phone ...more distributors are finding that they MAKE MORE 
when they se// Select-O-Phone. 


For Select-O-Phone is easier to install than other internal tele- 
phone systems... your men are on the job but a short time. 


Central switching equipment, for 6 to 36 lines, is extremely 


_ compact. The switching cabinet can be wall mounted. No sepa- 


rate room is needed. (Customers like this, too!) 


Installation cost is negligible, compared to other systems. Select- 
O-Phone needs only a simple 3-conductor wire to cach telephone. 
Many Select-O-Phone systems have been in use for as long as 30 


years. You'll have hardly a call-back for service! 


Openings are now available for new distributors in many areas. 
It will pay you to note your name on the coupon below, and drop 
it in the mail today! 


Learn More About SELECT-O-PHONE And Its Profits for YOU ! 


CLIP THIS COUPON TO YOUR LETTERHEAD 


[ 7 
1 

1 
| SELECT-O-PHONE Division ! 
Kellogg Switchboard and Supply Company 
6650 South Cicero Avenue, Chicago 38, Illinois , 
. Please send further information on Select-O-Phone and} 
i our Opportunities as a distributor. 
I 
l ! 
; Attention of 
i l 
stip epee eg cinerea sean tn aetna iaeionmennas tian ] 



































ADVERTISEMENT 
IDEAL FOR BIGGER 
GROWING SALES AND 
WEATHER PROFITS 
PUBLISHED BY IDEAL INDUSTRIES, Inc., Sycamore, III. JUNE, 1948 





SELECTIVE DISTRIBUTION 





STANDARDIZATION 
SIMPLIFIES STOCKS 


Careful Study Streamlines 
Ideal’s Line for Greater 
Turnover and Profits 


To make it easier to stock and 
sell IDEAL products, a thor- 
ough study of every item 

and analysis of sales—has 
been made. Every product, 
size and model now in the line 
is a proved seller on which the 
distributor can expect a rea- 
sonable turnover and good 


i ee 
>. 
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COMPLETED 





AMPLE FIELD STOCKS 
GIVE FAST SERVICE 
AND QUICK TURNOVER 


Sales Training Program Aids 
Distributor Salesmen 
IDEAL’S sales program of se- 
lective distribution is now vir- 
tually complete and paying 
off handsomely for both dis- 

tributors and wholesalers. 
Since March 31, all orders 
from non-franchised whole- 


profit spread. 






salers, as well as from users, 
have been handled through 
IDEAL’s stocking distribu- 
tors. 


This IDEAL “Tank Type” Cleaner 


Display Tells its own sales story 








Bia es 
Sizes for which there was only 
occasional demand have been 
discontinued. Certain prod- 





ucts for which the market was 
limited have been dropped en- 
tirely from the line. 


It is emphasized that in the 
IDEAL line the distributor 
salesman still has a most com- 


plete line of popular products | 


to make his selling job easier, 
his earnings greater. 





FREE DIRECT MAIL 


IDEAL’S big national adver- | 


tising campaign does double 
duty as your local advertising 
when you tie-in with free di- 
rect mail. 


Two new, hard-selling pieces 
are now yours for the asking. 
One features IDEAL “Wire- 
Nuts” and is primarily in- 
tended for mailing to electri- 
cal equipment manufacturers. 
Order by Form No. WNB-348. 
The other covers the IDEAL 
line of Commutator Mainte- 
nance Equipment. It is for 
mailing to industrial plants, 
public utilities, steel mills, 
railroads, coal mines and oth- 
ers. Order by Form No. CMB- 
448. 


Both are free to distributors. 


All you do is stamp, address | 


and mail them. Distributor’s|Salesmen are finding the 
| IDEAL Voltage Tester is the 


|“ 


'“door opener” that results in 


name is imprinted on reply 
cards. 
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New, Improved Catalog 
Out About June 15 


|IDEAL’S big, new, better 
| looking, easier-to-use catalog 
will be ready for you on or 
about June 15. With dozens of 
new photographs, latest speci- 
fications and information to 
help the salesman, the new 
catalog will be of loose-leaf 
type so that pages can 
added as new products are an- 
|nounced. All franchised dis- 
| tributors will receive a supply. 





be 





Boost Cleaner Sales 


with Free Display 





Here is a practical display 
that is a “salesman” for you 
all through the business day. 
It not only illustrates the 
Cleaner’s many features, but 
also lists typical users. Set up 
with a Cleaner, the display 
only requires floor space 48 
inches wide, by 42 inches deep. 
The display board, 30 inches 
wide, 48 inches high, is free to 
all Cleaner distributors. Put it 
to work for you. 











| Here’s a tip straight from the 


reports of many distributors. 


Voltage Tester Proves 





Good “Door Opener” 


the sale of one or more units 
on practically every call. 


Safety Feature Appeals 


Plant electricians, electrical 
contractors and others prefer 
the IDEAL Tester because 
(1) it gives double protection 
—a neon light as well as a 
scale indicator, (2) it is com- 
pletely enclosed from dirt and 
dust and (3) test prods are 
of improved type for greater 
safety. 


The Tester is packed complete 
with carrying case and priced 
to sell. Give it a chance on 
every call and watch it build 
sales volume for you. 








ELECTRICAL 





Offers Many Advuntages 


IDEAL’S distribution plan 
speeds up and improves serv- 
ice all along the line. 


For the smaller wholesaler 
who does not carry stocks it 
provides a local stock to draw 
upon. He can give better 
customer service and has 
available immediate price and 
catalog information and ap- 
plication advice. 


For the user, the plan saves 
time, simplifies establishment 
of credits, reduces purchasing 
and accounting work, and 
gives faster delivery. 


For the distributor, it means 
faster turnover and greater 
profits from the same dollar 
investment. 


Thorough Sales Training 


Through 37 IDEAL sales of- 
fices, an intensive sales train- 
ing program is underway to 
help distributor salesmen 
make more and bigger sales. 


By planning and organization, 
the program has been con- 
densed into a single two-hour 
session. The distributor sales- 
men not only learn all about 
IDEAL products, their sales 
features and application, but 
also of the tremendous poten- 
tial market that means bigger 
earnings for them. 
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/o assure your customers of a, 900d SPOR TS : 
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OBSERVE 
. these 


so no 
pitched, batted or thrown to any 
field and at any height in the air, it 
visible to everybody, regardless of on 

the field or in the stands. tS le 
CODUGHTING THE FIELD without spotty or uneven 
effects so base lines, foul lines, plate, bases anc 
batter’s box are clearly seen by everyone. 


SPECIFY 
lighting equipment which meets 
these 
















CORRECT LIGHT DISTRIBUTION 
EASE OF INSTALLATION © 













Benjamin “PLAY-AREA” Floodlight 
For 750-1500 Watt Lamps 


A wide angle, low brightness, diffusing floodlight. 
Unit consists of large, open-type, mat finish, Por- 
celain Enameled steel reflector with inner reflector 
of oxidized, processed aluminum. The design of 
the Porcelain Enamel reflector provides maximum 


shielding of the lamp filament and prevents glare. 


“ELLIPTO-LITE” Floodlight 
For 300-500, 750-1500 Watt Lamps 
A smaller size, open type flood- 
light of elliptical shape. Porcelain 
Enameled steel reflector is 
designed to provide a good de- 
gree of lamp-filament shielding to 


reduce direct and reflected glare. 


« 








FERRO FE ie Lc ® Seabee BE ide ABS, DEORE OS 


Secure /4//]// yy by Specifying BENJAMIN FLOODLIGHTING EQUIPMENT 


The 4 lighting fundamentals plus the 4 equipment fundamentals 
can be assured with Benjamin Floodlighting Equipment. 


With Benjamin Units you can assure correct light distribution 
on vertical surfaces, and wide-spread lateral distribution com- 
bined with ample forward throw of light to reach across large 
areas. This three-way combination provides better uniformity 
and near-elimination of shadows. 

Exclusive design features and Benjamin Built-like-a-Battleship con- 
struction assure ease of installation, simplified maintenance and long 


5 
life. The heavy gauge steel reflectors are finished in Benjamin Lifetime 


You may also obtain FREE SPORTS LIGHTING DATA SHEETS on any of these sports: Softball, 
Baseball, Football, Tennis, Golf, Swimming, Trap & Skeet Shooting and Shuffleboard: 


Please specify the material in which you are interested. 
a 


WHOLESALERS! 


This advertisement is currently appearing 
in leading trade magazines reaching your 


> 

> 

customers. BENJAMIN stands ready to assist ° 
your tie-in with this promotion through 


Necdlighiing aud Spots lighting Equipment 


Distributed Exclusively Through Electrical Wholesalers 


supporting bulletins and lighting layouts . 

For Bulletin FD and others described inthis » 

advertisement, write Benjamin Electric Mfg. 
Co., Dept. GG, Des Plaines, III 
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Porcelain Enamel. This is the ideal reflecting surface for outdoor 
floodlights as it is immune to deterioration and corrosion from 
weather. Flint-hard, it cannot wear, scratch or become dull. Further, 
it is the easiest-to-clean light-reflecting surface, as simple soap and 
water washing quickly restores it to original light-reflecting efficiency. 
To give intelligent counsel on Sports Lighting, you should be thor- 


oughly informed about the details of floodlighting. 


For a FREE COPY OF BULLETIN FD, which gives you complete description 
and specifications of Benjamin Floodlights, write to: 
Benjamin Electric Mfg. Co., Dept. GG, Des Plaines, Illinois. 
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AMERTRAN 





































































































Diy -Type 
DE! 
" 
. door is wide open to AmerTran Dry- 
Type Transformers because there are so many BE 
practical applications for these units. They are made LA 


in a wide variety of ratings and are useful in keeping 
every machine at full output. Installed close to the 
job, they improve motor performance, provide load 
CF Dry-Type flexibility and are easily installed on walls, pillars or 
Transformer ne 
overhead. In addition to the usual advantages of 
transformers at load centers, AmerTran Dry-Type 
Transformers are used for insulating circuits, balanc- 


ing loads, boosting line voltages and in many other 





special applications. 





Full information will be given to Electrical Whole- 
salers interested in rapid turn-over of a quality elec- 
trical product, at a substantial profit. § 





For e€ 
afoul 
with 
and « 
Here 
every 
trial 
spec: 
for j 
copir 


AMERICAN TRANSFORMER COMPANY 
178 Emmet Street Newark 5, WN. J. 


WF Dry-Type 
Transformer 
MANUFACTURING sence 1901 AT NEWARK N J ie 
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RFA Your Pocket Catalog! 


The Preferred Complete Lighting Line 
Wh All in One Handy Selling Guide.... 


INDUSTRIAL 


pisteiBuTed BY 


your NAME = 
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Sell Bigger, Sell Fasier—Sell the Complete Line! 


For easier sales and bigger profits—build your selling program Get Your MITCHELL Pocket Catalog 
around the complete MITCHELL Line. Spearhead your selling 


with the new MITCHELL Pocket Catalog—the most complete 
and effective Selling Guide ever prepared for the lighting trade. 
Here, in handy form, is a complete “lighting show” featuring 
every conceivable fluorescent fixture for commercial and indus- 
trial applications, as well as an outstanding selection of lighting 
specialties for office, store, plant and residential use. Send today 


DISPLAY 









MITCHELL MANUFACTURING COMPANY 
2525 N. Clybourn Ave., Chicago 14, Ill. 









(_] Rush us a copy of the new MITCHELL 
Pocket Catalog No.325 











for your copy of the MITCHELL Pocket Catalog. Additional Name 
copies, imprinted with your name, are available on request. 
Firm 
Mitchell Manufacturing Company 
2525 CLYBOURN AVENUE, CHICAGO 14, ILLINOIS Address 
In Canada: Mitchell Manufacturing Company, Ltd., Toronto, Canada 
Far West: Complete Modern Plarit and Sales Office at Los Angeles City meats 











Serves the Entire Pacific Coast Area 
1019 NORTH MADISON AVENUE, LOS ANGELES 27, CALIFORNIA 








WHAT’S THE ANSWER TO THE STARTER min 7 





MELVIN 
HARRIS 
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NEW MANUAL RESET 
FLUORESCENT STARTER 
HAS ‘‘“NO-BLINK’’ FEATURE 








Bryant now offers you a complete line of Manual Reset starters 

featuring the famous “No-Blink”’ principle, available in 15, 20, 30, 40 and 
100-watt ratings. The addition of this group of devices to the Bryant 

line now provides the answer for a broad selection to meet every preference. 


sBRYANT: 3 


The positive “‘No-Blink” action locks out a “dying’’ lamp to prevent 
annoying blinking. The circuit cannot be restored until a new lamp is 
installed and the starter reset by pressing the red button. Thus, starter 


| maNO BLINK : 
“NuaL RESET | 


life is lengthened and the ballast protected from overheating. 


Certified by ETL, approved by Underwriters’ Laborato- 
ries. Ask for Bryant Nos. FS-20, FS-30, FS-40 or FS-100 
for the answer to better fluorescent lighting control. 


THE BRYANT ELECTRIC COMPANY 


Bridgeport 2, Connecticut 




















CHICAGO * LOS ANGELES 





OOu 


petite, a SPECIFY BRYANT DEVICES FROM YOUR ELECTRICAL WHOLESALER 


ISSS-IP48S 


J-99814 
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2,000,000 Youngsters 
Need Our Help Now 


HE bumper wartime crop of babies, about 
5,000,000 larger than the population ex- 


perts expected, is reaching school age. 


At school these youngsters should find a good 
education awaiting them. That is their most 


cherished American birthright. 


But unless something is done quickly, mil- 
lions of these children will be cheated. They 
will crowd into classrooms already run on dou- 
ble shifts. They will move in with children who 
are now sitting two in a single seat. They will 
read germ-loaded books mangled by a genera- 


tion of use by grimy hands. 


So the continuing crisis in American education is 
given a new twist by unexpected pressure on school 
plant and equipment. 

The U.S. birthrate has jumped by leaps and 
bounds. Instead of declining in the ’40s, as the ex- 
perts expected it would, the rate climbed from 17.9 
per thousand in 1940 to 21.5 in 1943. It jumped to 
25.9 in 1947, an increase of 45 percent since 1940. 
Result—by 1956 elementary school attendance in the 
United States is expected to jump from 18,200,000 to 
more than 23,400,000, an increase of about 5,200,000, 
or more than one-fourth. 

The rush has already begun. It will pick up speed 
next fall. 

Now, while this pressure has been building up, 
our public schools and their equipment have been 


running down-—first through inevitable wartime ne- 
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glect, then because inflation and material and labor 
shortages made it difficult to catch up. 

If we are to give this bumper crop of youngsters 
the break they deserve—and reach the educational 
standards the nation needs— we must speedily do a 
major job of educational rehabilitation and expan- 


sion. 


II 


Some headway has been made in overcoming the 
teachers’ salary crisis. 

Teachers’ salaries are improving. Pay problems 
were driving good teachers away from their posts in 
droves not long ago. But in the year since the 57th 
editorial in this series emphasized that crisis, the 
average teacher’s annual salary has increased about 
$300—from $2250 to $2550. 

True, increases vary enormously from state to 
state and from town to town. In a few states the 
average increase has been $500; in some less than 
$100. But, for the nation as a whole, last year’s in- 
crease put teachers about even in the race with the 
cost of living. After taxes, their salaries have risen 
G87, and the cost of living 67‘7, since 1939. In terms 
of pay increases, however, they are not nearly as 
well off as are industrial workers, whose average 
weekly wages after taxes have risen 108‘ since 
1939. They are far behind farmers, whose net income 
is now four times what it was in 1939. And teachers 
had notoriously low salaries to start with. 

A great deal more needs to be done in raising 
salary standards to put our school system on a firm 
footing. There are still about 100,000 teachers, nearly 
12% of all public school teachers, who hold tem- 


porary or emergency credentials. They cannot meet 
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Many Applications 
Make PIT-LITE 
A ‘‘BEST SELLER’’ 


Pits and car lifts are only two of its 
many uses. Railroads also find unit 
practical for lighting underpasses — 
water and dust-tight. Easy to wire. Use 
the ideas in the Revere catalog to 


create new avenues for Sales! 
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THE HINGED 
FLOODLIGHT 
POLE 

A boon to 
floodlighting 
efficiency. 
Eliminates 
dangerous 
climbing. 20, 
24, and 30 
foot mounting 


~m heights 


—- 


Boy oy 














NEW REVERE CLUSTER LIGHTS 


While the Revere Adapter Fitting was designed particularly 
for Service Station use to meet the trend toward supple- 
mental illumination — it lends itself to many other fields. 
Wherever increased intensities are desired — top floods in 
cluster formation are practical. 

The Cluster is ideal for Used Car Lots, Golf Driving 
Ranges, Carnivals, Festivals, Play Grounds, Factory Yards, 
etc. The Adapter casting consists of only two parts held 
together with a single screw. The fitting has six tapped 
holes, and may be mounted on a pole or atop area lighters. 


, 
PYLON 
LIGHT STANDARD 


The illuminated column creates a rich, warm 
glow that makes the pump island area invit- 
ing. The unit dresses up any location. It has 
atmosphere and class. Top area lighter is our 
No. (3650-S) a very dignified unit with two 
or three top floods. 











THE ELIPTOR 

3800 Series—All alu- 
minum or porcelain 
enameled colors to 
match station color 
schemes. 














— COMPLETE LINE OF SERVICE 


The only floodlight thot STATION, AIRPORT, SPORTS, 
costs © definite 90° INDUSTRIAL, MARINE LIGHT- 
feat "or corner leco- tag EQUIPMENT 


RiC MFG. C@. 


6011 BROADWAY e CHICAGO 40, ILLINOIS 
INDOOR AND OUTDOOR LIGHTING EQUIPMENT TO SERVE EVERY NEED 
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prevailing standards, and not very severe standards 
at that, for persons holding their posts. 


The salary crisis, however, is easing. 


Ill 


But now comes the new crisis in school buildings 
and equipment. 

We would have been hard put to get our schools 
back into shape after years of wartime neglect—even 
without a booming birthrate complicating the prob- 
lem. Right now, 85% of all public school buildings 
need major remodeling to remove health and safety 
hazards. 

And we aren’t building enough new schools to 
keep up with current needs, to say nothing of catch- 
ing up on those we were not able to build during the 
war years. School construction expenditures for 1948 
are estimated at $375 million — which is less than 
what was spent in 1939. With building costs twice 
as high as they were in 1939, that means we aren’t 
even holding our own—we are falling further behind. 


And now comes the rush of war babies. 


IV 


We must spend at least $11 billion on new schools 
and equipment in the next decade. 

Public and elementary schools must have $6.6 bil- 
lion. Equally important, another $4.4 billion must be 
invested in buildings and equipment in our private 
schools, colleges and universities if they are to meet 
the demands which will be made upon them. The 
private school and the privately endowed university 
are doing their full share and doing it well. The 
need for them is increasing. 

These figures cover only rockbottom needs for 
educational plant and equipment. But statistics are 
a very restricted recorder of this crisis. 

You can see it better, I’m sure, in schools not very 
far from your home. There are schools with leaking 
roofs and outdoor toilets in our greatest cities. There 
are schools where students still use histories and 


geographies copyrighted before 1920—books with no 


mention of World War I, the depression of the 1930’s, 
the Russian Revolution or the rise of the dictators. 
There are countless schools where modern methods 
of visual education are completely unknown. 

All of these conditions promise to get worse — 
promptly —as that scheduled 5 million increase in 


the school population gets rolling. 


vV 


The Metropolitan Life Insurance Company does 
not indulge in lurid prose. It says after painstaking 
study of the educational crisis that: 

“Unless definite measures are taken immediately 
... large numbers of American boys and girls will 
be deprived of an adequate education.” 

Currently we are deeply concerned about our 
military defenses. We are taking, and I think right- 
ly, emergency measures to strengthen them. But we 
must regard our schools as a part of our national 
defense as vital as are our armed forces. This is 
particularly true in these times of fifth columns and 


ideological warfare. 


If we are wise, we will raise our sights. We will 
give the continuing crisis in education the same 
urgent attention being given the more obvious 


but no more real crisis in national defense. 


Go to the school house in your neighborhood and 
discover what needs to be done to provide for the 
rising tide of young Americans. Ask your school 
board and your school administrators and teachers 
how you can help them. 

That is good citizenship. 

That is patriotism. 


That is our duty to the oncoming generation. 





President, McGraw-Hill Publishing Company, Inc. 


THIS IS THE 68TH OF THE SERIES 
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Enclosed Switches 


These safety controls of the higher grades serve for 
a wide range of applications, — reliably in all. Each type 
embodies the finest materials and workmanship its price-class 
affords. Both types have quick make-and-break precision 
mechanism, unit base for each pole 60 Amps. and over. Com- 
plete range of knockouts, attractive machine-gray finish. 
Inc. 


Listed as standard by Underwriters’ Laboratories, 


rYPE “A” Range 600 Volts and less; 30 to 1200 Amps. Horsepower 


Fusible or no-fuse types, with Interlocking Cover (cannot be 


“ON”’.) 


rated. 


opened when switch is Extra- dependable mechanism. 


ryPeE “< 


rated 


Range 600 Volts and less; 30 to 600 Amps. Horsepower 


Fusible or no-fuse types. Cover non-interlocking with snap latch; 
may be fastened by padlock. Highly serviceable switch for average re- 


quirements; priced lower than TYPE “A 





HART 


iif 





Tl 


TY PES 
“A” and —" 


Mail this Coupon 


To Arrow - Hart & Hegeman Electric Company, Hartford 6, Conn. 
Send us your new Catalog C-10 of Enclosed Switches - 


Types “A”, “C” 
F 


and “D” — and other Service Equipment. 
Name 

(Firm) 

( Address 


City & State 
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The Buffalo Convention: Yes, there were about 
2,000 electrical men in town, over 1,500 who registered 
and over 500 who didn’t bother to do so. And through 
most of the convention days it looked as if the whole 
2,000 were crowded into the normally spacious-looking 
lobby and adjacent lounges of the Statler Hotel. You 
couldn't hear your own voice in the din of the crowds 
and to get from one point to another meant bucking a 
milling mass of humanity with the “gains” for each push 
figured in inches. 

It seemed as if everybody who had any direct or indirect 
interest in the electrical wholesalers of the country had 
come to pay homage to the National Electrical Whole- 
salers Association on the occasion of its 40th Anniversary 
Annual Convention, In fact, all previous records went 
by the board, with more wholesalers, more manufacturers, 
more manufacturer's agents present than at any previous 
convention. However, the number of ladies present was 
insufficient to break the records for fair-sex attendance 
made in by-gone years at Hot Springs. 

The convention program constituted a fine demonstra- 
tion of the fact that the Association has found a practical 
pattern for giving each of its two Divisions ample time 
and opportunity for expression and discussion, such as 
each member has a right to expect, particularly when only 
one general convention is held each year. 

Highly commendable is the inauguration of the Panel 
Discussions as the method for simultaneous consideration 
of several committee reports dealing with related subjects. 
Many members reported that those panel discussions 
were far more useful than the traditional stereotyped 
method of handling committee reports and that they 
brought out many valuable angles and ideas that under 
the old method would not have found expression. 

However it is well to record here that much credit 
for the success of the panel sessions belongs to the fine 
job that was done by those members who acted as modera- 
tors. Furthermore the superb handling and monitoring 
of the sound equipment helped materially toward creating 
and maintaining the high degree of interest that was 
evident throughout the sessions. 

While the panel discussions seemed to draw highly 
favorable comment from all who had attended, some of 
the other “innovations” included in the official Buftalo 
program did not fare as well, and this holds true particu- 
larly of the Residential Lighting exhibits at the Hotel 
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Lafayette and Warehousing Equipment exhibits at the 
Memorial Auditorium. 

There could be no doubt about the keen interest that 
wholesaling executives had in the merchandise and equip- 
ment shown at those exhibits but the general complaint 
was that the tight schedule of “MUST” meetings as 
provided for in the program just did not leave enough 
freedom to give those important exhibits the time and 
study they deserved. In fact only a small percentage of 
wholesaler executives were able to look them over. 

From the over-all viewpoint the large attendance and 
general enthusiasm of those present gave ample evidence, 
that after a 40-year long and honorable record the 
N.E.W.A. is today an up-and-coming organization which 
is meeting the challenge of the times intelligently and 
effectively. It may be depended upon to continue its prog- 
ress, providing ever increasing usefulness and valuable 
services for its members and achieving ever growing in- 
fluence in the councils of the entire electrical industry. 

To the officers, the executive committee, the board 
of governors, committee chairmen and members of 
N.E.W.A. and to its staff at headquarters, we extend our 
sincere congratulations on having topped off a 40-year 
history of fine achievement with so memorable and _his- 
tory-making an event as was the 40th Anniversary Con- 
vention at Buffalo. 

We are confident that for N.E.W.A. as for the entire 
electrical wholesaling industry “The Best Is Yet To 
Come.” 


* 


Pushing Door Bells is a term applied to a type 
of selling that was commonly practiced long before there 
were any door bells to push. That apparently it has lost 
none of its effectiveness through the years is evidenced by 
the fact that its greatest exponent in modern times, Alfred 
C. Fuller, the original Fuller brush man, after 43 years 
of doing it still maintains that: “If you push enough 
doorbells, you’ll sell enough brushes.” 

For the average salesman who works for an electrical 
wholesaler we would like to change that slogan to read: 
“If you make enough calls, you'll get enough orders.” 
Through the years we have had many salesmen on our 
staff and we have never seen it fail that a man’s sales 
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: ‘the Whaashe ington “eas SERIES 


// FOR SURFACE OR PENDANT MOUNTING 
INDIVIDUALLY OR IN CONTINUOUS ROW 
Series B-7000 “Washington” Luminaires are available in 
3 


or 4 lamp models utilizing T-8, Slimline Fluorescent 
Lamps 
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A COMPANION INCANDESCENT P 
ADJUSTABLE DOWNLIGHT 






Once again Pittsburgh Reflector Company leads with distinctive and | 
attractively styled 96” Slimline Luminaires which combine the advan- | 


“Lhe Dramalizer”’ _-s 
A-178-SERIES - 


tages of maximum efficiency, simplified installation, easy maintenance 
and flexible application. 


Illustrated above is “The Washington” with its curved Skytex Satinol 
glass side-panels and egg-crate louver bottom which extend the full 
length of the unit. The egg-crate louvers provide 45° crosswise and 
30° lengthwise shielding and materially enhance its beauty. When 








ceiling mounted “The Washington’’ has the “‘built-in’’ appearance so The “Dramatizer’” Downlight is used for in-line, end, 


desired in modern lighting. 


You do your customers a real service when you recommend ‘The 
Washington” and other Pittsburgh Permaflector Presidential Luminaires. 


corner and cross-over installations with the B-7000 
“Washington” and the B-1000 “Lincoln” Slimline 
Luminaires. It is ideal for spotlighting merchandise, 
maps, walls, etc. since it can be rotated in a complete 


circle up to 35° angle and automatically held in any 
desired position 


Every unit has the ‘‘saleable’ features that mean more and quicker 
profit and lasting customer satisfaction. 


For details on the entire line of Pittsburgh Permaflectos 
Fluorescent Luminaires, Trofers and Companion In- 
candescent Equipment—write for Catalog 48-F 


“Something Better 


Sills tu ight . Lief te clor Ce miprany Has Come to Light” 


OLIVER BUILDING - PITTSBURGH 22, PENNSYLVANIA 


MANUFACTURERS OF FLUORESCENT & INCANDESCENT LIGHTING EQUIP. L_ 
Permaflector Lighting Engineers in All Principal Cities 








DISTRIBUTED BY BETTER ELECTRICAL WHOLESALERS EVERYWHERE 
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volume stood in direct ratio to the number of calls made. 
In fact, the better the salesman, the more steady was his 
high ratio of calls. 

With the order-taking era pretty well a thing of the 
past, every salesman had better remember that Fuller 
brush slogan. 


* 


Car Life In its current issue of Automobile Facts the 
Automobile Manufacturers Association comes up with 
some interesting figures. 

For instance, back in 1925, if you owned a car that was 
61% years old and had gone 25,750 miles, chances are you 
would have had to sell it for junk. But, in 1946 the 
average car scrapped was 12.7 years old and had covered 
around 90,000 miles in its lifetime. 

Also: Before the war approximately 2,000,000 cars 
went to the scrap pile each year but during the war years 
only an average of 459,000 cars were scrapped annually, 
and that despite gas rationing and national campaigns for 
scrap metal and since the war the total of scrapped cars 
has risen slowly. 

As long as those old pre-war chariots keep perking 
along, who wants to pay the prices they are asking today 
mostly for pre-war models that are dolled up with a lot 
of gadgets which few people want but have to “buy” in 
order to get delivery. 


* 


Who Said **Average”’? From the National In- 
dustrial Conference Board springs a chart, showing An- 
nual Earnings of “Average” Salesmen in thirteen different 
groups of industries and — after studying that chart we 
wonder just how those “average” salesmen managed to 
cop such wide range of more than “average” incomes. 
The Petroleum and allied products field appears to 
have earned the distinction of giving the “average’”’ sales- 
men the lowest “average” pay, ranging from $4,144 to 
$5,000. Top honors for having both, the highest minimum 
and maximum of the range of pay to “average” salesmen 
$7,000 and 


goes to the Textile industry where the low is 
the high hits $11,000, 

Approximately half way between the above respective 
floor and ceiling ranges the Electrical Equipment and 
Appliances industry is quoted as paying its “Average” 
salesmen from $5,564 to $7,314 and of course these figures 
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cover only the manufacturing branch of the industry. 

When it comes to the earnings of “average” salesmen 
who sell for wholesalers, we know of no authentic tabula- 
tions on the subject but we have seen some, who were 
being over paid at $75.00 per week and we know of a few 
who thought they were under paid while pulling down 
yearly incomes that ran well into five figures. 

The point we want to make is, that “average” is an 
elusive and elastic term and that being an “average” 
salesman in the electrical wholesaling field in the period 
directly ahead of us will mean being a salesman-out-of- 
a-job in the not too distant future. 

The days when an “average” salesman can hope to 
draw down what was paid in the last few lush years to 
any salesman, those days are rapidly passing into history, 
and it will take top-flight selling to collect an “average”’ 
income and hold the job. 


+ 


Money Flies History records that the Spartans issued 
iron money so as to make it difficult for anyone to spend 
much money at one time — unless he took a donkey or a 
horse and cart to carry his “purse.” In contrast many 
modern spendthrifts will point out that coins were made 
round and easy to roll out, so as to make the spending 
easier. 

Few people, however, realize just how fast Americans 
spend the money they make, regardless of whether they 
got it in round coins, oblong paper “bills” or via the route 
of a checking account. Actually, according to the Neu 
York Sun we in the United States spend 60 cents out of 
every dollar of income almost as fast as we get it. 

To be exact, in 1947 the American people pitched 59.8 
percent of their entire personal income of $196.8 billions 
into the coffers of the retailers whose cash registers tingled 
to the tune of $117.7 billion of sales in 1947, And, it is 
expected that in 1948 the retailers will do at least equally 
well. 


Easy come easy go. 


* 


Cover Right in tune with the times and with the tempo 
of N.E.W.A.’s Fortieth Anniversary Convention, part 
of the program was televised over WBEN-TYV, Buffalo. 
Our cover shows the station’s engineers handling this 
intricate operation during the convention. 
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1 Simply remove large-headed set-screw 
* from transformer and— 


2 Slip the lip over the edge of the metal 
* of box or cabinet knock-out. 


Then replace set-screw from inside of 
3. box or enclosure and make electrical 
connections. 


Design Covered by U. S. Patent No. 2433511 


All Types of Installations 
Possible with NEW 
Jefferson Electric 
Universal-Mounting WIZARD 
Door Bell TRANSFORMER 


Attached to round 
outlet box. ~ 






Attached to square 
outlet box. 


Mounted on side of 
round or square outlet 
box. 





ft 
PA 


Can also be mounted inside cabinet or in other 
locations by means of the mounting feet. 







Mounted to wall of 
fuse or switch cabinet. 
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Ideal For Close-Quarter Installations 


This new compact and sturdy transformer, for 
operation of door bells, buzzers, annunciators and 
door openers from 115V line, has a 10V Secondary 
and is rated at 5 watts. 

Designed with lip and set-screw for clamping 
to edge of the knock-out of the metal cover, box 
or cabinet, with primary leads for connecting to 
circuit and terminals for bell wires. Mounting feet 
are also provided for open wiring installations. 

The one Jefferson Universal-Mounting WIZARD 
Bell Transformer replaces THREE models— 
No. 230-101, No. 230-111, and No. 230-141, thus 


making it possible to reduce stock and increase turnover. 


Catalog Sheet No. 471-BT 
sent on request. 


JEFFERSON ELECTRIC COMPANY 
Bellwood, Illinois 


In Canada: Canadian Jefferson Electric 
Co., Ltd., 384 Pape Ave., Toronto, Ont. 
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SOURCE The figures we use as basis for these monthly 
comparisons of performance in the electrical wholesaling 
field are collected and compiled by the Bureau of the Census 
of the U.S. Dept. of Commerce. 
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Business Index 
For the Month of Mareh 1948 


SALES Continuing the upward trend in sales volume since 
the drop in January the reporting panel for March 1948 
showed sales totaling $1 21,955,000. Included in this report 
ing panel were 381 full-line houses, 124 wiring supplies 
construction materials distributors and 87 appliances- 
specialties wholesalers —a total of 592. 

Considered by class of house, and compared with March 
1947, sales of full-line wholesalers led the other two seg- 
ments of the trade with an average increase of 29 percent. 
On the same comparative basis, sales of wiring supplies- 
construction materials distributors and of appliances- 
specialties houses were up 11 and 13 percent. Compared 
with February 1948, sales of the three types of houses were 
up 20, 14 and 22 percent respectively. 


INVENTORIES Reports indicated an average increase of 
6 percent in cost value of inventory holdings, March com- 
pared with February. The end-of-March level was 36 
percent above March 1947 with the break-down as follows: 
full-line wholesalers up 38 percent, wiring supplies-con- 
struction materials distributors up 20 percent and appli- 
ances-specialties wholesalers up 21 percent. 

Corresponding indices for March 1947 and March 1939 
indicated approximately the same stock sales relationship 
for those years as at present. It may be pointed out however, 
that current stocks, if measured in dollar value, are follow- 
ing sales to record high levels. 


COLLECTIONS Credit information returned indicated an 
accounts receivable turnover rate during March of once 
every 33 days. This represented a slightly faster collection 
rate than the 34 day average reported for a year ago. 




















Here’s a brand new Type “R” Building Wire— 


DURAPRENE*—with single wall neoprene insulation 
... smooth, slick finish for easy fishing. No braid to 
push back and bunch up...no asphalt to gum up. 

Of course DURAPRENE is inherently resistant to 
flame and moisture; but it also resists acids, oils, 
alkalies. And...it has excellent physical characteris- 
tics, too! But, above all, DURAPRENE is easy to handle 
and work. You will like it! 

DURAPRENE is marked every six inches for easy 
identification and available in six standard colors. 


Send for descriptive folder No. DM-4802. _— 


*Reg. U.S. Pat. Off 


ANACONDA WIRE & 


25 BROADWAY, 





Anagion 
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all Neoprene lype R Wire 


Approved by Underwriters’ Laboratories, Inc. 

















At a recent exhibit, DURAPRENE was given 
this amazing test: Solder was maintained at 
the molten point (approx. 400°F.) and a 
length of DURAPRENE was immersed in the 
solder for 30-60 seconds. Taken out and tested, 
the DURAPRENE was found to have altered 
little in appearance and retained remarkable 
tensile strength. Those who saw this demon- 
stration were convinced that DURAPRENE was 


really something new and better. 


CABLE CO. 


NEW YORK 4, N.Y. 
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FACTS ABOUT DURAPRENE 


DIELECTRIC STRENGTH 
After 12 hours immersion in water, DURAPRENE 
will have an average voltage breakdown of 
twice that of standard building wire. 


MOISTURE RESISTANCE 
DURAPRENE has high resistance to moisture. 


FLAME RESISTANCE 
DURAPRENE passes the Underwriters’ flame tests 
by a wide margin. 

CONDUIT PULL 
The smooth, slick finish of DURAPRENE makes 
it easy to install in conduit. 


TENSILE STRENGTH 
DURAPRENE has an average tensile strength of 
1,200 Ibs. per square inch—which is more than 
twice that of standard building wire. 


COMPRESSION STRENGTH 
In the laboratory test, in which the wire is 
compressed until the copper is grounded, DURA- 
PRENE averages twice the value of standard 
building wire. 

RESISTANCE TO ACIDS, OILS AND ALKALIES 
DURAPRENE is highly resistant to the effects of 
most of the commonly encountered acids, oils 
and alkalies. 


RESISTANCE TO MOLD, ROT 
Since DURAPRENE has no braid, it is not subject 
to mold or rot. 

RESISTANCE TO SUNLIGHT 
DURAPRENE has excellent weathering proper- 
ties, hence it can be safely used outdoors. 


TEMPERATURE LIMITATIONS 
DURAPRENE is approved by Underwriters for 


operation up to 60°C., and it can be installed 
during extreme low temperature conditions. 
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REGIONAL ANALYSIS MARCH 1948 


SGIONALLY, with all classes of ses combined, ' ‘ ‘ 
R EGI ALLY, with all classes of houses combined Figures in this table apply to the geographic divisions 


business volume was well above the level of February ; ; 
. M as outlined and numbered in color on map above 


1948 and also of March 1947 in each of the geographic 
divisions, Compared with the previous month the increases 
for March ranged from 10 percent in the West North 
Central Region to 32 percent reported from the New 
England region. By comparison with March 1947 increases 














ran from 16 percent in the New England region up to EZ SALES INVENTORIES 
ag apse in the East South eee a _ March 1948 March 1948 
y regions, inventories of electrical goods wholesalers, ae caiay Cae ae" 

March 1948 compared to February 1948, showed a varia- Compared in % with Trading Compared in % with 
tion from West North Central’s high of 11 percent to the Feb. Mar. Region Feb. Mar. 
2 percent increase reported from the Pacific region. Sub- 1948 1947 (See Map) 1948 1947 
stantial gains over March 1947 were recorded in all — 
divisions. +32 +16 | +10 +54 

In terms of weeks supply of inventory at current rate of +23 +22 2 + 4 +34 
sales, trade inventories represented 6.5 weeks business. This +13 + 20 3 + 3 + 28 
rey se oa business for March 1947 and re ‘; , :* ~ 
Dek for : arch J . . . +21 +43 6 +9 +36 

Regionally, collections of accounts receivable for the +19 435 7 7 +38 
month of March ranged from 31 days reported by the East 419 +33 8 +10 +63 
South Central and Mountain divisions to 35 days in the +28 +38 9 + 2 oa 
West North Central and Pacific divisions. 



















STATES COMPRISING GEOGRAPHIC DIVISIONS: RE- REGION 5—Del., Md., D.of C., Va., W.Va., N.C., S.C., Ga., 
GION 1—Maine, N. Hamp., Vt., Mass., R.1., Conn.; REGION Fla.; REGION 6—Ky., Tenn., Ala., Miss.; REGION 7—Ark., 
2—N. Y., N.J., Penn.; REGION 3—Ohio, Ind., Ill, Mich., Wis.; La., Okla., Tex.; REGION 8—Mont., Idaho, Wyo., Colo., N. Mex., 
REGION 4—Minn., Iowa, Mo., N. Dak., S. Dak., Nebr., Kans.; Ariz., Utah, Nev.; REGION 9—Wash., Ore., Calif. 
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ODAY for big Apple- 
talog, listing and 
bing the more than 
items in the Com- 
ppleton Line. Glad- 
con request to any 
electrical fittings. 


ak COUPLINGS, CONNECTORS, 
(3 CLAMPS AND ENTRANCE 
Aw FITTINGS FOR RIGID CONDUIT, 


Completeness of the Appleton Line is outstanding... 
just as expert design and precision manufacture are 
outstanding qualities of all the more than 15,000 
items Appleton makes. 

The products illustrated above are examples—prod- 
ucts from Appleton’s own foundries and fabricating 
plants, skilfully designed by Appleton engineers, and 
recognized throughout the electrical industry as 
“STANDARD FOR BETTER WIRING.” 

In the COMPLETE APPLETON LINE is every fit- 
ting required for every job. That means selection is 
simplified . .. work goes more smoothly because the 
correct fitting for every turn and terminal is ready 
when you want it. Have the backing of the complete 


STRAIGHT AND ANGLE 
CONNECTORS FOR ARMORED 
CABLE, FLEXIBLE CONDUIT, ETC. 


Appleton line, of superior Appleton design, and sturdy, 
dependable Appleton quality. Specify Appleton fittings 


for every job. 
SOLD THROUGH ELECTRICAL WHOLESALERS 


APPLETON ELECTRIC COMPANY 


1734 WELLINGTON AVENUE «+ CHICAGO 13, ILLINOIS 


Branch Offices: NEW YORK, 50 Church Street * DETROIT, 3049 E. Grand 
Blvd. © CLEVELAND, 1836 Euclid Avenue * SAN FRANCISCO, 655 
Minna Street * ST. LOUIS, 420 Frisco Bldg. * LOS ANGELES, 100 North 
Santa Fe Avenue * ATLANTA, 724 Boulevard, N. E. * BIRMINGHAM, 
429 Brown-Marx Bldg. * MINNEAPOLIS, 305 Fifth St., S. «© PITTSBURGH, 
414 Bessemer Bidg. * BALTIMORE, 100 E. Pleasant Street * BOSTON, 
10 High Street * DENVER, 1509 Seventeenth Street * PHILADELPHIA, 
1017 Cherry Street 
Resident Representatives: Cincinnati, Dallas, Kansas City, Milwaukee, 
New Haven, New Orleans, Seattle « Export Representatives: International 
Standard Electric Corp., 67 Broad Street, New York 4, N. Y. 





DUIT FITTINGS + LIGHTING EQUIPMENT » OUTLET AND SWITCH BOXES + EXPLOSION-PROOF FITTINGS + REELITES 














Sales keep rolling in 
















h ( Bi2gn BullDog’s Field Engineers welcome the outstanding electrical distribution lay- 
a> \I opportunity of discussing layouts with out... and mean savings in installa- 
WAANS Electrical Wholesalers and Contractors tion and maintenance costs, as well as 
is in the early planning stages of a build- highest efficiency and reliability in 


ing project. Their special knowledge and actual installation. Why not take advan- 
experience frequently contribute to an tage of this prebuilding service? 
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This electrician is plugging into Universal Trol-E-Duct right where 
he wants. BullDog manufactures Vacu-Break Safety Switches * 
SaffoFuse Panelboards * Superba and Rocker Type Lighting 
Panels * Switchboards * Circuit Master Breakers * “‘Lo-X"’ Feeder 
BUStribution DUCT * “Plug-In” Type BUStribution DUCT * Uni- 
versal Trol-E-Duct for flexible lighting * Industrial Trol-E-Duct 
for portable tools, cranes, hoists. 
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HEADQUARTERS 


gr lighting system you deliver 
will mean more sales ahead . 

if you always sell BullDog Universal 
Trol-E-Duct. 


It’s the modern lighting method. It 
blankets a plant with current that can 
be tapped anywhere along the Universal 
Trol-E-Duct track. Soon as your cus- 
tomers get the word on savings, you'll 
see more sales come rolling in. 


Users save with BullDog Universal 
Trol-E-Duct every time they move a 
light . . . and whenever the lighting 
layout itself must be moved. 


How users save 

With old-style lighting systems, mov- 
ing a fixture means a rewiring job with 
production loss while power is cut off 
to tap in. With Universal Trol-E-Duct, 
such expense is eliminated. Lights can 
be moved and tapped in anywhere... 
no rewiring, no power shutdown. 


Complete standardization and prefab- 
rication make Universal Trol-E-Duct 
salvable. The entire system itself can 
be moved, with no loss of parts. 


You'll find that electrical contractors 
appreciate Trol-E-Duct, too. They can 
predict installation time accurately, and 
give a better cost estimate before a job 
goes in because all connections in Uni- 
versal Trol-E-Duct are completely pre- 
fabricated and standardized. This Bull- 
Dog system serves lighting fixtures of 
any type, and small portable tools as 
well. 


* * * 


In 11 leading trade publications that 
reach 316,931 prospects, the story of 
BullDog Universal Trol-E-Duct is being 
told to your customers through an ad- 
vertisement similar to this one. It’s an 
invitation for you to follow through 
with sales. 


BULLDOG ELECTRIC PRODUCTS COMPANY 


DETROIT 32, 


The slot’s the thing! You can get cur- 
rent at the exact spot where it is 
needed, by tap-off Plugs or Trolleys. 


FOR 


WHOLESALING 


MICHIGAN—FIELD OFFICES 
IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD 


ELECTRICAL 


IN ALL PRINCIPAL CITIES 
-, TORONTO 


DISTRIBUTION 
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RESISTS ... ozone, wear, sunlight, Wire and cable insulation made from Geon 
polyvinyl resins is suitable for industrial, 





water, chemicals and most other nor- manufacturing and utilities wiring. Where 












mally destructive factors. the best wire and cable insulation is re- 

7 required, specify Geon by name. For infor- 
GIVES YOU... 14 colors including mation regarding special applications, 
write B. F. Goodrich Chemical Company, 

NEMA standards. Department K-6, Rose Building, Cleveland 


15, Ohio. In Canada, Kitchener, Ont. 


PROVIDES ... more conductors for a 


given space. 
HAS... excellent electrical properties. 


IS .. . easy to draw, easy to strip. And 
is light in weight. 





B. F. Goodrich Chemical Company ... .2::...... 


GEON polyvinyl! materials * HYCAR American rubber « KRISTON thermosetting resins * GOOD-RITE chemicals 
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FOR YOU 


the NEW LOOK 


What's new about 50-year-old T & B? New high- 
speed automatic machinery, part of a vast seven-figure 
plant modernization program . . . designed and ; 


engineered by us, superior to anything on the market. 


New greatly increased plant area... mew buildings, 
increased and modernized production facilities ... to 
\ 
enable us to turn out more and better T & B products ; 


than ever before. 





A kew modernized line featuring new products... 
product re-design and improvement .. . wew special- 


ized engineering capacity. 


TOP SECRET New spéed, new efficiency, vew economy of manu- 
Obviously the details must be facture, .. part of a continuous cy¢le of progress that 
ours alone, but these are a has\kept, ‘and Will keep T & B far in front of the field. 


few of our scores of new 
machines designed to keep 


T&B technologically on top. 





SS ; Light area shows 


new additions to original plan! 


























NO SECRET 


From Maine to California, 


from the Gulf to Canada, 
T & B distributors are as close 
as your phone, ready to give 


quick, efficient service. 


TURN THE PAGE AND SEE SOME OF THE NEW T & B PRODUCTS 


WITH YOU: 





the GOOD OLD LOOK 


Our sound, proven distribution plan grows better 
with the years. T & B products are sold only through 
the electrical wholesaler, the man who assembles 
thousands of different products under one roof, and 
reduces the consumer’s hidden costs which stem from 


less efficient distribution. 


He has the rounded electrical “know-how” to under- 
stand thoroughly your needs, and he can cover these 
needs as no group of manufacturers could afford to 
do directly. 

He operates a quotation service, knows prices, 
markets and delivery problems intimately, makes it 


possible for you to pay less for better service. 


JUST A [FEW y, MA 


L ITEMAS BEATUDS 
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INCORPORATED 
MANUFACTURERS OF ELECTRICAL FITTINGS SINCE 1898 
ELIZABETH |, NEW JERSEY In Canada: Thomas & Betts Ltd., Montreal 
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IT SELLS OW SIGHT... 


The New Sangamo 


“Tope S Time Switch 
LOW PRICE « HIGH QUALITY 


















we 
, You wouldn’t expect to find a time switch of such 
. precise workmanship selling at such an unusually 
4 low price! Neither do your customers... until you 
show them. 
Sangamo Type S Time Switches open a new field of 
tie. time switch applications. High quality at low cost 


permits the economical convenience of automatic 
control in many installations where cost was formerly 
a prohibitive factor. 


This switch is just what your trade has been wanting! 
Low in price, small in size, this precision-built, accu- 
rate time switch means quick sales—and ready profits 
for you. 





The new Sangamo Type S Time Switch is available for 


Dimensions: immediate delivery. Place your order for stock now. 
3” wide, 5%’ high, 3” deep. 


sleet s 





Features like these are typical of Sangamo Quality Construction 
































Outside Manual Cover Readily Dead Front Precision Machined Dependable Simple Switchbox 
Operation Removed Safety Design Gears Low-Speed Motor Mounting 


ecrt LIST PRICE mm Wrte for Bulletin 


Trade Discounts Apply) 
° i Get acquainted with the full story— 


Available in Brown or Ivory cases. Type S has specifications —installations—applica- 
one “‘on’’ and one “‘off’’ operation; Type SR has tions and prices. Write for Bulletin 
two ‘“‘on’”’ and two “off’’ operations. Ivory case 1050C. It gives complete details. 


and Type SR are priced slightly higher. 








ST489A 
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> SYLVANIA 


MAKERS OF FLUORESCENT LAMPS, FIXTURES, WIRING DEVICES; ELECTRIC LIGHT BULBS; 
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ELECTRIC © 


PHOTOFLASH BULBS; RADIO TUBES; CATHODE RAY TUBES; ELECTRONIC DEVICES 
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“It’s easier to pull 


aaslt’S 


Mr. USRUBBY, the Wire Engineer, 
knows what he’s talking about. 
Electricians find that Laytex RU, 
with its special new wax finish, is 
surpassed by no other wire in ease of 
pulling and handling. To be exact, 
only 22 to 26 pounds pull was needed 
to pull Laytex RU through the test 
conduit shown at right—as compared 
with 32, 40, 42, 45 and 80 pounds, 
respectively, for 5 other leading 
brands. In other words, Laytex RU 
is 33% to 300% easier to pull! 


(KUL wring wilte RU? 








90% NATURAL RUBBER 
INSULATION 








rubber covered branch circuit wire. 
United States Rubber Company’s 
unique dip method applies 90% pure 
rubber to the conductors, eliminat- 
ing the usual bulkiness and weight. 





PERFECT C 


This special method also keeps the 
conductors perfectly centered in the 
insulation, preventing thin spots. 
But that isn’t all. The physical and 
electrical properties of U. S. Laytex 
RU far exceed those of other building 
wires! In tensile strength, di-electric 
strength, insulation resistance, and 
elongation, LAYTEX RU is unsur- 
passed. The saturated cotton fibrous 
cover is flame-retardant and mois- 
ture-resistant. There is no finer 
building wire on the market. 

U. S. Laytex RU carries the label 
of the Underwriters’ Laboratories 
and is listed in the National Elec- 
trical Code as an all-purpose wire. 
Send today for a sample plus booklet 
containing more details about this 
wire. Write Wire and Cable Depart- 
ment, United States Rubber Com- 
pany, 1230 Avenue of the Americas, 
New York 20, N. Y. 

*Reg. U. S. Pat. Off. 


a wai a. Bae 


RU 77 





Four No. 14 Type & 


Eight No. 14 Laytex 
wires fit in ordinary 
conduit 


Type RU wires fit 
in same size conduit 


SMALL DIAMETER 


Moreover, Laytex RU permits more 
wire per conduit on rewiring jobs be- 
cause 1tisAmerica’ssmallest diameter 









A PRODUCT OF 





UNITED STATES 
RUBBER COMPANY 
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NEWA Buffalo Convention aut a eee ee 


Through this enterprising, resourceful, 
chance-taking middlemen, little business 
. ad rn has become big business,” he said 

Dramatizes Wholesalers ‘Tasks “How To Train the Wholesalers Sales 
men,” was the title of an address given by 
J. M. McKibbin, assistant to vice president, 

Speakers at 40th Anniversary Convention of N.E.W.A. point Westinghouse Electric Corp 
“Never before in our business lives,” Mr 
out key position of electrical wholesalers in nation’s econ- — \{ekibbin told the wholesalers, “have wi 
— seen so much business come into our com 
omy. Wholesalers urged to concentrate on sales training oaniliin. wiih st; Callin cantiaia: ailen alate 
more perhaps than in any other period in 


our sales lives. There is a danger that these 


B' FFALO A record attendance, a which are the great common denominator ‘easy come’ approaches during these past 
group of distinguished speakers, a of our country. Close up this funnel, elim- six years may blind us to the real market 
hospitable city and a program packed full inate it, or make it inefhcient by restrictive ing problems ahead,” he warned. 

of interesting, instructive, informative ad- regulation, and the whole public will “Selling must have a_ broader concept 
dresses and discussions combined to make © suffer.” today than at any time in our industrial 
the 40th Anniversary Convention of the “We have only to look at the economic history, We must do a better interpretative 
National Electrical Wholesalers Association growth of our country to realize the role of job to our customers if we are to sell them 
held here recently, the largest and one of the wholesaler, the middle link in the on the ways and means to reduce their owt 


the best meetings in its history. 

An estimated crowd of 2000, including 
approximately 1500 registered members and 
guests, jammed the meeting rooms to hear 
addresses by industry leaders and to par- 
ticipate in panel discussions. Theme of the 
40th Anniversary Convention was, “Dis 
tributor Management Looks Ahead.” 

Addressing the opening session of the 
apparatus and supply division of the asso 
ciation, L. E. Osborne, vice president, West 
inghouse Electric Corp. told the wholesalers 
that they were important not only as an 
economic force but also as a social force 
promoting national unity, “Without the 
wholesaler,” he said, “our nation would 
consist of islands of strangers, different in 
thought, speech and appearance.” 

Mr. Osborne pointed out that here in the 
United States we have no gap between 
town and country, The farm girl is able 
to dress just as smartly as her city cousins. 
Here in the United States we find no clash 
of regional customs, no physical or fancied 
barriers between sections o1 states, he told 
the wholesale rs. 2 : 


‘It is my belief that this is possible,” said 





N.E.W.A. OFFICERS ELECTED AT BUFFALO~—E. B. Ingraham (center 
president, Times Appliance Co., Inc., was reelected president of the association. 
W. G. Peirce, Jr. (left), president, Peirce-Phelps, Inc., was elected vice presi- 
dent and chairman of the appliance division. D. M. Salsbury (right), president, 
Westinghouse Electric Supply Co., was reelected vice president and chairman 
of the association’s apparatus and supply division. 


Mr. Osborne, “only because the wholesaler 
has made himself one of the three vital 
links in the American business process. He 
is the distribution unit, the funnel through 


which must flow the goods and services 
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When you handle fluorescent lighting fixtures that are equipped 
with General Electric Turret lampholders, you really have some 
solid “talking points” to help build sales. Just check the four big 
features we've listed here. Use them to help sell your prospects. 

You'll find that it’s the kind of extra value that will make any 
customer sit up and say, “That’s for me!” 

There are some other pretty important features about the 
General Electric Turret lampholder, too. Its easy to wire. Stripped 
and tinned leads can be inserted through the entrance holes in the 
face of the lampholder. Binding screws are then tightened through 
the holes in the bottom of lampholder, to make permanent pres- 
sure contacts. 


eee oe e @ 


And don’t forget that General Electric Turret lampholders are 
available in these three styles, to fit almost any fixture and lamp 
arrangement: (1) three-lamp on 2!4-inch centers; (2) two-lamp 
on 31-inch centers; (3) two-lamp on five-inch centers. Ask your 
General Electric lighting fixture specialist to show you G-E Turret 
lampholders, or write to Section Q23-626, General Electric Com- 
pany, Bridgeport 2, Connecticut. 


* TRADE-MARK REG. U.S. PAT. OFF. 


GENERAL () ELECTRIC 





FoR 


TURRET 


LAMPHOLDERS 
Y 


SAFETY FEATURE — The hazard of falling 
lamps is virtually eliminated when fixtures 
are equipped with General Electric Turret 
lampholders. Each spring-backed plate con- 
tains two holes into which the fluorescent 
lamp pins are inserted. Snug fit and uniform 
spring tension hold the lamps in place. 


Y 


CONVENIENCE — Lamps can be installed 
from either end of the Turret lampholder. 
Either face of the lampholder is depressed 
by one end of the lamp, and the other end is 
then slipped into place. The lamps are auto- 
matically held in firm contact. Removal of 
dead lamps is equally easy. The starter 
socket is built-in, and is readily accessible. 


¥ 


ECONOMY — Turret lampholders have the 
ability to withstand rough handling without 
being damaged, which means that there is 
no costly replacement problem. Elimination 
of safety gadgets means another saving. In 
addition, the availability of three sizes of 
Turret lampholders simplifies fixture design, 
and permits a wide selection of lamp 


arrangements. A 


SERVICE — The sturdy metal construction 
of General Electric Turret lampholders is 
designed to stand hard usage. All working 
parts are made to give long service—as long 
as the fixture itself lasts. This durability 
helps to provide top-notch fixture perform- 
ance... maximum lighting efficiency. 
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production costs. One of the answers lies in 
well organized training programs.” 

Mr. McKibbin pointed out that the 
wholesalers and manufacturers responsibil 
ity is to make sure that their salesmen are 
thoroughly and adequately trained — to 
know their products, markets and the prob- 
lems in the industries or with the customers 
thev serve, “The salesmen,” he said, “must 
be able to present clearly, forcibly and vet 
tactfully the value of their products and 
services.” Confidence in selling begins with 
a thorough knowledge of a salesman’s job 

the planning and direction he is given 
in serving his customers. To any business 
he represents, the most important contact 
of that business is with its markets. 

Following a special presentation of ways 
and means of utilizing warehouse space, 
prepared by the N.E.W.A. warehousing 
committee and introduced by J. J. Kaske, 
committee chairman, the members partici- 
pated in a panel-type of session — the first 
time that this method of discussing com- 
mittee reports has been attempted at a 
N.E.W.A,. convention. 

With D. M. Salsbury, president, West- 
inghouse €lectric Supply Co., and vice 
president of the association, as moderator 
and Herbert Metz, assistant district man- 
ager, Gravbar Electric Co., as co-modera- 
tor, the following committee chairmen gave 
brief reports and then were called upon to 
answer questions from members, who had 
available portable microphones circulated 
among them while they remained seated in 
the convention room: A. C. Prange, catalog 
committee; J. P. Hamblen, fan and ven- 
tilating committee; B. Merritt, industrial 
and commercial lighting committee; C. E. 
Mason, lamp committee; I, W. Sigal, resi- 
dential lighting committee; H. P. Litch- 
field, apparatus and control committee; 
R. M. Johannesen, industrial electronics 
committee; L. W. Taylor, outside construc- 
- |). Lyle Fife, 
wires and cable, and armored conductor 


committee; R. W. Kimberlin, wiring de- 


tion materials committee 


vices committee; R. A. Stott, conduit fittings 
and boxes committee; Henry Czech, rural 
markets committee. 

['vpical questions asked by the members 


during the discussions were as follows: 


Is there an overstock of lighting fixtures today ? 

What is the present situatien regarding circline 
fixtures ? 

How many wholesalers are handling a line of 
residential fixtures? 

What type of thermal unit should be used wher: 
there are wide diversions in temperature ? 

Why should the wholesaler be interested in elec 


tronic equipment ? 
\re motor speed controls (electronic developed 
to the point where they can be recommended ? 


Can tvpe T wire be dispensed with 


How soon will ceiling receptacles, pull chain 
sockets, kevless sockets, ete. be in better supply? 
Is prospect of business in farm market good 


nough for wholesaler to go after it 
Ihe third day of the convention was set 
aside for the general convention session 
during which members from both the ap 
paratus and supply division and the ap 
pliance division were in attendance. 
Following an address of welcome to the 


city of Buffalo by Mavor Bernard J. Dowd, 


the members heard an address by N.E.W.A., 
President E. B. Ingraham, a report from 
Charles G. Pvle, managing director of 
N.E.W.A, and an address by Kendall B. 
DeBevoise of the association's legal ad- 
visory staff. 

President Ingraham urged all members 
to make full use of the business aids and 
services developed as part of the associa- 
tion’s well organized, constructive and for- 
ward-looking program. He asked that the 
association endeavor to gain more appliance 
distributors as members. 

In his annual report to the members 
Charles G. Pyle outlined the purpose and 
scope of N.E.W.A.’s new committee, the 
personnel and labor relations committee. 
Mr. Pyle reviewed the sales booster program 
of the association afid urged the members 
to take full advantage of the sales promo- 
tion value of the sales booster pamphlets. 

In addressing the members on the sub- 
ject, “Labor Relations Of Electrical Whole- 
salers,” Kendall B. DeBevoise listed the 
provisions contained in the Taft-Hartley 
Act with which the wholesalers must be 
familiar in negotiating union contracts. Mr. 
DeBevoise warned the members that what 
they might consider a wholly intra-state 
operation is, today, interstate commerce, 
and that no wholesaler should take for 
granted that he is not subject to the Taft- 
Hartley Act because he thinks that his is 
an intra-state business. He advised the 
wholesalers to have someone in their organ- 
izations study and attain a good working 
knowledge of the Taft-Hartley Act. 

A great ovation was accorded Dr. Nor- 
man Vincent Peale, guest speaker at the 
general convention session, at the conclusion 
of his stirring address on “The Art of Liv- 
ing.’ Dr. Peale, who is pastor of the Marble 
Collegiate Church, New York City, made 
a stirring address in which he prescribed 
an age-old method for overcoming tension. 

The general convention sgssion was con- 
cluded with the presentation of the excellent 
picturama, “The New America” by Life 
Magazine. 


Ingraham, Salsbury And 


Peirce Elected By NEWA 


BUFFALO — E. B. Ingraham, president, 
limes Appliance Co., Inc., New York City, 
was reelected president of the National 
Electrical Wholesalers Association during 
the 40th Anniversary Convention of that 
organization held here recently. 

D. M. Salsbury, president, Westinghouse 
Electric Supply Co., New York, was re 
elected vice president and chairman of the 
apparatus and supply division. 

W. G. Peirce, Jr., president, Peirce- 
Phelps, Inc., Philadelphia, was elected vice 
president and chairman of the appliance 
division of the association. Mr. Peirce suc- 
ceeds George F. Kindley, Edgar Morris 
Sales Co., Washington, D. C, 

Harry Alter, Harry Alter Co., Chicago, 
was elected to the executive committee and 
Ralph Brown, General Electric Supply 
Corp., Bridgeport, Conn., reelected to that 
committee. 

John Newton, Oakes Electrical Supply 
Co., Holyoke, Mass., was elected to the 
board of governors as a member-at-large 
from the apparatus and supply division 
and Mr, Ingraham was reelected as a mem- 
ber-at-large from the appliance division. 

The following members were newly 
elected to the board: C. McKew Parr, Part 
Electric Co., Newark, N. J.; 
Kindley, Edgar Morris Sales Co., Wash 
ington, D. C.; R. M. Johannesen, Johanne 


George F. 


sen Electric Co., Greensboro, N. C. and 
F. G. Goss, Electric Supplies Distributing 
Co., San Diego, California. 

Reelected to the board were: Francis E. 
Stern, Stern & Co., Hartford, Conn.; H. D. 
Roden, Roden Electrical Supply Co., Knox- 
ville; I. W. Danforth, Danforth Company, 
Pittsburgh; F. R, Eiseman, Revere Electric 
Supply Co., Chicago; K. G. Gillespie, Jenk- 
ins, Wholesale Division, Kansas City; J. P. 
Hamblen, Southern Electric Supply Co., 
Houston; E. E, Karsten, Gough Industries, 
Inc., Los Angeles. 








THE Atlanta Division of the General Electric Supply Corp., recently held its 
annual supply sales meeting at Savannah, Ga. Present at the four-day con- 
ference were 58 persons, including manufacturers’ representatives, Among the 
topics covered during the sessions were: Lamps and lighting, pole line hard- 
ware, outdoor wire and cable, motors, and power apparatus. 
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NEW...COMPACT...75 WATT 
Westinghouse SPOT ond FLOOD 





@ Now you can have directed light of high intensity from a lamp of small 
physical size. These new, compact lamps are ideal for use where limited 
space is available or where small, inconspicuous lighting units are desired. 





ea NC ANE ye ee 


To name a few examples: 


TECHNICAL DATA HOMES — for downlighting a table, sink, playroom, workbench: or to attain 
© Watts 75 . decorative effects. 
ae ’ . . . . . . . . 
+ ie. 115-120-125 i STORES — for highlighting merchandise displays in store windows, counters, 
shadow boxes; for spot or floodlighting stairways or danger areas. 
Pci cudxes R-30 
/ FACTORIES — for local supplemental lighting of machines and workbenches. 
AL Tere. Medium Screw : ; ; s : 
; in office and plant, or wherever exacting work requires extra illumination. 
© JIWES oc cccccce - Refi. Flood, Ref. Spot i . ; 
: OTHER APPLICATIONS —in hotels, restaurants. theatres, night clubs and 
© Filament Construction .(C-11 1 . . 3 . . . ‘ sh 
taverns, where local lighting from out-of-the-way units is preferred. 
¢ Max. Overall Length . . 5-3 16" 
Tee 1000 Hours Lamp Division, Westinghouse Electric Corporation 
¢ Std. Package Quantity . 60 Bloomfield, New Jersey 


Se Ge co ncsien $1.25 
| Westinghouse Lamp District Cffices 
‘ 10 High St., BOSTON; 2480 Peachtree Rd., 
CHAMBLEE, GA N. Wacker Drive ICAGO 
! f 


ea sehen 3 bye od H PLANTS IN 25 CITIES 
410 Bush St. SAN FRANCISCO OFFICES EVERY WHERE se 


411 N. 7th St., ST. LOUIS 
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and visitors (left photo 


ing firm of Saginaw, Mich, (Center 


LINING UP for a buffet supper are some of the 2,000 customers 
who attended the three-day Electrical 
and Appliance Open House and Michigan Refrigeration Show 
recently held by J. Geo. Fischer & Sons, Inc , electrical wholesal- 
Directing the affair were the 


company’s officers, left to right: George H. Fischer, president; 
R. Burrows, secretary-treasurer; and Ray Fischer, vice-president. 
Right) The hearty reception accorded the show is evidenced by 
the lack of standing room in the firm’s display sales room. 
The company intends to hold an Open House annually. 





Buffalo Appliance Sessions 
Show Value Of New Set-Up 


Last two days of N.E.W.A. convention devoted to meet- 


ings of appliance division. New television service and 


installation manual announced during panel discussion 


elas — “The time is fast ap 
proaching in the electrical industry 
when selling price must control cost instead 
of cost controlling the selling price,’ George 
F, Kindley, chairman of the appliance divi- 
sion, told electrical appliance wholesalers 
the ap- 
the 40th 
National 
Electrical Wholesalers Association. 


attending the opening session’ of 
pliance division meetings during 
Anniversary Convention of the 

Mr. Kindley referred briefly to a number 
of favorable and adverse factors bearing 
on the electrical appliance business and 
concluded: “As consumer buying power de- 
creases and as buyers become more selective 
in their purchasing, it will be necessary for 
manufacturers to produce more heavily in 
the lower price end of their lines and less 
heavily in the deluxe or higher price por- 
tion of their lines. If full use is to be made 
of the greatly increased production capacity 
of our appliance and radio factories, our 
manufacturers must face this situation. If 
we are to perform our function of the dis- 
tribution of this mass production, we must 
be supplied the appliances and radios in 
the price range and with the quality which 
consumers will buy and pay for.” 

Ww. G. 5e:, 


Phelps, Inc., acted as 


Pei rece 


the 


Peirce, president, 
moderator for 
first panel discussion during the appliance 
division meetings. Members of the panel 
included: Henry Czech, rural markets com 
mittee; K. G. Gillespie, major appliances 
committee; C. A, D’Elia, small appliances 
committee; F. E. Stern, legislative commit 
tee. 

Benjamin Gyoss, president, Gross Dis- 
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tributors, Inc., was moderator for the final 
meeting during which the following com- 
mittee chairmen formed the panel: Harry 
Alter, radio, television and tubes commit 
tee; J. A. Vassar, service and repair parts 


committee; P. D, Karsten, sales promotion 


and sales training committee; W. H. 
Squire, store management and store ar 
rangement committee. 

As chairman of the N.E.W.A. service 


and repair parts committee, J, A. Vassar 
announced during the discussion the com 
pletion of a comprehensive report prepared 
to assist electrical distributors solve prob- 
lems of installing and servicing television 
receivers. An outline of the report, entitled, 
“Television Service and Installation — A 
Manual of Experience,’ was given by Mr. 
Vassar. 

will 


the United States 


have television stations by 


“Forty cities in 
the end of the 
year—and_ sixty percent of the nation’s 
population will have television available 
to them,” R. C. 


Avco Manufacturing Corp., and general 


Cosgrove, vice president, 


manager of its Crosley Division, told the 
members attending the opening session of 
the appliance division. 

“Generally, in most lines of appliances,” 
moving into 


the 


Mr. Cosgrove said, “we are 


a definite buyers’ market. Even most 
popular appliances have not yet reached 
universal use. Consequently, in addition to 
replacement we are concerned with tens of 
millions of potential new users of a greater 
variety of electric appliances. 

“The home freezer field, for example, is 


virtually untouched,” he said. “It has every 


reason to become one of the most popular 
of all household items. It is a specialty that 
will expand and become very important as 
the nation’s families learn of the great ad 
vantages of home freezing and the home 
food 


freezers last 


cabinet. Production of home 


totalled only 


frozen 


year 500,000 as 


compared with 3 million refrigerators. 


Only 100,000 dishwashers were produced 


“Production in most other lines was very 
substantial, As compared with 1939, a good 


vear, four times as many ranges were 


turned out, three times as many washing 


machines, twice as many irons, almost five 
times as many space heaters, three times 
as many floor cleaners, four times as many 
Ilowever, when five 


ironing machines, 


years of accumulated replacement needs 
plus the new postwar markets are consid 
ered, we can see that these outputs were by 


level off 
potential in the appliance field.” 


no means sufficient to the sales 

Mr. Cosgrove pointed out that in addi 
tion to replacement and demand for new 
types of appliances in existing homes, there 
has been an ever-widening provision of 
electric service to American families, “From 
1942 to 1947, six million families became 
they obtained electricity 


customers when 


for the first time —that rate will increase 
in the future,” he predicted. 

Mr. Cosgrove told the wholesalers: “The 
appliance field is wide open for cultivation 
and development. But the products will no 
longer sell themselves. The time for down 
to-earth salesmanship and sales promotion 
is here, Ilard times are not coming — but 
soft times are going.” 

Mann, president, H. | 
Mann Co., Chicago, addressed the members 
on the subject, ‘Demonstrate To Sell.” Mr. 


Hammond | 


Mann told the wholesalers, “There is only 
one way to sell the typical electrical spe 
cialty in volume, and that is by effective 
demonstration.” 

He suggested that a definite program be 
created enlisting the aid of every institu 
tion that prohts trom the successful func 


tioning of the electric appliance industry. 


Continued on page 110 
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: THE BEST WIRE OR CABLE for a job?... come up. You'll find this technical assistance a 
trouble to be ironed out? See that your customers profitable sales help... always available, a de- 
. are always right, by calling in your Roebling pendable builder of customer good-will, and 
Field Man. His knowledge and experience making it easier for you to book additional orders 

afford ready answers to wire and cable questions for Roebling products. 


... he’s a trouble-shooter who shoots business 


your way. 
JOHN A. ROEBLING’S SONS COMPANY 


As a Roebling electrical wholesaler, cash in on samevoee 2. venw seneey 


this service whenever questions and problems Branches and Warehouses in Principal Cities 


Active sales and service cooperation, however, is only one part of 


the Roebling program to help you win more business. The program 





is four-fold and gives you these other outstanding advantages: 


A COMPLETE LINE .... more than 60 types of wire and cable for every pur- 


pose ... all made to Roebling standards for long life and top performance. 





AGGRESSIVE ADVERTISING in business and industrial papers .. . page 


and double-page color messages that reach your market fully and effectively . . . direct 


mail literature describing specific types of wire and cable. 


BRANCH WAREHOUSES strategically located and fully stocked to help you 


assure prompt, efficient delivery service. 












A CENTURY OF CONFIDENCE 


ROEBLING 
= 


* WIRE ROPE AND STRAND *® FITTINGS *® SLINGS 
as 4 * SUSPENSION BRIDGES AND CABLES *® AIRCORD, 
2 AIRCORD TERMINALS AND AIR CONTROLS *® AERIAL WIRE 
ROPE SYSTEMS * ELECTRICAL WIRE AND CABLE 
*® SKI LIFTS * HARD, ANNEALED OR TEMPERED 
HIGH AND LOW CARBON FINE AND SPECIALTY WIRE, 
FLAT WIRE, COLD ROLLED STRIP AND 
COLD ROLLED SPRING STEEL * SCREEN, HARDWARE 
AND INDUSTRIAL WIRE CLOTH * LAWN MOWERS 
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N.E.W.A.’s Members Look Ahead 
And Plan Ahead — at Buffalo 


By E. B. Ingraham 


President, 


National Electrical Wholesalers Association 


M0 





EMBERS 
National 
salers 


and guests of the 
Electrical Whole- 
Association. 

It is a pleasure to welcome you to 
this general session of our Fortieth 
Anniversary Convention. 

This is an election year. It is a year 
in which the American people will have 
an opportunity, perhaps their most im- 
portant opportunity in this century, to 
vote for the kind of national manage- 
ment that will be right for America 
and our future as a free and strong 
nation, 

In our key branch of the great elec- 
trical industry there is an equally 
significant oportunity open to electrical 
wholesalers and appliance distributors 
to elect to be members of their national 
trade association. No politics are in- 
volved. It is a simple choice—to belong 
to this Association, which is their Asso- 
ciation and their strong national voice, 
or not to belong. Frankly, in view of 
the ever increasing complexity of op- 
erating a business and the many 
constructive services developed by 
N.E.W.A. for its members, I do not 
believe that such a decision should be 
hard to make. 

To amplify this thought I want to 
take just a minute to quote the opinion 
of a member. 

(Quote.) Our fills 


need, nationally, that appliance distrib- 


Association 


E. B. Ingraham 


utors have been trying to obtain for a 
great many We have needed 
some sort of a national voice and a na- 
tional 


years. 
Association in which, as mem- 
bers, we could discuss our problems, 
obtain legal counsel, and seek relief in 
Washington when necessary. We made 
several attempts to work with and 
through other groups but these at- 
tempts failed and were costly. This ex- 
perience only pointed up the fact that 
we appliance distributors could not 
continue to be unrepresented. As indi- 
vidual business men we will naturally 
run our businesses as we think best. 
Beyond that, however, we have learned 
through membership in N. E. W. A. 
that we can contribute our efforts and 
our thinking to build a strong national 
voice for our industry. Just as one case 
in point, N.E.W.A. went to bat for us 
during the last war by presenting our 
problems to the WPB and OPA. In 
the washing machine field alone many 
appliance members gained much more 
than the cost of their dues because of 
that one association effort. (End of 
quote. ) 

This member commented on several 


other phases of the N. E. W. A, pro- 
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He might have added that the 
excellent record made by this associa 


gram. 


tion in its participation in the all-out 
effort by our World 
War II was largely made possible 
through the constructive cooperation 


government in 


of such competent electrical industry 
men as McKew Parr, Julian Hawks, 
Harry Stevenson, and Bob Smith of 
the Wholesale Trades Division of 
WPB and Joe Mullally, Bill Jessup 
and Ed Maynard of the Copper Divi- 
sion of WPB. Through the helpful 
cooperation of these government men, 
Lyle Fife, the war-time president of 
N.E.W.A., John Newton, his prede- 
cessor, and Charlie Pyle, the managing 
director, were able to perpetuate and 
coordinate the wholesalers’ 
effort in the war program. 

Because of the importance of our 


important 


Association’s activities during the war 
it is vital that we take a look at the 
situation we are confronted with at 
this very moment. In Washington to- 
day there is already in existence a series 
of voluntary controls. There is strong 
evidence of a push to bring back all 
the war-time economic controls such as 
price control, wage control, consumer 
rationing of some things, industry pri- 
orities, allocation of materials and in- 
ventory control. While we do not be- 
lieve that Congress is going all-out on 
controls the situation is serious enough 
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that electrical apparatus and supply 
wholesalers and appliance distributors 
through this association should be con- 
stantly on the alert in the interests of 
our industry. 


N.E.W.A. stands on a 


foundation of forty years of experience 


very sound 


and service. A great deal, in fact the 
major part of our Program for Prog 
ress, has been accomplished during the 
last four years. For that splendid rec 
ord, we are all indebted to able guid- 
ance of our good friend and past presi- 
dent, John Busey. He was instrument- 
al in getting the Constitution and By- 
Laws changed in order to give the 
and the Ap- 
pliance Divisions equal representation 


Apparatus and Supply 


in all the activities of the association. 
As a matter of fact, we have separate 
division sessions at this convention and 
are today holding the general session 
at which all members and guests have 
been asked to be present. This, inci- 
dentally, was in answer to many re- 
quests we have received for that kind 
of program arrangement. 

Much of our overall program has 
been developed in the last few years. 
However, that effort, which was pro- 
ductive of a number of new and con 
structive services for members, was 
also devoted to the preliminary plan- 
ning and organization of still more 
programs not vet actually started. 
N.E.W.A. todav is onlv at the begin 
ning of new activities for the benefit 
of its members. Although we have as 
members a very high percentage of all 
eligible apparatus and supply whole- 
salers, we still would like to have 100 
percent as members. Our new Appli- 
ance Division is constantly attracting 
more of the progressive appliance dis 
tributors but I feel we want and need 
as large an appliance distributor mem- 
bership as possible. 
undoubtedly 
the 
question that is always asked by a pro 


Our program will 


serve more and more to answet 
spective member, namely, “What can 
the association do for me?” I suppose 
that is a fair enough question to ask 
before you buy anything, but, in terms 
of membership in any well organized, 
constructive and forward-looking na 
tional trade association, it has always 
seemed to me to be a little weak and 
on the detensive side. 

The best answer that can be given 
is also the logical one. Try it. I would 
say this to any prospective member and 
to every present member of N.E.W.A. 
‘Take the N.E.W.A. services, such as 
the Sales Boosters. the N.E.W.A. 











E.E.1. Basic Sales Training Program, 
the Scientific Personnel Selection Pro- 
gram, the new personnel and labor re- 
lations the 
committee, and really put them to 


committee, warehousing 
work in your business operations. I 
mean put them into full use. Any mem- 
ber who does that will, I am very sure, 
have to admit that his association is 
helping him a great deal. 

I honestly believe that every member 
owes it to himself and his association 
to be a full-time booster for N.E.W.A. 
Again in his own interest, I believe 
each member should make some effort 
to explain to other distributors the 
purposes of N.E.W.A., and the value 
of membership in it so that they, in 
turn, will feel that they should join 
in their own interest and that of the 
industry in which they make their 
living. 

In closing these brief remarks, I 
want to express my appreciation of the 
splendid cooperation of the board of 
the 
and the chairmen and members of the 
N.E.W.A. committees. Our headquar- 


ters staff, under the able guidance ot 


governors, executive committee, 


Charlie Pyle, has done an outstanding 
job. They have worked hard and, in 
my opinion, far beyond what is usual 
in this highly specialized field to make 
possible the results we have accom- 
plished. 

Your program and projects commit 
tee, together with the staff, has organ 


ized a convention program that is in- 


deed worthy of our fortieth anniver 
sary. The Apparatus and Supply Divi- 
sion sessions, completed vesterday, 


were an excellent example of the new 
approach for this convention, and I 
am sure the Appliance Division meet- 
Fo 


member this convention will not only 


ings will be equally good. an\ 
be well worthwhile, but a source of 
information and inspiration after he 
leaves. 

The theme tor this convention is: 
Distributor Management Looks 


\head. 


also saving: Distributor Management 


When we say that we are 
Plans Ahead. Those plans, gentlemen, 
are your plans. They will be developed 
with vour help for your own personal 
benefit. There is no absentee manage 
ment m vour trade association, tor 
N.EAWVLA, has always been and always 
will be Vours. 

This association can look back over 
forty years of service with pride. With 
the continuing cooperation of all its 
members, it can look forward with 
confidence. 
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By L. E. Osborne 


Senior Operating Vice President 


ot Westinghouse b lec. Corp. 





T MIGGHT well be expected at a 
meeting of this kind that my talk 
should be on the common interests 

ot the electrical manufacturer and the 
electrical wholesaler. 

And it will be, but only briefly. For 
there is a larger problem that I want 
to discuss, one that concerns me not 
only as a businessman but also as a citi- 
zen. [tis selling America to Americans. 

I have talked about this problem for 
many months on every possible occa- 
sion because I believe it transcends all 
other issues. I have discussed it with 
our tactorv workers, our supervisors, 
salesmen and dis- 


our Managers, 


tributors. 


oul 


My purpose is to eliminate confu- 
sion, confusion born of propaganda 
and lack of understanding. These sim- 
ple thoughts bring to some groups a 
understanding of what 
makes America tick, 
first time. 


glimpse of 
perhaps for the 
To others, like you men 
and women, I can bring nothing new, 
nothing that vou do not already know. 
But I shall try to put some thoughts 
together simply and in logical sequence 
that you can use. 

As the first draft of this talk was 
written, Czechoslovakia was being 
seized by the Communists. At Soviet 
“invitation,” Finland has “negotiated” 
a “friendship” pact with Russia, but 








Selling America To Americans: 


The Everlasting Selling Job 







Said At 
N.E.W.A.’s Fortieth 
Anniversary Convention 
Buffalo, May 3-7, 1948 





L. E. Osborne 


withheld. Italian 
Communists proclaimed that even if 
they lost the election of April 18, they 
would take over that country. In that 
event, Italy would be the eleventh 
country to be liberated to the freedom 
of the police state 


details have been 


provided Finland 
has not capitulated. 

Staid old England, the very trade 
mark of 
has Socialism and one by one her in- 


conservatism for centuries, 
dustries are being nationalized. The 
electric power industry is the sixth 
to date. 

I have little fear of the American 
people’s going Russian, but is it too 
much stretch of the imagination to 
think there is a possibility in the next 
decade of following in the footsteps 
of England? There was at least some 


and last 


excuse in Russia for what happened. 
We all know the plight of the Russian 
people under the But 
Americans realized how handicapped 
England before its 
Socialism, by the restrictions of mon- 


czars. few 


was swing to 


opolistic franchises and cartels which 
retarded enterprising people from 
branching out, acquiring tools, and 
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producing wherever a haman need o1 
want was in sight. 

When I turn my thoughts to con 
ditions here even in these days of so 
called scarcity, | see department-store 
shelves loaded with goods to make 
life more pleasant, and they are being 
bought by the general public in greate1 
than before; 
crowded with automobiles, a surpris- 


quantities streets are 
ing number of new models too; people 
are well-dressed. 

And most important, the faces of 
the people one sees on any American 
city street are proof of a state of well 
being in America. In contrast, I can't 
help comparing them with the drawn, 
tired, worried, defeated faces of the 
peoples of other lands; — people on 
some errand to this country, whom | 
chance to meet. 

Drifting thoughtlessly with the 
world tide, critics dig away at the very 
foundations of the American-economic 
structure. We find that many Amer 
totally indifferent to the 
many others are flatly an 


icans are 
criticism 
tagonistic to the system itself. These 
people must be set straight. 
Pamphlets, books, periodical clip 
pings, and statistical reports will not 
alone do the job. They will be read 
very little by the people who need to 
read them. You and I have to go out 
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and sell. To quote Dr. Henry C, Link: 
“American Capitalism has distributed 
wealth, but not the principles and the 
morals which made that wealth pos- 
sible.”’ 

Let’s take a look at this American 
Package by beginning with the whole- 
saler. lf we examine his stake in Amer- 
ica we find that in 1947 it amounted 
to an estimated new sales volume rec- 
ord of $63,363,000,000. This is a gain 
of about 15 percent over the 1946 esti- 
mated volume of $55,088,000,000. 

Electrical wholesalers led all other 
trades in sales increases in 1947 com- 
pared with 1946. Your share of this 
63 billion dollars was $3,249,000,000, 
or an increase of 66 percent over the 
previous record of $1,953,000,000 es- 
tablished in 1946. By comparison, sales 
in 1939 totaled only $788,000,000. 
The source of these figures is the 
Wholesale Trade Report for Decem- 
ber, 1947, published by the Bureau of 
Census of the U.S. Department of 
Commerce. 

But I wonder if the wholesaler as 
an economic force is the true measure 
of his importance to the nation? I think 
not. For I believe very firmly that the 
wholesaler is equally as important as 
As the distributor of 
everything from peanuts to automo- 


a Sot tal for é. 


biles, the wholesaler promotes national 
unity. Without him, our nation would 
consist of islands of strangers, different 
in thought, speech and appearance. 

The mass producer of goods and 
the mass distributor of goods and serv- 
ices have done more than merely give 
America the highest standard of liv- 
ing in the world. They have contrib- 
uted to our national unity by making 
this standard of living available to 
everyone, whether he lives in Maine or 
California, North Dakota or Florida. 

Here in the United States we have 
no gap between town and country. The 
farm girl is able to dress just as smartly 
as her city cousins, Here in the United 
States we find no clash of regional 
customs, no physical or fancied bar- 
riers between sections or states. People 
in New York wear the same clothes as 
people in California, use the same den- 
tifrices, cook on the same ranges, drive 
the drink the 
beverages. 


same cars and same 

It is my belief that this is possible 
only because the wholesaler has made 
himself one of the three vital links in 
the American business process. He is 
the distribution the 
through which must flow the goods 


and services which are the great com- 


unit, funnel 





mon denominatoy .¢ our country. 


Close up this fun eliminate it, 01 
make it inefficient | restrictive regu- 
lation, and the whole. ublic will suffer. 
We have only to look at the eco- 
nomic growth of our country to realize 
the role of the wholesaler, the middle 
link in the chain between mass pro- 
ducer and retailer. Through this en- 
terprising, resourceful, chance-taking 
middleman, little business has become 
big business. How many of our great 
corporations could have reached their 
modern mass production efficiency if 
they had been required to set up a 
complete distribution structure with 
all that this encompasses: 
branches, warehouses, collection serv- 
ices and new sales organizations ? 
Together, the manufacturer and 
distributor are a force for progress 
which has been characteristic of our 


factory 


country since men’s energies were 
freed by a constitutional government. 
For here we have an economic system 
which allows for traffic rules and for 
restraint against complete license, but 
is powered by the initiative and ambi- 
tions of millions of individuals, in- 
stead of by the heavy hand of the 
State. 

Before the war this nation produced 
about one-third of the manufactured 
goods of the world — today our fac- 
tories are producing about as much as 
all the rest of the countries in the 
world. Weighing that, you wonder 
why it is necessary for us to be con- 
cerned today with our system, why we 
have to say a word of defense for it. 
And yet there is indeed real cause for 
concern. 

Offhand, one would assume that 
free Americans, with an unprecedented 
record of progress, would be com- 
pletely immune to the propaganda of 
those who advocate statism. But the 
irony of the situation is that the very 
strength of our people is being open- 
minded and progressive and welcom- 
ing new ideas, proves to be the Achilles 
heel. They are especially vulnerable 
to what seems to be the new idea of 
planned 


statism or collectivism or 


economy. 
Far 


doing 


from being old, our way of 
things is actually the only new 
in the economic and _ political 
history of the world. If the 6000 years 
of man’s recorded history were col- 
lapsed into 24 hours, the kind of civili- 
zation we know and enjoy today in 


thing 


America would be only 35 minutes old. 
We are the real revolutionaries. As 
Henry Grady Weaver points out in 
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his fascinating n_ » book called ‘Main- 
spring,” the ad ucates of statism and 
planned econon and all the other at- 
tempts at cent. ilized control of our 
lives are the unwitting reactionaries. 
They are preaching the doctrine of 
counterrevolution against progress. 

In all the preceding times, most of 
the peoples of the earth lived under 
planned economies, whether they were 
the tyrannical consulships of Rome or 
the tribal rule of a Genghis Khan, or 
the local tyranny of the feudal lords 
of medieval England and France. 

For all the centuries before the birth 
of technological democracy, the multi- 
tudes of common people had been 
utterly and helplessly dependent upon 
central authority and the strength of 


their own two arms for the barest 
existence. Poverty and starvation were 
the hand-maidens of authority and 
tyranny in those days, even as they 


are today. 

The record shows that today our 
country produces three times as much 
for each of its citizens as it did only 
48 years 1900, Translated 
into present-day this 
that in 1900 only $400 worth of goods 
and services per capita was made and 
distributed as against $1200 today. 

This comparison is even more strik- 
ing when we realize that the popula- 
tion today is twice as great as it was 
in 1900 and that workers then put in 
at least 15 hours a week more on the 


ago — In 


prices, means 


job than workers do today. 

Since 1900, more than 90 percent 
of American homes have been wired 
for electricity, and in homes with elec- 
tricity there is an average of three 
small electric motors to help make life 
easier and more pleasant. Brand new 
things, virtually unknown in 1900, are 
commonplace possessions today. One 
out of every five persons owns an auto- 
mobile. There is one radio for every 
three people. 

Every worker in 1900 had at his dis- 
posal only two horsepower of mechan- 
ical energy; today, although the work- 
ing population is three times as great, 
each man has seven horsepower to help 
him produce. I doubt if the average 
America knows 


man or woman in 


these things; realizes what they mean 
to him or her personally. 

If one is familiar with the shops of 
the highly industrialized areas, knows 
how so many people in them think and 
talk, then he knows many of these 
people feel they are not getting all that 
is coming to them. These people hear 
their national union leaders clamor for 
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another round of wage increases out of 
profits and with no increases in prices. 
You and I know this is economically 
unsound unless it is matched by an 
increase in productivity. But too many 
people do not. 

There is a danBerous confusion to- 
day about the difference between the 
money in the pay envelope and real 
buying power based on real earning 
power or output. Somehow, we Amer- 
icans must individually relearn the 
lesson of productivity. We must un- 
derstand that only by increasing the 
output of our factories can each and 
every one of us have more. The record 
of our past achievements shows how 
this can be done. 

In the 40 years from 1899 to 1939, 
the output of manufactured goods per 
man-hour more than tripled. It in- 
creased at an average rate of 3 percent 
per year, compound. Over this 40-year 
period, most of the gain in manufac- 
turing productivity went into higher 
wages. And, of course, as productivity 
increased, so did the standard of liv- 
ing. The gains in wages were real and 
permanent gains, fully substantiated 
by an increased volume of production 
at lower costs. They were not the 
temporary gains which workers, who 
receive a general wage increase, enjoy 
for only a few weeks until the in- 
creased cost of their labor is reflected 
in the higher prices of the things they 
buy. 

The alarming fact before us now is: 
\WWhile wages have nearly doubled in 
recent years, productivity per man has 
gone up at a much slower pace; only 
about a 10 percent increase per man- 
hour 1939. As a result, unit- 
labor costs in manufacturing industries 
have shown a rising trend. 

As could 
prices have kept pace with wage costs 
per unit of production — which ex- 
plains why, although the pay envelope 
may now be thicker, it actually can go 
little farther than before. 

That is why the man in the shop, 
my neighbor down the street — all of 


since 


be expected, wholesale 


us — are so disappointed because the 
dollar appears to buy so little. Few 
people will understand unit-labor costs, 
technical supply and demand factors, 
or the pressure of the money supply. 
They will, however, understand that 
if we American people produce just 
so much manufactured goods, then, 
as a people, we can buy only that much 
manufactured goods, regardless of how 
much money we have to bargain with. 

But we are forever confusing prac- 
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Registration took place on the mezzanine 
floor of the Hotel Statler, Buffalo. 
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Co.; Geo. Eberhardt, Mfrs. Agent. 


H. D. 
Co-op Elec. Sup. Co. 


Roseth, of 


Roseth, and son, J. E. 


cK. ts 


(sraybar; 


Pyle, N.E.W.A.; 
Paul 


Herbert Metz, 


Ellison, Control Systems. 


L. Lifka, Tomic Sales & Eng.; S. Stover, 


agent; A. Warring, C. G. 
Sales & Eng.; P. Jacobson. 


Lifka, Tomic 
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tical and desired demand, and 


present gains, our neighbor's and our 


past 


own well-being, to the extent that the 
true nature of our expanded standard 
of living is hidden, even placed in an 
untavorable light, by visions of what 
we think we ought fo have. 

Mistake me not! This restless drive 
forward is the necessary core, the orig- 
inating atom of progress. But we con- 
fuse fact and fancy in misrepresenting 
the future as the present. We don't 
recognize the personal gains that we 
are making daily. 

Production of consumer goods, not 
including capital goods, has increased 
70 percent since the prewar period of 
1935-1939. Correcting for inventory 
accumulation and export would reduce 
this figure to a level of about 50 per- 
average. With 


the population 12 percent large than 


cent above the prewat 


before the war, the increase in manu- 


factured consumer goods per capita 
can sately be said to be about one-third 
the prewal period, 

No optical illusion is involved in 
this statement. The lesson is simple. 
We have more collectively today be- 
cause we, as a people, are producing 
more. We are producing more for at 
least three 


reasons: productivity has 


increased some 10 percent per man- 


hour; there are at least 5 million more 
people employed now im manutactur- 
ing industries than there were in 1939 ; 
and the average person is now working 
a full 40-hour week, which is 3 hours 
more than in 1939, 

little realized by 


the average person, | am sure it would 


These gains are 


prove to be a revealing comparison if 
it were possible for the average Amer- 
ican to spread out betore him the evt- 
dence of his ever-increasing standard 
of living. 

The American people should never 
stop striving for a higher standard of 
living. But if we want an ever-increas- 
ing standard of living — more houses, 
more automobiles, more retrigerators, 
more clothes, more ot everything we 
have got to make them. We cannot 
get them by insisting on more dollars 
being stuffed into our pay envelopes. 

As a manufacturing man, | do not 
ask for much increase in production 
by the sweat of the brow of the man 
in the shop. I believe that most Amer- 
ican workers are pretty conscientious 
men and women and are doing a tai 
day's work when left to their own 
choice. No: l do not ask tor in- 
creased production out of the hide of 


any man or woman. 


I doubt that a man today could pro- 
duce one whit more than his father 
or grandfather before him without the 
aid of machines and tools. Statistics 
show that the horsepower per worker 
increased trom 1899 to 1939 at just 
about the same rate as production pet 
man-hour. 

The answer to increased productiv- 
ity, | am sure, is lower-cost designs, 
better tools, more horsepower, more 
of the modern machines that will pro- 
duce more per hour, But these, of 
course, will help us only if we are 
willing and eager to get the most out 
of them. Then our money will buy 
more of the things we want, because 
there will be more of these things to 
distribute among us. 

The American people have the best 
standard of living of any people on the 
face of the earth, because the average 
backed up by 


about $6,000 worth of tools, and his 


American worker is 
energy and intellect are multiplied by 
7 horsepower of mechanical energy. 
That is “how come” we turn out more 
A man 
working one hour in the United States 
can make a shirt that takes + hours to 
make in Great Britain and took 9% 


goods than any other people. 


hours in prewar Germany. It takes 
60 man hours to make a good radio in 
Great takes 
171 hours, and in Sweden, 262 hours. 


America; in sritain it 
That is why Americans have half the 
world’s radios, because we make them, 
not because we are more w ealthy or 
more wise. 

But machines do not spring out of 
the earth for men to use. They have 
to be built, and they cost money. Here 
in America the money comes roughly 
trom two sources: 

1. From reserves within the busi- 
ness, such as current charges to depre- 
ciation accounts, and undistributed 
profits. 

2. From sources outside the business 
itself, such as the banking system, in- 
surance companies, and from the sav- 
ings of millions of individuals. 

These sources outside the business 
itself 
thei 


accumulate no small part of 


available new funds trom divi- 
dends. Thus a substantial portion ot 
gross business earnings finds its way 
directly back into investment channels. 
These reinvested earnings, from both 
internal and external sources, consti- 
tute the lion's share of the total supply 
ot new capital. Where does the money 
come from in collectivist countries ? 
Whether it be Capitalist America, 


Socialist England, or Communist Rus- 
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sia, some portion of the national pro- 
duction, whether it be called profits or 
by any other name, must be snipped 
off and plowed back into the nation’s 
business in the form of working capi- 
tal, new better and ex- 
panded facilities if the people are 


and tools, 
first, to keep up their current standard 
of living; second, to increase it; and 
third, to provide a means for the in- 
creasing population to earn their own 
keep. 

The main difference between our 
economic system and all others is that 
here in a privately owned economy, the 
profit incentive is a spur to all men. 
That is the real secret of success in 
the 
incentive to produce, coupled with the 


America — the hope of reward 
necessity to compete with others. 

Incentive is the key which turns on 
the ignition of our system. We do not 
rely on the myth of perpetual motion 
under Government ownership with no 
incentive, with nothing, so far as I 
can find out, except necessity or fear. 
Great Britain’s slogan last year, in an 
attempt to get more production, was 
“Work or Starve.” 

Here in our country the profit mo- 
tive is coupled with private ownership, 
and, as a result there are today in 


Americ: = ‘Ilion businesse 
America some 3/2 million businesses 


and 6 million farms where men and 
women are trying to produce goods 
and services to compete for a portion 
of the national income. As Professor 
Sumner Slichter of Harvard said, and 
I quote him: “‘No regimented economy 
can hope to compete in dynamic drive 
with an economy which possesses near- 
ly 10 million centers of initiative.” 
With economic decisions being made 
by a vast number of people, there is 
less chance that one man’s bad guess 
will dominate the economic picture. 


And the 


loss not only tells us when the labor 


ever-present prospect of a 
and the capital devoted to producing 


goods and services are being mis- 
applied, but also plays a vital role 
in channeling the products and serv- 
ices in our free economy. The prospect 
of a loss is an impartial umpire which 
tells us better than the wisest bureau- 
crat when our efforts are inefficient 
or being misapplied. 

American did 
one-half the nation’s business and made 
a profit of about 12 billion dollars in 
1946. In 1947 the profit is estimated 
at 18 billion dollars, a total of 30 bil- 
lion dollars profit in the two years, 
atter taxes, To so many that looks like 


the other fellow’s profit, in which they 


corporations about 





have no stake, and in far too many in- 
stances this is the way it is told to the 
American people. 

But corporations plowed back into 
the nation’s economy something like 
23% billion dollars in 1946 and 26™% 
billion dollars in 1947, or a total of 
about 50 billion in two years, all the 
profit and much more plowed back into 
inventories, new facilities, and other 
forms of capital assets. No one tells 
that from the soap box. 

This money came from profits, un- 
distributed and distributed in the form 
of dividends later reinvested, and from 
personal savings. Eighty-five percent of 
this money finds its way back into the 
pay envelopes and pay checks of the 
people of the nation in the form of 
salaries and wages. 

I doubt that the average person un- 
derstands that part of his wages or 
salary comes from the dividends that 
have been paid to stockholders. It has 
never that, 
stockholders receive dividends, there 


occurred to him when 
are only about three things they can do 
with them: invest them, spend them, 
or put them in the bank. In any of 
these three ways the money is put to 
productive use and helps create jobs 
and pay wages. 

Suppose a stockholder puts his div- 


‘ idends in the bank. The bank lends this 


money out. It lends it to merchants, to 
small businessmen, and to industries. 
Maybe a storekeeper here in this com- 
munity borrows some of this money to 
build an addition to his store. When he 
enlarges or remodels his store, he 
creates work for carpenters, for elec- 
tricians, for glaziers, for painters. 
When the expansion is completed, he 
hires an additional clerk for two. 

All this comes about because some- 
body earned a profit in the first place, 
but more importantly because some- 
body, the storekeeper in this example, 
hopes to make a profit in the second 
place. He is one of our 10 million cen- 
ters of initiative, with an incentive to 
turn on the ignition. 

The increase in the sale of kilowatt 
hours of electric energy is a good 
measuring stick of the increase in our 
industrial facilities. We have seen the 
kilowatt than 
double in the past ten years, and I ven- 


sale of hours more 
ture the prediction that it will again 
nearly double in the next ten years. 
Never before in our history have we 
seen so much activity to put our indus- 
trial machine into higher gear. We 
have rearranged our factories, replaced 
some of our old machinery, expanded 
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W. E. Henry, Jr., Nat'l Elec. Prods.; B. 
Merritt, Mill Power Supply Co. 






FE. R. Knauft, Lawrence Elec.; Mrs. N. J. 
MacDonald; J. I. Bogdan, B. & B. Elec. 


R. Q. Austin, Florida Elec. Sup.; W. E. 
Henry, Jr., Nat'l Elec. Prods., (standing) ; 
J. Bragg, J. Meier, Fla. Elec. Sup. 
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G. E. Parke, W. H. Rademacher, G.E. 
Lamp; Mrs. C. P. Andrew; Mrs. W. D. 
Chappell; C. P. Andrew, Noland Co. 
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J. M. Newton, Oakes Elec. Supply Co.; 
H. W. Minchin, Requa Elec. Supply Co. 
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R. C. Jaquay, U.S. Rubber; Glen Martin, 
Independent Elec. Sup.; H. W. Freeman, 
Crescent Sup. Co. 


7 
2 


Al Brenner, Irv. Yates, Clare Puls, of John 
A. Roebling’s Sons. 


W. T. Clower, Clower Elec.; A. Fromm, 


Hi-Fro Elec.; W. Bieringer, Plymouth 
Rubber; K. Greene, Mt. Vernon Elec. 
$4 


our existing plants, and built new 
plants. 

But even so our capital investment 
per worker is about 20 percent lowe 
today than it was in 1929, There was 
a very interesting analysis by Professor 
Slichter in THE NEW YORK 
TIMES of November 30, 1947, in 
which he explained that, while Amer- 
ican industry has more machines and 
other equipment in place now than in 
1929. much of it is obsolete and worn 
out, and if measured by its unused life, 
as it should be, we have about one-fifth 
less capital per worker today than in 
1929. 

Quoting from that analysis: “An 
expenditure of about 50 billion dollars 
would be required to raise capital per 
worker to the level of 1929 and a con- 
siderably larger outlay to raise capital 
per worker to the level which would 
be normal in view of the long-term 
tendency of capital per worker to in- 
crease at a rate of about 2 percent per 
year.” 

Pei haps one of the best illustrations 
is the huge sums of money being spent 
by the steel companies to modernize 
and expand their facilities to relieve 
the short supply of this basic material. 


roll 


sheet steel at the rate of about a mile a 


Modern, high-speed mills will 


minute. The average mill in place in 


this industry today can roll only at 
about half this speed. It is obvious how 
the steel industry can and is increasing 
its output. 

We have about all the people work- 
ing today who want jobs. We can pro- 
duce little more than we are today with 
our present facilities. 

But, as we complete present expan- 
sion programs and replace obsolete 
equipment, these bottlenecks will dis- 
appear ; will 


others up, and 


further expansion of facilities will be 


spring 


needed to eliminate them; and as we 
travel this road our people will have 
more of the things they want because 
we will be producing more of the 
things we want. That is the only way 
the people of any nation can have a 
better standard of living. The British 
coal miner probably knows more about 
this now than he did two years ago. 

But the disturbing fact is that there 
is probably more dissatisfaction in 
(America today than at any time in out 
recent history. 

Right now the public is buying the 
products of industry 
but we will be living in a fool's para- 
dise if we blindly accept this as an en 
dorsement of what American business 


as never before, 


represents, For the fact is that we have 
no such endorsement from the people. 
We have evidence to the contrary. 

A recent survey by the Psychological 
Corporation showed that 53 percent of 
the American people believed that they 
would be as well off under Govern- 
ment ownership of industry as unde 
private capitalism. Even more chal 
lenging is the fact that 73 percent of 
our college students, the most likely 
source of future leadership, felt the 
same way about it. In a similar survey 
among wage earners alone, Macfadden 
Publications found that: 30.7 percent 
thought Government should own and 
operate banks; 23.4 percent thought 
Government should own and operate 
railroads, and 21.6 percent thought 
Government should own and operate 
coal mines and electric and gas utilities. 

These facts show there is troubling 
confusion in the minds of many people. 
They show that the world tide of col- 
lectivism already is running strong in 
our own country. And they show that 
businessmen, traditionally too preoccu- 
pied to go out and sell the economic 
facts of life, Our 
economy will remain free only as long 


now must do so. 
as we keep it so. 

That is why, as I told you at the 
outset, | have talked about this prob- 
lem on every possible occasion before 
our factory workers, our supervisors 
and managers, our salesmen and dis- 
tributors. For I believe that all of us 
in business must become salesmen of 
our ideals and principles if we are to 
stem the collectivist tide. 

The wholesaler has a one-third stake 
in the free American business economy, 
You 1,000 electrical wholesalers have 
some 50,000 employes. Selling is your 
business and their business. I invite you 
to join in this sales campaign to sell 
It will be a 
long, difhcult and often discouraging 


America to Americans. 
campaign, but the goal is worthwhile. 
It is vour future. 

This land of ours was built by faith 
and confidence in ourselves. That con- 
fidence has been an aggressive confi- 
dence, not one that is complacent and 
We 


factual renewal of out 


self-satisfied. Americans need a 
reasoned and 
faith; to know and to understand that 
we — 7 percent of the world’s people 
living on 6 percent of the world’s land 

produce for ourselves 50 percent of 
the world’s goods. The path that we 
have followed has brought us into all 
this. Surely, no American, who knows 
and understands, weuld then want to 


take the left fork ot the road, 
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The Art of Successful Living — 


Bridge to Successful S 


By Dr. Norman Vincent Peale 


elling 





Pastor o} the Marble Colle giate Chur h, ae & os 


r HE average lecturer and write: 
today are dealing with the great 
contemporary theme, “How to 

get a better world.” I am in favor of 
a better world for if we do not get a 
better world pretty soon we are likely 
to end up with no world at all. How- 
ever somebody ought to say something 
about how the individual can live in 
the world we now have, pending the 
arrival of this better world for which 
we struggle. 

The plain, hard fact is that many 
people today are finding the simple 
business of living extraordinarily difh- 
cult. The American Library Associa- 
tion recently reported that the greatest 
demand for books is not for volumes 
dealing with domestic and internation- 
al questions but with the technique of 
meeting personal problems, 

Perhaps we will better solve the 
problems of the world if we learn to 
solve the problems of the individual, 
for probably the reason this is a prob- 
lem world is because we have so many 
problem people. 

This is a rather pathetic generation 
in that while we are the greatest ex- 
perts in history in the field of technol- 
ogy, we are extremely inexpert in the 
basic art — that of personal living. We 
are the greatest geniuses in gadgets 
who ever lived. We have a vast array 
of scientific mechanisms but we are 
extraordinarily lacking in the mecha- 
nisms of overcoming fear and anxiety, 
reducing tension and living with a 
sense of personal mastery. Our fore- 
fathers had no gadgets but they did 
know how to live. 

America, therefore, needs to relearn 
the art of living. In doing so the first 
element is to realize and practice the 
truth that we create our world by how 
we think. We must learn and practice 
right thinking if we are to be happy 
and the possessors of inner peace and 


power. [he wisest men of all time have 
told us that we create the world in 
which we live on the basis of our 
thought patterns. 

The wisest man of ancient Rome 
was Marcus Aurelius who said “A 
man’s life is what his thoughts make 
ot it.’ It has been said that the wisest 
man who ever lived in the United 
States was Ralph Waldo Emerson. 
Emerson declared “A man is what he 
thinks about all day long.”” Thoreau, 
an exceedingly wise philosopher, as- 
serted, ““‘What we think indicates and 
perhaps determines our destiny.” The 
Bible, wisest of all books, declares “As 
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L. J. Campbell, G.E. Lamp Dept.; C. J. 
Matthews, Matthews Elec. Sup. Co. 
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a man thinketh in his heart (that is, in 
his subconscious mind ) so is he.”” That 
is to say, what a person habitually 
thinks deep within his consciousness is 
what he will become. “By a curious 
and powerful mechanism of human na- 
ture there is a deep tendency in human 
life to become like that which you im- 
agine yourself to be over a long period 
of time,” so said one of America’s 
greatest philosopher-psychiatrists. 

The danger in America today is that 
we shall become victims of negative 
thinking. This is probably one of the 
greatest generations of negative think- 
ers in American history. We have neg- 
ative thoughts about the future of our 
social system ; negative thoughts about 
the possibility of world peace. 

We must change our thinking and 
begin to believe positively in the future 
of the American system and to believe 
positively in the possibility of world 
peace, for it is a sinister fact that if we 
very likely to 
get a negative result. On the other 


think negatively we are 


hand, if we think positively our minds 
will create a positive result. Thoughts 
are filmy, tenuous things, but out 
forge actual conditions. 
thinking 


changed from a cynical, skeptical, de- 


of them we 
American then must be 
featist attitude to one of positive and 
creative faith. 

Captain Eddie Rickenbacker, who 
has overcome incredible obstacles, de- 
clares “Think disaster and you will get 
disaster. Think sickness and you will 
tend to get sickness. Think defeat and 
you will create defeat for yourself. But 
think victory and victory will be yours. 
Think health and health will tend to 
come to you. Think well-being and 
well-being will come to you.” 

Another important factor in living 
successfully in contemporary circum- 
how to overcome 
tension, It is probably a fact that the 
greatest malady affecting present-day 


stances is to know 


people is the tension that arises out of 
fear, and the strain and stress of mod- 
ern life. This is probably the most 
nervous generation of Americans who 
ever lived in this country. We have a 
patron saint but we don’t know it. The 
patron saint of the Irish is St. Patrick ; 
of the English, St. George; the patron 
saint of the Americans is St. Vitus. 
Not long ago a doctor asked me 
“What are the preachers preaching 
about in 
Then he 


the churches nowadays?” 
added this potent 
“You should not only preach to people 


adv ice, 


to get their morals converted but you 
ought also to preach to them to get 





their nerves converted.” He said “The 
American businessman is likely to be- 
come as extinct as the dinosaur, and 
for the same reason — his inability to 
adjust to the high tempo of his environ- 
ment.” 

The late Dr. George Crile of Cleve- 
land, one of the most outstanding phy- 
sicians America has produced, declared 
that the three greatest maladies of the 
human race are tear, anxiety, and 
guilt. It is notable that the first letters 
of those three enemies of mankind to- 
gether form the word fag. Men are 
breaking down because of tension, 
strain, and worry. 

What is the remedy? I maintain 





Dr. Norman Vincent Peale 


that religious faith is not so much a 
theology or philosophy as it is a science. 
The Bible is a scientific textbook of 
human nature. It is filled with work- 


able One 
should study and master spiritual un- 


formulae of how to live. 
derstanding and apply it to himself for 
as a great physician said, “Only God 
has the ability to heal human nerves.”’ 
The proper application of religious 
faith by the Protestant, Catholic, or 
Jew can bring into human minds the 
peace that passeth understanding. 

What the country needs is a great 
resurgence of the simple practice of the 
techniques of christianity. This is very 
important because unless we get peace 
in our minds we will never be able to 
think rationally and factually, With- 
out rational, disciplined thought neith- 
er individuals nor social groups can 
solve problems. 

Positive thinking and the overcom- 
ing of tension are two primary ele- 
ments in the art of successful living 
today. 
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That Fighting Sales Job 
Demands Well ‘Traine 


By J. M. Mechibbin 


Issistant to Vice 
Westinghouse Ele¢ 


President 


. Corp.; Pittsburgh, Pa. 





WELCOME 

talk to the 

Wholesalers 
vou are such a vitally important link 
in the marketing of electrical manu- 


this opportunity to 
National Electrical 


Association because 


facturers products. 

When we size up our present econ- 
omy we feel somewhat as Rip Van 
Winkle felt when he came down from 
his mountain sleep and tound every- 
thing so changed. Few of us, I am 
sure, could have predicted the unprece- 
dented heights of our present economy. 
Population has increased from 132 
million in 1939 to 144 million in 1947, 
an increase of 9 percent in 9 years. 
Employment has gone trom 46 million 
in 1939 to an all-time high of 57 mil- 
lion in 1947, even higher than the wat 
vears. Production of peace-time goods 
has increased 88 percent since 1939, 
Personal income has risen 170 percent 
since 1939, Even taking into consid- 
eration real 
personal income increased 68 percent. 


the dollar dey aluation, 


We can conclude from this that our 
whole economy is on an entirely new 
level and that we in the selling business 
must think in terms of entirely new 
volumes when we set our sales sights. 

All these things point to the respon- 
sibilities we face in the selling business. 
After all, it is axiomatic in our way 


J. M. Mckibbin 


of life that mass production is inher- 
ently dependent on mass distribution, 
Our chances of maintaining mass em- 
ployment and general prosperity de- 
pend vitally on distribution, For de- 
spite all of our production technology 
and plant ability to produce more, we 
must also be equipped to sell more. 

Never before in our business lives 
have we seen so much business come 
into our companies with so little crea- 
tive sales effort, more perhaps than in 
any other period in our sales lives. 
There is a danger that these “easy 
come’ approaches during these past 
the real 
marketing problems ahead. We don't 
want that to happen. We cannot let it 
happen. 


six years may blind us to 


Selling must have a broader concept 
today 
trial 


than at any time in our indus- 
We must do a better 
interpretative job to our customers it 


history. 


we are to sell them on the ways and 
means to reduce their own production 
costs. One of the answers lies in well 
organized training programs. 

As manufacturers and distributors, 
we cannot concern ourselves with the 
question as to whether salesmen are 


made or born. Today our responsibility 
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is to make sure that our salesmen are 
thoroughly and adequately trained 
to know their product the 


problems in the industries or with the 


markets 


must be 
able to present clearly, forcibly and 


vet tactfully the value of their prod 


customers they serve. They 


ucts and services. 

Confidence in selling begins with a 
thorough knowledge of a salesman’s 
job — the planning and direction he 
is given in serving his customers. To 
any business he represents, the most 
important contact of that business is 
with its markets. 
the 
tomers, Our job is, then, to make sure 


In tact he is you 


company in eves Of Many cus 
he has the training and tools necessary 
to effectively do his job to move prod 
ucts from your shelves. 

For such a training program, I offe1 


these suggestions : 


1 RECRUIT ENOUGH SALESMEN 
TO HANDLE YOUR MARKETS 


Obviously the first job any distribu 
tor must concern himself with is hav 
sufficient the 


he serves. A salesman with 


Ing salesmen to cover 
territory 
too big a load only scratches the sur- 
Often 
times he is unable to do the kind of 


creative selling that must be accom- 


face of his customers’ needs. 
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Henry Czech, district manager of West- 
inghouse Elec. Sup., Chicago. 


Briggs, Ilg Elec. Ventilating Co.; 
+. Mason, Novelty Elec. Co. 


H. T. Bussmann, J.C. Ingram, L. Edwards, 
\. A. Sommer, of Bussmann Mfg. Co, 


Mrs. Swenson; O. E. Martinson, Gray- 
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plished to get a customer to realize 
that he needs your product or service, 
and this requires a keen analysis of 
sales manpower to make sure that each 
salesman is given the load he can carry. 
Because of the continuing turnover in 
sales manpower, we must have a pipe 
line of new recruits, And in connection 
with your recruitment program you 
should use all the improved techniques 
of selection. 


ORGANIZE BREAK-IN TRAINING 
OF YOUR SALES MANPOWER 

After careful selection of sales man- 
power, the first step in a training pro- 
gram is break-in training. Something 
we often overlook is this. Millions ot 
American young men were taken into 
the Army and Navy of the United 
States and trained to do a specific job. 
Those same men—I have gathered 
from my 
industry to train them to do a specific 
job, They are looking for that train- 
ing. They expect that training. 

In our company we have a Dis 
tributor Sales Training Course for 
new sales recruits selected by our dis- 
tributors. Many of these recruits for 
the first class were not technically 
trained men. This class came right 
after the close of the war. All of the 
men were high school graduates. Some 


interviews — are expecting 


had a year or two ot college. But we 
felt the necessity of giving them the 
basic ground-work of electrical engi- 
neering. So we set up at the University 
of Pittsburgh a three-week concen- 
trated course on engineering procedure 
and engineering terminology 
thing that would permit them to go 


some- 


into further classwork with a basic 
knowledge of electricity and its appli- 
cations. 

After this basic course in the funda- 
mentals of electricity the students were 
ready for the actual “sales training 
laboratory.” This laboratory was ar- 
ranged for and created at Carnegie 
Institute of Technology. In this lab- 
oratory we set up all the visual train- 
ing aids and working models so that 
these sales recruits could actually see 
the product, learn its features and 
study its applications in the field. Each 
class in working sessions completely 
selects, applies and prices every prod- 
uct, learns its features and studies its 
applications in the field. Each class 
in working sessions completely selects, 
applies and prices every product they 
sell as distributor salesmen. For ex- 
ample, they study the application of 
transformers, and each student oper- 
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ates the transformer demonstrator to 
know exactly how a transformer func- 
tions in order that he has a better 
opportunity to reflect its sales features 
when he goes out selling. 

And the same technique applies to 
all the products he will have to sell 
distribution apparatus, lighting equip- 
ment, and the host of other products 
in the distribution and utilization of 
electric power. But here’s the point | 
want to emphasize. Each visual aid or 
demonstrator is a live working model 
that animately portrays the function 
ot the product and the important 
features it offers the customer. 

ach week one day is devoted to 
the techniques of sales presentation. On 
this day the student is given a prob- 
lem of interpreting or selling to a 
simulated customer the products that 
he has studied in technical terms dur- 
ing the week, The assigned problem 
may require him to sell to a purchasing 
agent, another to an engineer, still 
another to a maintenance man. We 
set up the conditions and the student 
makes the presentation of his product 
in terms of the “you” values to the 
customer. This break-in training is a 
sixteen-week practical course in selling. 

GET RECEIPTS FOR 
YOUR TRAINING COURSE 

We have trained 186 men and ob- 
tained receipts for this training in the 
form of daily and weekly quizzes. 
Then they have a final examination 
that covers the entire sixteen weeks. 
The average grade of these 186 men 
has been 97.4. I might also say that 
we follow the progress of these men 
as they go out into distributor houses 
and they have been very successful. 
| think you will find that within five 
years salesmen with this type of train- 
ing will move up very fast. 

KEEP YOUR TRAINING 
PROGRAM CONTINUOUS 

When salesmen leave the break-in 
they start 
training for life. For example, in our 


period, really continuous 
company we developed several years 
ago a continuous training program 
which we call the ‘“Product-of-the- 
Month.” 

Each month we take a product or 
service of the Company and we so sim- 
plity the story of that product and 
service that we are able to make all 
of our sales organization across the 
country completely familiar with it. 
We have a technique. . 
tion . 


. a presenta- 
which is a controlled tech- 
nique. We use slides and movies as the 


















basic nucleus to put over the product 
story. That permits us to tell the iden- 
tical story in Boston that we tell to the 
people in San Francisco. 

It is a 
control it in terms of a planned or if 
you want to call it a 
sentation . 


controlled story. But we 
“canned” pre- 
.. but with plenty of life in 
it. In each meeting, the distributor 
localizes the sales opportunities for 
that product so that there is a halfway 
split between the controlled story and 
the localized story. And the whole 
note of the appeal is concentration 
not only to tell the salesman about the 
product—not only to inform him about 
the market possibilities—but to get him 
in the next month to concentrate on 
selling more of that product. Once a 
salesman has retold the story, it be- 
comes a part of his sales vocabulary. 
You don’t need to worry about that. 
We will search out opportunities to 
retell the story. /¢ is human nature that 
we talk about things we know most 
about. 

Since its inception we have had 
many “Product Hi-lites’’ which have 
served to keep the salesmen alerted to 
new developments, new features, new 
applications of old products as well 
as the new ones. 

Sometimes we find it necessary to 
dig even deeper into our training activ- 
ities and devote whole courses to a 
subject. Take electronics for example. 
We felt that in electronics we had a 
job of educating as well as training 
and we created a course called “Elec- 
tronics at Work.” There 
lessons in the training program, The 


were ten 


course dealt with the fundamentals of 
electronics and described its applica- 
tion in many fields. 

After the basic course we discussed 
a need for the subdivisions of electron- 
ics — Resistance Welding and Radio 
Krequency Heating; so complete 
courses were developed on these sub- 
jects. The point I want to make is this: 
train the salesman thoroughly in the 
fundamentals of a product and its 
application and you give him the con- 
fidence he needs to sell it properly. For 
example, on lighting we developed a 
course of eighteen lessons to thoroughly 
review the principles of lighting. The 
course included six lessons on funda- 
mentals, six on equipment, and six on 
application covering the entire field 
of lighting. As a result many of our 
distributor 
perts today. 


salesmen are lighting ex- 


To summarize this suggestion 
“Nake your training programs con- 
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tinuous’ by keeping the salesmen fully 
intormed so that they have all the facts 
about the products and sources they 
and do 
it with all the techniques of visual 
training 


need to sell your products... 


motion pictures, demonstra- 
tions, sound slide films and animated 
models to make this training brief and 
to the point. 
5 EQUIP YOUR SALESMEN 
FOR THE JOB 

While a sales meeting or training 
program might do an excellent job of 
presenting the product, that’s only half 
the battle. T’oo many of us fail to rec- 
ognize that what we say in the meet- 
ings must be retold by the salesmen to 
the customers. A training program is 
complete only when it provides the 
selling tools a salesman needs to tell 
and sell the These 
should be easy to handle and use 
bulky equipment and catalogs hinder 


customer. tools 


a salesman’s efficiency. 

Several years ago we recognized the 
salesmen’s problem of bulky catalogs 
and price forms and after exhaustive 
field studies with salesmen and cus- 
tomers we evolved a light weight dis- 
tributor’s apparatus kit which com- 
bines his selling portfolio into four 
principal catalogs, one on distribution 
apparatus, one on industrial equip- 
ment, one on lighting and another on 
electronic tubes. These four catalogs, 
weighing in total less than a pound, 
give our distributor salesmen all the 
essential selling information they need 
tor 80 percent of their customers’ re- 
quirements and requests. 

Make sure that any demonstrato1 
or other selling aid is one a salesman 
will really use. In our case, we always 
make preliminary field checks on our 
sales demonstrators and promotional 
tools to make sure they have the con- 
fidence and vote of the salesmen who 
must use them. 

On many lines we are now getting 
adequate product supply and the time 
is already at hand when we must again 
return to the aggressive creative sell- 
ing, that is so characteristic of Amer- 
ican business enterprise. I believe, as I 
have never believed before, that the 
job is to train salesmen, The only way 
this industry or any industry will grow 
and survive is by doing a selling job 
that will improve productivity for the 
customer you sell. And training sales- 
men must be the principal 
the 
electrical industry if we are to help 


one oft 
objectives for all branches of 
our customers realize improved pro- 
ductivity. 



































































E. Ernesty, president of State Electric 


Supply Company, Pittsburgh, Pa. 
Ppty i 


A. Busch, M. B. 
B. Hall Company. 


Hall, both of Melville 


M. Whitfield, Appleton; S. Weinress, Ef- 
fengee; A. Cohen, Standard Elec. 


L. Lee, Keer Elec. Sup.; H. H. Benfield, 
BullDog Elec.; T. L. Kahant, Kahant Flec. 
Sup.; H. Carlson, Elec. Fix. & Sup. 

















For Electrical Wholesalers: 


Angles on Labor Relations 





Kendall B. DeBevoise 


By Kendall B. DeBevoise 


National Electrical Wholesaler 


YEAR ago when we met in At- 
lantic City, Secretary Marshall 
had vet fo 


make his historic 


Harvard speech, President Truman 
had yet to build his balcony and Lyle 
Fife had yet to buy the Detroit Lions. 
Nor had the names Taft and Hartley 
been hyphenated to denote the year’s 
most controversial piece of legislation. 

Yes, many changes have occurred. 
Only death, taxes and John L. Lewis 
remain certain and on the pleasantet 
side of the ledger, the comradeship 
and mutual purpose of hundreds ot 
electrical wholesalers throughout the 
find 


meaning through the medium of your 


country which expression and 
fine Association. 

The myriad products which you 
gentlemen distribute so efficiently and 


smoothly are the outer trappings of the 


90 








highest standard of living in the world 
today. You have helped give us a push 
button world and with it the added 
leisure which, if we but put it to con- 
structive and thoughtful use, yields a 
happier and fuller life. 

Ot course, we can carry this push- 
button business too far. I’m thinking 
ot the attractive English girl who vis- 
ited recently in a beautifully appointed 
American home. She was increasingly 
amazed at our automatic way of life. 
Her hosts pressed a button to cook 
their food, another to wash the dishes. 
Their clothes were washed at a but- 
ton’s touch. So also with their music 
and television. Came a day when the 
young son of the family took her for 
in his convertible. It 


a drive Was a 


beautiful day and so with a press of 
the button, he lowered the top. Then 
to get even more air, he reached under 
the dashboard and opened the hood 
ventilator. There was a rush of air 
and the girl's skirt Hew over her head. 
And as she smoothed her skirt back 
over her knees she complained, “I say, 
don't you blighters over here ever do 
anything by hand ?” 

Labor relations are not a push but- 
ton proposition. You are not dealing 
with BX cable or washing machines. 
You are dealing with human beings 
who, thanks to our torm of govern 
ment, have minds of their own. 

No one, much less a lawyer, can tell 
vou how to conduct successful labor 
relations, for the method will neces 


sarily vary with the personalities in- 


volved. But there are very definite if 
generalized conclusions to be drawn 
from the experience of the short period 
in which business men have realized 
that their labor relations are every bit 
as important as the size of their in- 
ventory. 

Most important, in my judgment, 
is the man who actually deals and 
negotiates with the bargaining repre- 
sentatives of your employees. He must 
be a leader and the type of intelligent 
executive whose white collar doesn't 
make more of an impression on his 
employees than his words and actions. 
He must be the type «with whom as 
much as for whom his employees are 
content to work. And above all, he 
must be a man who commands respect 
ability to 


(though not necessarily agree with) 


through _ his appreciate 
the other fellow’s viewpoint. Given 
capable leadership in the union as well, 
better 
law as it stands to- 


such a man has a than even 
chance under out 
day to minimize work stoppage and 
friction within your organization, 

Some of you no doubt have an in- 
dustrial relations man. But probably 
more of you are that man together with 
a lot of other jobs and responsibilities. 
Or, if the trend toward unionization 
has not reached you, will be that man 
when it does. It is, therefore, appro- 
priate for me to highlight tor you some 
of your rights and obligations under 
the law today. 

One common misconception abroad 


today is that the Taft-Hartley Act was 
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N.E.W.A.’s Fortieth 
Anniversary Convention 


make Buffalo convention what it was. 











designed to enable Management to get 
even with Labor after a period of dur- 
ance vile under the Wagner Act. This 
is just not so nor has the Act worked 
out that way in the short experience 
we have had under it. The Act was 
written to balance the rights and obli- 
gations of Management on the one 
hand and Labor on the other in order 
that, — and here is the point, — the in- 
dividual employee might be protected 
under the law against the excesses of 
both sides. Analysis will show that, in 
the main, what organized labor lost 
and management gained under the Act 
were those particular points of past 
unbalance in their legal relationship 
with each other in which all too often 
the individual employee was caught in 
the middle. And if the Act had been 
properly explained as a whole to John 
Q. Public, there couldn't have occur- 
red the paradoxical result of the poll 
conducted last year by the Opinion 
Research Corporation, You may have 
seen it reprinted graphically in Look 
Magazine. 

After the passage of the Act, a rep- 
resentative sample of American em- 
ployees were asked “Do you think Con- 
gress should have passed this bill or 
not?” 31 percent said yes, but 54 per- 
have been 


said it should not 


passed. The same employees were then 


cent 


asked with respect to 10 separate parts 
of the bill “If you were in Congress, 
would you be for or against laws tq do 
The 


based just on the answers of union 


the following things?” results 
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members (result were higher in the 
case of all employees, union and non- 
union) were: 


FOR 
1. Requirement of 60 days 
notice before striking ................ 70% 
2. Right to sue union for 
breach of contract ..........c....000+ 70% 
3. Free speech for employer 
on subject of joining unions ...... 61% 


4+. Requirement that union 


report on money taken in and 

INE cic ccucsice veces odovere bactediees 85% 
5. Prevention of Commun- 

ists from holding union office.... 77% 
6. Prohibition of Union 

Contributions to political cam- 

EEE EN Ie OT 50% 
7. Allowance of check-off 

only if authorized in writing by 

GN I iiteitteiaicitti ctinidariisccceines ciate 74% 


8. Ban on union shop unless 
majority of all workers favor it 77% 


9. Ban on the closed shop 
(60 percent of all employees 
Lg | OE 

10. Provision allowing the 
government to get court order 
preventing strikes in industries 

















































Super-efficient, behind-scene worker L. 
Wells of Western Merch. Dists. helped 


L. R. Wilson, W. Thayer, both of General 
Electric Lamp Department. 


Les Morrow, Plymouth Rubber; John 
Mullin, J. W. Saladine, Sprague Elec. Sup. 


——— | 





k. I. Felkoff, Elec’l Mfrs. Sls.; S. Solmor, 
Mobilite; B. Cooper, Mfrs. Rep., R. 
Michaels, Rodale Mfg. 
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QO. Fred. Rost; A. 
Electrical Wholesalers 


J. McGivern, Chicago 
Assn. 
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B. Victor, N. E. Elec. Sup.; C. M. Snyder, 
(G.E. Lamp; Al. Miller, Miller Elec. 
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C. G. Pyle, N.E.W.A.; John Busey, G.E. 


Supply; O. Fred. Rost. 
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F. P. Oliver, Union Insulating; A. M. 
Smith, Kirby Risk; W. C. Robinson, Jr., 
National Elec. Products Co. 
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vital to the country’s welfare 
(this Is the 


against John L. Lewis) 


provision used 


Thus, the results of this poll showed 
clearly that the individual employee, 
even though a union man, does in gen- 
eral tavor and recognize the protection 
accorded him by the Act. 

Whether the Taft-Hartley Act is a 
pertect piece of legislation or not (and 
it is not), it is now the basic legal 
framework within which most Man- 
agement-Labor relations are conducted 
and most contracts negotiated. The 
following are a few of the more im- 
portant rules of the game but it will 
remain for your new Industrial Rela- 
tions Committee to develop tor you, 
with the aid of counsel, a more com- 
prehensive treatment of the subject. 

The employer has regained two val- 
uable rights. 

The first is the right of free speech. 
In the early years of the Wagner Act, 
an employer expressed his views and 
peril, Many 
brought before the National 
Relations Board on charges of unfair 
labor practices. But shortly before the 
passage of the Taft-Hartley Act, the 
Board relaxed its rulings and began 


opinions at his were 


Labor 


to allow the employer greater leeway. 
Act little 
more than codity the most recent deci- 
sions ot the Board at the time of its 


In consequence, the does 


passage. In general, today you have 
under the law much greater freedom 
in expressing yourself with respect to 
terms and conditions of employment, 
benefits to employees available in a 
non-unionized as distinguished from a 
union company, etc. However, untrue 
or malicious statements concerning a 
union may very well be held to be un- 
fair labor practices and should be 
avoided, 

The second valuable right regained 
by the employer is the right to dis- 
charge for cause. Under the Wagner 
Act, the Board followed the rule that 
an employee's union activity formed 
any part of the reason tor the dis- 
charge, he must be reinstated regard- 
less of whether or not there was actual 
cause for discharge. The result was 
that employers were deprived of a free- 
dom usually considered essential to the 
operation of an efhicient business. Ln- 
Board cannot 


der the new law, the 


order reinstatement or payment ot 
back pay if the employee was suspended 
or discharged for cause and this even 
though there be evidence of union ac- 


tivity in addition to the cause. The 


practical effect, therefore, is to give far 
greater weight to the discharge clause 
in your contract, 

By tar the greater part of the Act 
contains provisions which restrict the 
complete freedom of both the employer 
and the union to the ultimate benefit 
ot the individual employee. The fol- 
lowing are several with which you 
must be familiar in negotiating a union 
contract today. 


dis- 


l. Discharge 


charge an employee for non-member- 


you may not 
ship in a union if membership was not 
available to him or was terminated by 
the union for some reason other than 
his failure to pay dues and initiation 
fees. The intent of this provision, of 
protect 
worker against arbitrary action by the 


course, is to the individual 


union, 


2. Check-off and Welfare Funds 
you may not agree with a union to 
check-off an employee's union dues un- 
less the employee specifically authorizes 
you to do so in writing. And that au- 
thorization cannot be irrevocable for 
more than a Nor should 
agree to check-off union fines or as- 


year. you 
sessments. The Act speaks only of 
union dues. 

Similarly, you should be exceedingly 
careful in negotiating with a union 
with respect to the setting up of a wel- 
fare fund for employees. The Act con- 
tains many highly technical legal as- 
pects to such trust funds. 

‘The best example of this has been 
before you in recent weeks in the news- 
papers. Recently, the trustees of the 
Coal Mliners 

(Senator Bridges and 


Bituminous Pension 
Fund agreed 
John L. Lewis for, Ezra Van Horn 
against) on the payment of pensions 
to all eligible union men including 
those who worked for operators who 
did not sign the 1947 Agreement and 
who make no payments into the fund. 
The dissenting Mr. Van Horn (the 
trustee representing the operators ) has 
now filed suit to enjoin his fellow tius- 
tees trom carrying this out, seeking a 
court test of the validity under the Act 
ot the settlement of April 12th. 


Unit 


(as, tor instance, in your warehouse ) 


> ) — . 
3. Bargaining supervisors 
pe eanaiiaeseed” cates tin Raia. 
are not “employees” within the defini 
tion of the Act and are thus not en- 
titled to the protection of the Act. 
Guards and watchmen may be recog- 
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nized as a separate, independent unit 
but they may not be included in a bar- 
gaining unit with other employees or 
one which is affliated with a union 
which does admit to membership non- 
guard employees. 

+. No-strike the fact 
that the Act has now opened the way 


Clauses 


for suit in the Federal Courts against 
unions tor breach of contract has mov- 
ed many unions to seek to eliminate 
no-strike clauses or at least modify 
them to relieve the union from liability 
for unauthorized or wildcat. strikes. 
But let’s be realistic. Nobody wins in 
a lawsuit except the lawyers. Suits 
against a union whether for money 
damages or injunctive relief won't help 
you to resume operation quickly (we 
lawyers, — and the judges are lawyers 
just don’t move that fast) and 
they certainly don’t foster and promote 


too 


your relationship with your employees. 
The possibility of suit is usually a bet- 
ter persuader than suit itself. If this 
be so, I feel you should insist on as 
strong a no-strike clause as is obtain- 
able for its psychological rather than 
actual benefit. Given a stable and re- 
liable union, such a clause can act as 
a strike preventive morally, whereas, 
with the clause eliminated from your 
contract, the union and the employees 
may feel much freer to enforce their 
demands by strike as distinguished 
from authorized peaceful methods. 


5. Union Shop 
out under the Law. The union shop 
available but 


should be kept in mind: 


the closed shop is 


remains two things 


(a) It can be granted by the em- 
ployer only after an election held un- 
der auspices of the National Labor 
Relations Board has indicated that a 
majority of the employees desire their 
representatives to negotiate for it. 


(b) Despite a vote in favor of 
the union shop, the employer is free to 
grant it or not as he sees fit. 

As of April 1, the NLRB had con- 
ducted approximately 6,000 union shop 
elections and in only a handful did the 
proposition for union shop authoriza- 
tion fail to carry. The overall figures 
show that affirmative votes were cast 
by 84 percent of all employees affected. 

6. Grievances — the amicable and 
fair settlement of grievances between 
dates of contract negotiation is, of 
course, the heart of your labor rela- 


tions problem, Under the old Wagnet 
Act, the Board held individual employ- 
ees could be present at the discussion 
of their grievances but the collective 
bargaining agent had the exclusive au- 
thority to negotiate and adjust with 
the employer. The new Act gives the 
individual employee his head. He is 
given the express statutory right to 
present and have his grievances ad- 
justed without union intervention al- 
though the union may be present at the 
actual adjustment. 

This means just this to you. Even 
though your contract with the union 
sets up bilateral machinery for the set- 
tlement of grievances, your individual 
employee whether a union or non- 
union man is entitled to air and adjust 
his grievances with you alone and ir- 
respective of the usual joint adminis- 
tration of the problem. This all begins 
to sound as if you will be up to your 
ears in grievances. Actually, the way 
you run your business determines the 
amount of grievances you receive other 
than the standard and predictable ones. 

Now, many of you may have been 
saying to yourselves, between yawns, 
that the Taft-Harlety Act doesn't af- 
fect you because you conduct a wholly 
intra-state operation and are not en- 
gaged in interstate commerce. Don't 
put your or your wife’s money on any 
such proposition, The judicial concept 
of what interstate 
merce has grown faster than the weeds 


constitutes com- 
in Ed Ingraham’s garden. 

For some time, the building trades 
(carpenters and the like) maintained 
with considerable logic that their work 
is intra-state in nature since obviously, 
and barring hurricanes, the building 
they construct begins and ends on the 
same plot of land in the same state. 
Not so. Generally speaking, the Board 
and the courts consider such work in 


interstate commerce and subject to the 
Taft-Hartley Act. 
The reasoning? Well, interstate 


commerce is a flowing thing something 
like an assembly line. And the fact that 
vou are stationary at one point on that 
line doesn’t mean that you're not an 
integral part of the overall interstate 
process. And the test, again generally 
speaking, is quite as much of where 
your goods come from as where they 
go when they leave your hands. 

Add to this the fact we will probably 
see little state Taft-Hartley Acts 
spring up just as there are a number 
of little Wagner Acts and I think you 
conclusion must be that you or some- 
one in your organization should have 
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R. C. Cosgrove, AVCO Mfg. Co.; E. B. 
Ingraham, president of N.E.W.A. 


W. R. Kiefer, A. H. Kiefer, Kiefer Elec.; 
M. J. Delehaunty, U.S. Rubber. 


J. J. Ryan, S. Weinress, Effengee Elec.; 
Murray Whitheld, Appleton. 


M. Powell, Dyer-Clark; N. Papani, Gran- 
ite City Elec. Sup.; H. Newton, Nat'l 
Elec. Prods.; H. Vaughan, G. H. Wahn Co. 
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R. C. Bennett, I. A. Bennett & Co.; C. E. 
Vail, United Elec. Supply Co. 


Paul F. Douty, Mfgrs. Agt.; 
Dominion Elec. 


M. H. Sharlin, 
Supply Co. 


OK, 


e 
a 
tif 


Registration time at N.E.W.A.’s Fortieth 
Buffalo, N. Y. 


Anniversary Convention, 


T. J. Lackner, Accurate; P. Schwend, G. 
Butler Co.; A. Schweinberger, B. Daw Co.; 
G. Butler, G. Butler Co. 
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a working knowledge of the Federal 
Act before getting very deep into con- 
tract negotiations with a union. 
Knowledge of your rights under the 
Act is, of course, necessary to their in- 
telligent exercise. | would like to state 
neither the 
Act nor any other piece 


my firm’ conviction that 
Taft-Hartley 
of similar labor legislation should be 
used by Management as a club. 

marks out the 
lines within which a game should be 


The law, in my view, 
played, specifies the number of men on 
a team and tells how the ball may prop- 
erly be kept in play. It should not be 
used, through reliance on technicalities 
and obscure rules, to delay the game 
or trick the other team. 
and necessary purpose is to get on with 


Your obvious 
the game — or with the business of dis- 
tributing more goods to more people 
at a reasonable profit. 

“Well, what if the 
other side plays dirty?” The 
need not be the ¢ 
piously to a group of hard-headed busi- 
The answer is that dirty ball 
is just not good ball. 


You may say 
answer 
olden Rule mouthed 


ness men, 


Less than a year’s experience under 
the Taft-Hartley Act shows that both 
management and labor are getting on 
with the game with, of course, a few 
notable exceptions. Management com- 
plaints to the Board of unfair labor 
practices by unions have been compar- 
indicating not 
but an 
appreciation of the fact that it’s better 


atively few in number 


merely a practical restraint 
for all concerned to settle a spat in 


your own living room than on the 
street corner. 

On the union side, a joint Congres- 
sional Committee reporting on the first 
six months of the Taft-Hartley Act 


has found: 


(a) A large majority of unions 
have come into compliance with the 
Act by filling the required non-com- 
munist affidavits. In many unions of- 


ficers have been fired for failing to file. 


(b) Secondary boycotts have 
been steadily decreasing. 
(c) Jurisdictional strikes have 


declined in number and are being set- 
tled without formal action. 

(d) Strikes 
clined in number due to the sixty-day 
notice requirement of the Act. 


in general have de- 


One of the most pronounced and 
significant effects of the Act has been 
the weeding out of Communists and 
fellow-travelers from posts in both na- 
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tional and local unions. And here, to 
me, is the nub of your labor relations 
problem. 
make headway in 


As long as Communists can 
labor unions, 
just so long will there be manufac- 


our 


turered unrest and discontent. 

A true working relationship be- 
tween Management and Labor can 
never be accomplished where the econ- 
omic philosophies of the two are in 
sharp contrast. And just as American 
Labor is, on the whole, alert to the evil 
ranks and 
has made great strides toward stamp- 
it is part 
of your labor relations job to show up 
Communism for what it is and sell the 
economic philosophy which is respon- 


of Communism within its 


ing it out, so, it seems to me, 


sible, starting with Edison, for the 
creation and growth of this great in- 
dustry. 

When I think of economic philo- 
sophies, | always recall the Townsend 
Plan and the time when the Town- 
sendites received word that the Scottish 
Government had endorsed their plan 
changes. A 
of that Government was in- 
here (at 
pense, of course) to help sell the plan 


in principle with minor 
member 
vited over Townsend’s ex- 
to our people. 

He came and readily agreed that his 
Government was in hearty accord with 
the Townsend principle but had made 
one minor change necessary in view of 
the difference between our two coun- 
Asked to explain he said, “Well, 


under your Plan ye gin pay $200 each 


tries. 


and ivery month to each and ivery lad- 
Under 
pay $65 each and ivery month to each 
200.” 


die over 65. our Plan we gin 


and ivery laddie over 
The Taft-Hartley 


vour right of free speech in your rela- 


Act has restored 


tionship with your employees and their 
unions. If it is essential to that relation- 
ship that there be compatible economic 
philosophies, then your job is bigger 
than negotiation over wages and hours, 
terms of employment and grievances. 
It demands of you a selling job, — sell- 
ing our way of life, our capitalistic 
(and why have we allowed that to be- 
come an odious word) form of econ- 
omy to each and every man who works 
for you, 

That’s an 8 hour job with plenty of 
overtime — and no vacations with pay. 
But it's worth every ounce of effort 
you put in it, for it is a service not 
merely to your company, not merely to 
those who work for you, but to all men 
who place the dignity of the individual 
above the exploitation of the masses. 
Thank you. 
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NINTH OF A SERIES 





Louisville. Kentucky 


By Ernest W. Fair 





USINESS in the “Blue-Grass”’ 
state experienced one of the 
most rapid growths of its entire 
history during the 1939 to 1946 period 
and the big job here in Louisville today 
is holding onto those gains and taking 
part in the tremendous electrical ex- 
pansion of the entire south. No one is 
“sitting on his hands” here now and 
any salesman who attempts to do so 
during the next few years will soon 
find himself looking for another job. 
There's plenty to do within the 
trade here and besides the still existing 
problems of adjustment brought on by 
the shortages of the last few 
there is a tremendous demand for elec- 


years 


trical supplies of every kind and de- 
scription, 

New homes and small commercial 
buildings are in great demand every- 
where and that wave of demand is not 
only sweeping over Louisville itself but 
also engulfing the scores and scores of 
medium sized cities which make up 
the Kentucky market. 

While there is a great deal more mer- 
chandise on hand in local stocks it no- 
wheres meets the demand except in a 
few items which we have noted ap- 
proaching surplus in other cities as 
well. There's still the big job of satis- 
tving account demands and the public 
relations job that salesmen have to do 


June, 1948 —ELECTRICAL WHOLESALING 


in keeping customers for their houses 
because competition is brisk in this 
area. 

Back to Louisville’s business story 
for just a paragraph or two, however, 
for figures can give a better picture of 
what has happened here since 1939 
than would a dozen verbal paragraphs, 

Retail sales, for example, have sky- 
rocketed from $152,688,000 in 1939 
to over $375,000,000 last year while 
Louisville’s effective buying income 
has risen from $311,306,000 in 1939 
to over $725,000,000 last year. Whole- 
sale sales in 1939 were $242,928,000 
and in 1946, the last year for which 
figures are available, were $575,110,- 
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GRAYBAR ELECTRIC CO 





LOUISVILLE, KENTUCKY 


O00; trade men with whom we talked 
in Louisville felt the figure was even 
greater for 1947 though not by a large 
margin, 

The liquor and tobacco industries 
are of course predominant in Louis- 
ville and their well-being has a direct 
effect on the prosperity of the entire 
area. This was very true in pre-wat 
days but since that time a great num 
ber of 


industrial institutions 


have been attracted to the overall area 


small 
and today Louisville and its neighbor 
ing cities and towns are not as heavily 


dependent on liquor and tobacco as in 
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the not too remote past. 
There are 11 


Ww holesalers 


electrical supply 


business here at 
their 
from purely local operation for one or 
two to the state of Kentucky and parts 
of Ohio and Indiana for the majority. 
Memphis, 
Nashville, Cincinnati and Indianapo- 
lis and on the outer fringes of the ter- 


doing 


Louisville and activities range 


Competition comes from 


ritories this competition has been get- 
ting more and more brisk during the 
last few months. 

The salesman’s off-brand problems 


are growing less and less in this area 


THEOBALD ELECTRIC SUPPLY CO. 


as most houses preterred to operate on 
short supply rather than stock high- 
priced goods of an unknown quality 
and hence many of the problems of ill- 
will generated by such selling in other 
parts of the country, are today not 
confronting the electrical wholesaler 
salesmen of this area. There’s a small 
smattering of this problem of course 
but it’s a here-and-there proposition 
for most of the Louisville houses pre- 
ferred to play the long-run game and 
wait out shortage problems. 

this 
had been done their problem was even 


Salesmen told us that where 
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J. J. RYAN ELECTRIC CO. 


greater today, theirs was the “gravy 
train’ routine up until about a year 
ago when old established brands start- 
ed coming back and accounts switched 
trom their houses to those handling 
this class of merchandise. There was 
quite a bit of ill-will existing from sad 
experiences with below-quality sup- 
plies and it has taken some men a 
whole year to get back even a portion 
of the good will they enjoyed before 
the war. 

There is still a good deal of alloca- 
tion going on in this area; and it is 
being done almost entirely by the sales- 
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SOUTHLAND ELECTRICAL SUPPLY CO. 
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W. W. GRAINGER 


men rather than by the houses. Most 
Louisville jobbers feel that no one is 
more capable of putting through this 
rationing of the still scarce merchan- 
dise than the salesmen and so they have 
left it in their hands. 

There has been only a small amount 
of favoritism practiced by salesmen as 
a result. An eye has also been kept on 
credit ratings of such accounts for 
most jobbers feel that the goodwill of 
sound credit accounts is of great im- 
portance for the future. They feel 
there is little point in building good- 
will with an account of unstable na- 
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ture which may not even be in existence 
a few years from now when things 
grow rougher. 

Of course that has made it some- 
what tough for the new firms which 
have gone into business since the war’s 
end; particularly those in the trades 
that are not too well financed or do 
not possess a great deal of experience. 
There’s little doubt but that any such 
contractor or dealer who survives sup- 
ply problems in this area today and is 
still in business when one hundred per- 
cent competitive conditions return, is 
a good business man; he has to be to 
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TAFEL ELECTRIC & SUPPLY CO. 


pull through in the face of competition. 

Lest our reader secure the impres- 
that the Kentucky 
where a newcomer has little chance we 
hasten to add that this is far from true. 
All major business houses here realize 


sion area is one 


the importance of building the general 
business picture throughout the area 
and the electrical jobbers are no ex- 
ception. They know that if a healthy 
and sound trade can be built up for 
future years it will mean continued 
prosperity for their own enterprises. 

There is a great deal of “big broth- 
er’ work now going on among jobber 
salesmen with that thought in mind; 
the average salesman in this area is 
devoting just about as much time to 
helping his accounts prepare them- 
selves for the future as he is in selling 
them supplies and merchandise. Some 
salesmen have done this so well that 
they are being welcomed with open 
arms at most of their stops. 

They have found that it takes a little 
while for a salesman to sell an account 
on his sincerity in such matters but if 
that sincerity does exist it proves to be 
the best goodwill builder they can use. 
of the shaky 
the jobber salesmen will be able to 


How many accounts 
pull through in the year ahead remains 
to be seen but it is almost certain that 
a good many who would have failed 
had this “big brother’ role not been 
employed, will prove to be good and 
lasting customers for the salesmen who 
went out of their way to help these 
started and weather 


new firms get 


adversities. 
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There are still some inventories of 
off-brand post-war 
Louisville jobbers houses today but 


merchandise in 


most of such merchandise was disposed 
of during the last year through con- 
centrated selling and extra drive by 
salesmen. The average jobber went to 
great trouble to explain to his salesmen 
the importance of clearing this mer- 
chandise from the warehouse and this 
procedure proved tar more effective 
than in those instances where such a 
course was not taken. 

In many cases salesmen took the 
same story to accounts whom they had 
helped and actually received co-opera- 
tion from these accounts in clearing 
such stocks by telling them the whole 
story. Such procedure could not work 
universally, of course, for many ac- 
counts would see it as a business op- 
portunity to take advantage of the 
jobber, so salesmen had to pick and 


But 


the spirit of co-operation which seems 


choose such accounts with care. 


to be an integral part of the entire 
business life of this metropolitan city 
bore up in this instance and worked 
to mutual advantage. 

The financial picture of the jobbing 
fraternity here is fairly clear; a few 
smaller concerns could use more cap- 
ital today but there appears no evidence 
of any shakiness since there was no 
outstanding example called to our at- 
tention where such a concern had lost 
capital investments through bad inven- 
tories during the last two vears. No 
one knows as to whether an additional 
house or two will be established here 





in the future when supply conditions 
improve although there has been some 
talk of such a venture. Nothing def- 
inite has been done and for the present 
the situation remains fairly stable. 

Most of the jobber’s sales staffs are 
fairly complete; little need for addi- 
tional men exists at present though 
training in warehouse and other “in- 
side” jobs is continuing with an eye 
to building up replacements for the 
future. In this area salesmen do not 
wander from house to house a great 
deal and most men have been with 
their firms for many years. 

The average salesman also knows 
his business, for in pre-war years he 
had to; competition was extremely 
rough and there wasn’t anything near 
the volume of business available that 
the trade has today. There was plenty 
of “scratching for business” in this area 
during those days and this served to 
weed out the sales ranks within the 
trade, as well as to improve the abilities 
of the men who carried through. 

The foregoing does not mean that 
a topnotch electrical supply salesman 
could not find a job here in Louisville 
today if he decided to move to the area; 
he probably could, but he would have 
to possess considerable experience as 
well as general all-around business 
ability. There’s no room for “order- 
takers”’ 
today! 


in the Louisville fraternity 


Salesmen here have also been ex- 
tending their territories during the past 
year since earnings have declined some- 
what from war time highs and a great 


ELECTRICAL WHOLESALING — June, 1948 











GENERAL ELECTRIC SUPPLY CO. 


deal more “digging” has been required 
for business. Salaries and commissions 
here during war-time days were as far 
out of balance as in other cities and 
most of the jobber salesmen knew this 
to be the situation ; they have had little 
difficulty in adjusting themselves to 
present day The average 
salesman in this area still has a good 
monthly check, however, and in fact 
a better one than in most other south- 
ern cities since 


incomes, 


Louisville is situated 
almost on the boundary line between 
the northern and southern economic 
standards. 

Most salesmen who work outside of 
Louisville itself have fairly large ter- 
ritories to cover. There is little crowd- 
ing of communities upon one another 
and a great deal of semi-mountainous 
territory between stops, particularly in 
the southeastern section of the state. 

Distances between average size com- 
munities of 25,000 and over are large 
but there has been considerable growth 
of contractors and dealers in cities and 
towns below this classification so that 
in many cases stops are made in com- 
munities which were formerly passed 
up. 

A great deal of new business has 
been developed in these small commu- 
nities since the end of the war and it is 
felt here that this business, if it is able 
to survive tougher business conditions 
in the years ahead, will continue to be 
serviced profitably for a long time to 
come, 

Price is becoming more and more of 
a problem in selling in this area; the 














average customer today asks “how 
much” when discussing an order with 
a salesman whereas but a short time 
ago price was not even discussed. How- 
ever the general price consciousness 
felt all over the country today is more 
present at the retail and service level 
in this area than at the jobbing level 
though of course this situation will 
feed back to the jobbers very shortly. 

So far there has not been a great 
deal of business lost because of price 
but salesmen report most customers 
are talking a lot more about price and 
they recognize this as a forerunner of 
the time when a big “No” will be what 
the salesman hears after he has an- 
swered the price question. There ap- 
pears to be no question but that high 
prices have kept some building from 
being done and that there is much 
more price discussion between consum- 
ers and contractors, for example, than 
ever before. 

Some contractors have had to make 
concessions to get business they wanted 
and at first they have absorbed such 
concessions themselves but salesmen in 
this area know that such concessions 
which “asked” in the 
past will be “demanded” in the future. 

The situation is competitive enough 


accounts have 


so that it will not be very long in this 
area before accounts will be able to do 
some shopping around among jobbers 
and when this occurs, until economic 
conditions level off generally, price is 
going to be an important part of selling 
because customer-accounts are going to 


make it so. In other words. there is 
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some indication of price-competitive 
selling in this area for the immediate 
future, but it is originating from the 
customer level rather than from job- 
bers themselves going after business. 
“The day of my just having to have 
something is gone,” one electrical con- 
tractor in Louisville told us, “just as 
it is gone for my own customers. A 
man used to have to have a repair job 
done or build a house because he had 
no other alternative; today fewer peo 
ple feel that way and they are finding 
more ways to get by — they are going 
to “sweat-out” this high price situa- 
tion. 
I'll have to do the 
same thing for I can't stay in business 


“That means 


by working for nothing. It means the 
jobbers are going to have to find ways 
to reduce prices themselves!” 

No jobber looks forward to that 
situation. Some already see it for the 
future, however, and pressure on man- 
ufacturers is being exerted to secure 
lower prices — but with none too good 
results! Jobbers here feel they can ab 
sorb a slight “squeeze” in the transi- 
tion to lower prices from manufac- 
turers but they cannot absorb it for 
any length of time or to any 
extent. 


great 


The future of business in the Louis 
ville area is far from dull; in fact, all 
indications point to exceptionally good 
conditions for the future but there are 
a lot of problems to be licked and every 
salesman in this area is going to have 
plenty of fighting to do with these 
problems during the year ahead. 
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APPARATUS AND SUPPLY Division Panel (left to right) : 
A. Byers, H. P. Litchfield, R. M. Johannesen, D. M. Salsbury, 


Herbert Metz, L. W. Taylor, D. L. Fife, A. W. Kimberlin, R. A. 
Stott, H. Czech, and W. M. Fenn. 


Panel Discussions Prove Valuable 


To N.E. W.A. Members at Convention 


Open panel discussion of troublesome wholesaling prob- 


lems “smoked out”? many satisfactory solutions in new 


streamlining feature of N.E.W.A. convention meetings 





HEY came; they sat; they ques- 

tioned; if Caesar's famous mes- 

sage can be liberally paraphrased 
to describe the new convention proce- 
dure of the National Electrical 
Wholesalers Association at the For- 
tieth Anniversary Convention recently 
held in Buffalo. 

Through the panel discussion pro- 
cedure so successfully introduced at 
the convention the association mem- 
bers were afforded a splendid oppor- 
tunity to address their questions to the 
various committee chairmen for open 
discussion. 

During the convention four of these 
panel discussions were scheduled and 
held, two being sponsored by the Ap- 
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paratus and Supply Division and two 
by the Appliance Division. 

Previously the committee chairmen 
had read the reports in their entirety 
at the convention and these were sub- 
sequently published and circulated to 
the mem!:rs. 

This Vcr, however, the established 
pattern was for the chairmen to briefly 
review the report and highlight the 
activities of their respective commit- 
tees. Then, under the guidance of a 
moderator the report was opened for 
discussion and elaboration. 

Many interesting points affecting 
the operation of the electrical whole- 
saler were thus raised in these meet- 
ings and satisfactorily settled as a re- 


sult of the discussion and opinions ad- 
vanced by members. 

Since the panel discussions were 
open to members and guests, many 
manufacturers attended and were able 
to contribute first-hand, valuable in- 
formation pertaining to the produc- 
tion, packaging and selling of electri- 
cal supplies, equipment and appliances. 
In some cases questions were addressed 
directly to manufacturers and manu- 
facturers were likewise allowed to ad- 
dress questions to the group. 

Thus the panel discussions formed 
a valuable sounding board for both 
wholesalers and manufacturers — a 
common ground where they could meet 
and discuss problems of the trade. 
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APPARATUS AND SUPPLY Division Panel (left to right) : Kaske; Herbert Metz, co-moderator; B. Merritt; C, E. Mason, 
C. Prange; J. P. Hamblen; D. M. Salsbury, moderator; J. J. and I. W. Sigal. 
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APPLIANCE Division Panel. R. C. Hill, P. D. Karsten, G. F. Kindley, B. Gross, H. Alter, F. M. Squires, J. A. Vassar. 
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APPLIANCE Division Panel: R. C. Hill, K. G. Gillespie, G. F. Kindley, W. G. Peirce, F. E. Stern, H. Czech, C. A. D’Elia. 
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Clocked at flying speeds 
of 180 m.p.h., the duck hawk 
moves faster than any other 

self-propelled being. 





for office figure work 


Speed with proved accuracy is the only measure of rapid 
figure production. And only with the new 96 automatic 
Printing Calculator do you achieve this ¢rve speed. It’s 


three ways faster! 


Faster — with the printed tape. A quick glance shows every 


factor, tells you you're right—right away! Faster — with 








automatic division, electrified multiplication, addition and 


4 





subtraction, and the famous 10-key touch control key 


board. Faster —with automatic completion and clearance 


FACTS ABOUT PROOF—Immediate proot 
of every problem diate prow 
. yt accuracy on the printed tape. Clipped 
: to your work, it’s a permanent record for 
And here's a speed bonus—electrified cycling and printing tei . 


faster than ever before! Your local Remington Rand ; 
FACTS ABOUT CONTROL—FEasy-to-use 10-key key- 
-@ olive . ) , 
representative will give you the complete story. Phone board and logically placed feature keys give opera- 
him today tor positive, simplified control of the most complex 


calculation 


asl TYP¢ 
FACTS ABOUT SOUND—Built-in cushions * ~~ 


~ ‘7. 
eS o 
ry . } . , ~ ? 
Write today fi FACTS about and soundproofing reduce office clatter. . s 
office figures” to Remington Rand. “Office nerves” disappear, operator eth = & 
i, on " , . WNIVE y ° 
Dept. EW-6, 315 Fourth Avenue, ciency zooms ‘,. es 
ms | aaa y 
New York 10, N. Y. “NGTON * 


“fully automatic proof on the printed tape” 


the new 96 ‘Kemnglon Kand Printing Calculator 
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ADVISE the contractor at once if any materials on his order are short in stock to protect him against costly delays on the job. 


“Know-How” Builds Bigger Sales 
To Old and New Contractors 


Cooperation with the electrical contractor includes train- 


ing him to be an intelligent buyer and saving him time 


and money as a result of this pays off to the salesman, too 


By Leo E. Mayer 





ET us look closel\ 


cal contractor operation and find 


nto the electri- 
out what are the relations be- 
tween the contractor and the whole- 
saler. 

The different classes of work done 
by the contractor reflect the method of 
the contractor's buying. For example, 
many contractors who work on large 
projects do not carry sufthcient quanti- 
for each 


ties of materials, but buy 


project as they are awarded to them 
and as a general rule require a large 
quantity of each item so that shipments 
are made direct to the job site and 
stored in temporary buildings for that 


purpose. 


This contractor usually has a pur- 
chasing agent although he himself is 
generally well posted on the availabil- 
ity of materials and prices. 

The contractor who does the me- 
dium class of work ordinarily carries 
a large stock of material in his stock 
room, because his work does not last 
long enough to set up a special build- 
ing for storing material. This type of 
buyer must use good judgment to avoid 
stocking materials that do not move 
fast or become obsolete and this is 
certainly one place where the sales- 
man can gain the friendship of the 
contractor by helping him to select 
the right kind of materials to cover 
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PART VI 


the ( lass ot work he usually does. 
The 


overstock the contractor on any 


salesman should not try to 
item 
to a point where he does not get at 
least a 60 day turnover. He should 
also see that the contractor buys a good 
quality of material so as to avoid the 
necessity of returning to the job and 
replacing defective material. 

In this 
should be 


connection the contractor 
urged to point out to his 
customers that labor is expensive and 
if it becomes necessary to replace a 
poor grade of material the cost will 
far exceed any saving that may have 
been made in the original purchase. 

The electrical contractor should set 
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FOR FLUORESCENT LIGHTING... 


INSIST ON Certiicd Gallacts 
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...and forget ballast worries! 


® It may not be fair, but your customers are likely to blame you 
if fixtures fail because of faulty ballast performance. 
Why not avoid this worry? Just make certain that any 
fluorescent fixtures you endorse are equipped with Certified Ballasts. 


Certified Ballasts in fixtures assure— 


® Quiet operation © Rated light output 
® Full lamp life ® Dependable performance for life of fixture 


Certified Ballasts are built to strict specifications—then tested 
and checked by impartial Electrical Testing Laboratories, 





Inc. That’s why you’re safer when you put reliance 






) on Certified Ballasts. 


/ FATIFIED BALLAST MANUFACTURERS 


Makers of Certified Ballasts for Fluorescent Lighting 





2116 KEITH BLDG., CLEVELAND 15, OHIO 
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up a purchase order system so that he 
will have a complete record of all 
purchases. This can be done best by 
having each order made in three copies, 
one for a permanent file, one for the 
receiving room, and one for the buyer’s 
desk. Each order should be numbered 
so that ready reference can be made 
to it without delay. In making up 
orders they should be classified for 
either job requirements or for the stock 
room. 

Orders placed for stock should be 
watched very closely to avoid stocking 
any one item beyond a_ reasonable 
turnover. Orders for jobs should be 
followed to make sure that the ma- 
terial will be on the project when 
required. Following up such orders is 
the duty of the salesman and he can 
save time and money for his contractor 
if he puts his effort behind these orders 
and gets the material to him in the 
shortest time possible. 

When a contractor sends his men 
out on a job, and the material from 
the supplier is not there when prom- 
ised, it represents a needless loss to 
the contractor in time and money. It 
is a poor policy for a supply house to 
take orders for material and only fill 
part of the order without advising the 
contractor that the order 
filled completely. 

A wide-awake salesman will not 
allow this condition to exist but will 
notify the contractor about items that 
are not in stock when the order is 
taken and not after it is delivered in 
part. 

Advising the contractor about the 
shortage right away will give him 
a chance to get the material from some 
other supply house. Many times he 
can wait depending upon the size of 
the job, but in some cases time is im- 


cannot be 


portant and keeping the contractor 
informed will do much to maintain 
his friendship and his status as a good 
customer. 

You can help a contractor become 
a good buyer by your method of han- 
dling his account. Habit buying be- 
comes natural if you place yourself 
in a position of helping to develop that 
habit on the part of the contractor. 

The salesman should learn from his 
contractor what time of day and day 
each week is best for him to call and 
once that time is set it is important 
that he be there at the appointed time. 
It will take several calls to get the 
required results, but after a few calls 
vou will find the contractor looking 
for you and, in time, he will! have pre- 





THE salesman must guide the contractor to the buying of quality materials so as to 
avoid the necessity of returning to the job to replace defective material. 


pared his list of material in advance 
of your call so that when you arrive 
he will be ready and glad to see you. 
The result will be that you will not 
have to spend so much time in his place 
of business, but get your order and be 


on your way to the next contractor. 


Remember that contractors are busy 
and do not have too much time to 
spend other than for business purposes. 
The wise salesman should let the con- 
tractor feel that he, too, is busy and 
wants to get to his next call. He will 
soon get into the swing of helping you 
make your visit pleasant; pleased that 
vou did not take up too much of his 
time and will be looking for you soon 
again. 

interested in 
something new, try to show him new 


All contractors are 
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items if you can. Catalogs may have 
appeal items in them which may be 
old to you and new to the contractor. 

New materials are constantly com- 
ing out from manufacturers and the 
up and going salesman can make a 
good buyer out of his contractor if he 
keeps him posted on the use of new 
items. 

Aluminum wire, for example, is a 
new product for building wiring and 
has some outstanding features that are 
of particular interest to the contractor. 

To the many angles of how you can 
make the contractor a good buyer must 
be added enthusiasm. Put enthusiasm 
into your selling, have an enthusias- 
tic heart and an enthusiastic voice; it 
is contagious and will make your con- 
tractor enthusiastic too. 












MODERN LIGHTING BY 


SWIVELIER 


Martin Levine, president of Mar-Le Co., Stamford, Conn., and 
Hy. Brandman of Swivelier Co. 





The company’s line of Markstone residential fixtures was pre- 
sented by M. J. Marks, president Markstone Mfg. Co. 





Sylvania Electric’s Ralph Davis relaxes between visitors at the 
Hotel Lafayette home lighting exhibit. 
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Dele 
FUGORESCENT UGH TER 
ot RL SAY 
HORE LGHTIED Page Tiyeres 


A SA Mi ae Me 


L. Rosenstein, L. J. Segil Co., discusses new home lighting 
fixtures at N.E.W.A. exhibit. 











G. Montgomery, New England rep. with Bernie Mitchell, 
president, Mitchell Mfg. Co., and C. Schroeder of Mitchell. 


HERR 


\\ eb ee 








J. Freedman eastern rep. of the Circlite Corp., G. Gomberg, 
president of the Co. and A. Schwartz, Philadelphia rep. 
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Al. Iden and Sid. Buskin show the latest fixtures from Jackson 
Electrical Co. 


nome 


LIGHTING 











Roy W. Vershure, shows the company’s line of residential light- 


ing fixtures made by Moe Brothers. 


Profitable Home Lighting Market 


Now Open to Aggressive Salesmen 





STRONG reminder to elec- 
trical wholesalers and_ their 

salesmen that the time is now 
ripe to ready themselves for the resi- 
dential lighting market was furnished 
by the Residential Lighting Exhibit 
held in conjunction with the recent 
N.E.W.A. Fortieth Anniversary Con- 
vention in Buffalo. 

The progress in design and manu- 
facture of incandescent and fluorescent 
fixtures for the home as evidenced by 
the exhibit was ample proof that resi- 
dential fixtures in a wide variety are 
available. 

Of necessity the residential lighting 
market was sadly neglected during the 
war years for all efforts were centered 
on fulfilling the war demands for im- 
proved industrial lighting. The two 
years following V-] Day saw intensive 
cultivation of the commercial lighting 
field in addition to increased industrial 
lighting activity. With these two light- 
ing markets well under way, it is ob- 
viously high time to promote and sell 
the residential lighting market. 

One million new housing units are 
forecast for 1948 at an amount of 
$15.2 billion currently estimated, mak- 
ing an attractive lighting fixture mar- 


ket alone to say nothing of the vast 
quantities of electrical supplies that 
will be needed in the materialization 
of these much-needed new units. 

And how is this tremendous home 
building program progressing ? 

In the first quarter of 1948 it was 
reported that twice as many dwelling 
units were started 
quarter 
times 


than in the first 
of 1947 and more than four 
as many were completed. Evi- 
dence enough that the program is mov- 
ing along at an accelerated rate and 
will increase in scope as more and more 
building materials become available. 

Another phase of the home lighting 
market not to be overlooked is home 
modernization. It has been estimated 
that 30 million homes in this country 
need four times as much light as they 
now have and certainly this offers the 
salesman a sales opportunity of un- 
precedented size. 

Thus the market for 
lighting fixtures 


residential 
and portable lamps 
has today assumed major proportions 
Materials have grad- 
ually become more easily available for 
processing by manufacturers and de- 
liveries are constantly improving. 
The market cannot be successfully 


for the salesman. 
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without an effec- 
tively coordinated program on the part 
of the electrical 
salesmen, 


cultivated, however, 


wholesaler and_ his 

This means that the first step for 
the wholesaler and his salesmen is ade- 
quate training in the fundamentals ot 
home lighting so that the customer’s 
lighting needs can be 
alyzed 


carefully an 
and recommendations 
made to assure efhcient and comfort- 
able seeing conditions in the home. 


Secondly, 


proper 


electrical contractors and 
dealers must be selected who have the 
full realization and the ability to sell 
Planned Lighting in the home. They 
must be capable of 
prospective 


acquainting the 
home-builder or home- 
modernizer with the need for properly 
selected lighting units both as to quan- 
tity and quality. 
Thirdly, modern 
rooms must be 


lighting show 
built and maintained 
where the customer of the wholesaler 
can bring the prospective homebuilder 
q modernizer for selection of fixtures. 

Lastly, with the many changes in 
lighting sources taking place the pro- 
gram of home lighting training and 
education must be continuous in order 
to be successful. 
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PORCELAIN ENAMEL REFLECTORS ARE 
ESSENTIAL TO A GOOD LIGHTING PLAN! 


For fluorescent lighting, as well as incandescent lighting, units bearing 

¢ the RLM LABEL give assurance of important benefits. For example, 

this label warrantees that the reflectors are Porcelain Enameled on Steel. 

That means the reflectors excel in sustained lighting efficiency, durability, 
ease of cleaning and low-cost maintenance. 


Unlike baked, synthetic or paint enamel finishes, which are chiefly 
organic, real Porcelain Enamel is Vitreous Enamel, entirely inorganic. It is a 
mineral substance, fused to steel at 1550°F. Flint hard and non-porous, 
it cannot wear, scratch or become dull. It is immune to deterioration, 
corrosion and weathering. It is the only time-proven, commercially-used 
light reflecting surface whose original ethciency can be sustained year after 
year by simply washing with soap and water. 


Further, Porcelain Enamel is unsurpassed as a reflecting surface. It ideally 
combines a high reflection factor with a high diffusion factor. This balance 
insures a quality of light which promotes seeing comfort, high light 
output with a minimum of glare, and more light for the vertical surfaces 
as well as the horizontal planes. 


The label assures you, too, that the Porcelain Enamel meets important 

© quality specifications established by the RLM STANDARDS INSTITUTE. 

Conformance to these specifications is assured through periodic inspections 

by the Electrical Testing Laboratories. Thus specification of the RLM LABEL 

warrantees not only that the reflectors will be ot /igh quality Porcelain Enamel, 
but that this Aigh quality will prevail vniformly trom fixture to fixture. 


gis.” RE ee Ea 


TMASTANOAROSHINGTITUTE 


Porcelain Enamel is just one of the important specifications which lighting units must meet in 
order to carry the RLM LABEL. It is one more intelligent reason why you should buy, specify and 
install fluorescent fixtures bearing the RLM LABEL... your Warranty for Uniform Quality. 
For details concerning standard specifications established for 14 different fluorescent and 
incandescent lighting units, as well as a list of manufacturers making them, write to the 
RLM STANDARDS INSTITUTE, Suite 817, 326 West Madison Street, Chicago 6, Illinois. 
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Fluorescent RLM Specification: 
“Reflector steel thickness: not less than .032inches."’ 
ASSURES RIGIDITY 





Fluorescent RLM Specification: 





Fluorescent RLM Specification: 





Fluorescent RLM Specification: 
**Surface must be free from tears, star marks, craz- 

ing, blisters, black specks, hair lines, chipping, pin 

holes and other irregularities.’ 

ASSURES DURABILITY R263! 
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CALIFORNIA ELECTRIC SUPPLY CO. OF SAN 
FRANCISCO recently held a lighting promotion meet- 
ing at their showrooms and success of the meeting is 
attested by these photos. E. L. McDonnell, secretary 
and treasurer of the company, was chairman and Leon 
Richman, vice president of the Lightolier Company was 


guest speaker. 








LIGHTOLIER'S Leon Rich- E. L. McDONNELL was the 


man spoke. meeting's chairman. 





ONE of the fixtures which “highlighted” SERVICE WITH A SONG—Guests grin their approval of both the music 


the wholesaler's meeting. and the menu. 


Rey 





EVERYONE SMILED—Only the tables groaned during the California Electric Supply Company's 10-course banquet. 
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BRIEGEL & 


ALL-STEEL 


INDENTER-TYPE 


(fittin?? 








Select the best, insist on 
Briegel All Steel Fittings, the 
only approved Indenter type 
connectors and couplings for 
thin wall conduit tubing. You 
will not only find that Briegel 
indenter Fittings are easier 
and faster to use, but also 
make neater, stronger con- 
nections. Two Easy Squeezes 
and they’re set. Start using 
Briegel Fittings today. Have 
more satisfied customers— 
more profits from each job! 


DISTRIBUTED BY 
The M. B. Austin Co., Northbrook, Ill. 
Clayton Mark & Co., Evanston, Ill. 
Clifton Conduit Co., Jersey City, N. J. 
Gen. Electric Co., Bridgeport, Conn. 
The Steelduct Co., Youngstown, Ohio 
Enameled Metals, Pittsburgh, Penn. 
National Encmeling & Mfg. Co. 
Pittsburgh, Pa. 


@. All B-M Fittings Carry the 


“ea Tance Underwriters Seal of Approval 














(Continued from page 73) 


Mr. Mann made the following suggestion: 
| 1. That there be created a joint commit- 
tee embracing representation from all elec- 
trical associations, representative advertis- 
ing agencies and media, utility companies, 
and any others interested in the function 
of the electrical appliance industry. 

2. That this committee create a mer- 
chandise plan to which all elements of 
the industry would contribute. This plan 
would: 

(a) Educate dealers in the necessity 
for improving present methods of distribu- 
tion, 


(b) Publicize the industry to potential 





sales people and encourage them into elec 
tric appliance sales. 


(c) Publicize and aim to improve all 


existing programs for proper selection of 
sales people and their training. 

(d) Foster studies and dissemination 
of information to dealers as to proper meth- 
ods of compensation and other pertinent 
factors pertaining to the building of sales 
organizations and sales volume, the han- 
dling of time payment paper, service, and 


other factors necessary to build a strong 


dealer industry. 


MacDonald and Hawks 
Honored By E.E.W.A. 


NEW YORK—N. J. MacDonald, vice 
president, Thomas & Betts Co. and Julian 
A. Hawks, eastern manager, Appleton 
Electric Co., were recipients of the annual 
Eastern Electrical Wholesalers Association 
Award presented here recently. 

Founded in 1947 by G. V. Weir, manag- 
ing director of E.E.W.A., the award was 
adopted officially by the association’s board 


Cross Section Show- 
ing Indentations. 


of directors this year and will be awarded 


BRIEGEL 
METHOD 
TOOL CO. 


GALVA, ILLINOIS #& 











“A great honor”... N. J. MacDonald 


annually to the individual, who, in the 
| opinion of the judges, has done the most 
in the interest of the independent electrical 
wholesale industry. 
Mr. MacDonald was presented the 1948 


award with the following citation: “For 
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establishing a wholesaling policy for his 


firm, which all electrical manufacturers 





could well adopt. As advisor to both the 
War Production Board and the O.P.A., he 
spent much of his time during the war 
years in Washington opposing the econ- 


omists and theorists who believed there was 


no place in the picture for wholesalers, and | e re 5 H 


did this on his own time with no thought 


of compensation — all in the interest of 0 ul 
the independent electrical wholesaling in- | ad ep p 


dustry.” 


Because of his contribution to the indus- | : ORD 
try especially during the war years, the GET AN 


_ BURGESS 


| Flashlights and Batteries 
Are Order-Book ‘Openers’ 





“I'm very happy”... Julian Hawks 


Arm your salesmen with this fast-selling, high 
quality line of Burgess Flashlights and Batteries 
board -of governors made an additional . . watch their overall sales volume sky-rocket! 
award this year which was presented to 


Mr. Hawks. 
he award to Mr. Hawks carried the 


See for yourself how important these two 
Burgess products really are for getting the 
crucial first items on a dealer order! Burgess all- 
metal, smartly styled flashlights are popularly 
priced to give you a wide selling range .. . 
ready sellers with bright, sales-stimulating 
display cards. 


following citation: “As first managing 
director of the Eastern Electrical Whole- 
salers Association, Inc., he did much to 
establish the association on a firm basis, | 


and was instrumental in establishing a 


great degree of understanding and coopera- As a tie-in for your flashlight sales, Burgess 
batteries, packed in eye-catching displays like 
the one shown, give dealers another opportunity 
at fast-selling, traffic-building sales. 


tion between the wholesalers themselves 
and the manufacturers with whom they did 
business. Several vears of this work was 


done with no compensation to himself. As Be sure you're ready for the summer vacation 


season. Order Burgess Flashlights and Batteries 
now! Write today for bright Burgess catalog 
sheets for your salesmen. 


Chief of the Electrical Wholesaling section 
of W.P.B. in Washington, he was instru- 
mental in having orders affecting the Elec- | 
trical Wholesaling Industry administered | 
in a practical and sensible manner, in the 
interest of the Electrical Wholesaling 


Industry.” 


Wesco Announces Many 
Personnel Appointments 








‘ No. 48-V 
NEW YORK — Westinghouse Electric No. 6247 —— 
Supply Co. has recently announced a long Assortment pater st 


No. 2 Flashlight Bat- 


tery. A complete line BURGESS BATTERY COMPANY 


of quality batteries 


for all flashlights. FREEPORT, ILLINOIS 


ee ee ee ee ee ee ae Se eae ee ee ee ae a ee oe ee ee oe ee 
BURGESS BATTERY COMPANY, Freeport, Illinois 

Gentlemen: Send us these flashlight battery sales builders so that we I 

are ready for the outdoor season just ahead: 1 


list of new appointments for its branch 
houses and districts located throughout the 
country, 

H. L. Edge, Jr., an apparatus and suppl 
salesman, has been named manager of the 
new Wesco branch office recently opened 


in Albany, Georgia. Colorful flashlight battery window streamers 





A ppointe 1 as farm di upe tine Flashlight Battery order cards to mail to our dealers. I 

. d ; ‘ sales s s ‘ ‘ 

I B ; 1X Vouk Envelope enclosures on flashlight batteries. 1 

WOEERs - J. Brophy, Central ew or Catalog Sheets for our salesmen. I 

State District; G. W. Reber, South Atlantic Name 

District; J. D. Sherck, Central District. Address I 
Eugene N. Meredith, former branch ap- City Zone State I 
: ; oye Signed 1 

pliance sales manager at ( hicago, has been —— — <= ee Gee ee ee ee ee ee ee ee ee ee ee ee ee ee ee 
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"solid comfort’’ for 


linemen 


@ There’s greater comfort for the lineman in the 
Pole Master” 
working pair... 


oe 2 Rotate, new Klein“ Climbers. Designed as a real 
with one climber especially for the 
right and the other for the left. . 


wide stirrup for greater arch support. 


. they have an extra 


Leg irons are tough and dependable, yet flexible and 
tapered in width and thickness. Ankles and calves get 
better support . . . chafing is practically eliminated. 
And the scientifically offset shank brings gaff in proper 
line with leg bone, providing real security . . . solid 
comfort. 


1945 POLEMASTER 
CLIMBERS Riveted 
Top Wrought Loop, 
Triangular Ring at 


Ankle (average 
weight) 2’4 lbs. per 
air. (With this Clim- 
~~ use Ankle Strap 
No. 5301-16 or No. 
5301-26). 


‘“*Pole Master” Climbers are forged from high quality, 
special alloy steel. A wrought, triangular-shaped ring 
at ankle assures proper set of ankle strap and provides 
additional comfort . . . safer, longer strap life. * 
Masters”... like all Klein climbers ... are individually 
tested and suitable for linemen of any weight. 


Pole 








* Matched Right and Left Climbers 


ASK YOUR SUPPLIER 


Foreign Distributor: Interna- 
tional Standard Electric Corp., 
New York 






Mathias Mathias AEE 


BELMONT AVE CHICAGO 18 
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assigned Northwestern District appliance 
manager. J. H. Davidson was named Chi- 
cago Metropolitan major appliance man- 
ager. Duane Strawbridge has been assigned 
the duties of South Atlantic District appli- 
ance sales manager. R, T. 
Shreve, a new-comer with the Wesco or- 
ganization, has been appointed Northwes- 
tern District specialties sales manager. 

J. L. Gould has named Eastern 
District stores manager succeeding J. C. 


promotion 


been 


Gross who has joined Wesco headquarters 
in New York City as assistant to J. J. 
Kaske, general stores manager. 

C. L. Cogswell, assistant to M. P. Nicker- 
son, general apparatus and supplies man- 
ager, has taken over Mr. 


sibilities at headquarters. 


Gould’s respon- 


M. M. Welton was appointed manager 


of the Wesco branch in Des Moines and 


T. E. Roddy named Northern District ap- 
paratus and supplies sales promotion 
manager. 


Miller Company Operating 
Two New Plants In Ohio 
MERIDEN, CONN. — The Miller Com 


pany, 
its two 


of this city, recently announced that 


new now in 
operation, manufacturing fluorescent light- 


ing equipment. 


plants in Ohio are 


and 
finishing plant in Utica and the other an 
assembly and finishing plant in Cambridge. 
Both the 
manufacturing 

The Utica 


equipment for the 


One is a fabricating 


supplement firm’s Connecticut 
facilities. 

plant has  metal-forming 
fabrication of channels 
and reflectors, with additional presses for 
fabricating component straps and fittings. 
The 


temperature controls and modern conveyor 


factory is air conditioned and has 


systems for producing baked enamel paint 
surfaces, 

Remaining in this city are the following 
The roll- 


products di 


divisions of the Miller Company: 
ing mill division, the heating 
and the 


vision, illuminating division. 


Paul S. Ellison Joins 
N. Y. Consulting Firm 


NEW YORK — Paul S. Ellison, formerly 
public relations director for Sylvania Elec- 
tric Products, 


Inc., recently joined Control 


Systems for Management, Inc., of this city, 
a consulting firm in the field of wholesale 
distribution which has a number of clients 
in the general radio and electrical business. 

Mr. 


Sylvania for 15 years in various sales and 


Ellison, who was associated with 
former chair- 
Association of National Adver- 
He is also a director of The Adver- 
tising Council, the 
the Advertising Research Founda- 
a member of the Joint A.N.A.- 
Committee 


advertising capacities, is a 
man of the 
tisers. 
Audit Bureau of Circu- 
lations, 
tion and 
A.A.A.A. 


standing. 


on Economic Under- 
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ELECTRICAL WHOLE(SAILORS). 
“All they need now is a boat,” declared 
K. O. Plough (second from left), owner 
of the Plough Electric Co., San Fran- 
cisco, referring to the naval backgrounds 


of several members of his electrical 
wholesaling “crew.” Piping aboard the 
from left to 


cameraman, right, are: 
Harold B. Semichy, manager; Mr. 
Plough; Herbert F. Frey, shipping 


clerk; and Robert W. Bemis, account- 
ant. 





New Classification Added 

To Lighting Show Contest 
CHICAGO — The addition of a fifth 

classification to the $1,500 Merit Award 


Competition, sponsored by the Third In- 
ternational Lighting Exposition, makes it 





possible for owners and users of lighting | 


to obtain merit award recognition or gold 
seal cash awards, R. D. Bradley, chairman 
of the Merit Award Committee, announced 
recently. Other changes in the official rules 
simplify methods of presentation of entries, 
it was reported. 


G. E. Appliance Reports 
Ten Executive Changes 


F 


BRIDGEPORT, CONN. —In a move to | 


attain greater operating efficiency and flex- 
ibility through better coordination of cer- 
tain functions, the General Electric Com- 
pany’s Appliance & Merchandise Depart- 


ment recently announced changes in the | 


titles and responsibilities of the following | 


ten men: 

Carl M. Lynge, formerly manager of 
manufacturing, was appointed manager of 
employee and community relations for both 
the Appliance & Merchandise Department 
and the newly-formed Construction Maver- 
ials Department. 

Named as manager of engineering and 
manufacturing for the Appliance & Mer- 
chandise Department was J. W. McNairy. 
He was formerly manager of the engineer- 
ing and planning division. 

A. M. Sweeney, formerly manager of 
appliance sales, has been assigned the post 


of general sales manager, while Charles 


Ney UCTS 


by Cannon Elecitic 





/ 





DNP-3 








DPF-9 


UW pl ulti el avg 
PULOW bUGElws 


-+- ARE ALL-PURPOSE COLORED LIGHTS FOR SIG- 
NALING, WARNING, DECORATION AND MOD- 
ERATE ILLUMINATION, ETC. 


..- AVAILABLE IN 5 COLORS: CRYSTAL, RED, GREEN, 
BLUE AND AMBER, AND COMBINATIONS. 


«+. TWO VOLTAGES: 12V, 15CP or 115V, 6W. 


A SECOND cousin to the now well known “Path- 
finder Light,” the Utility Pilot Lights utilize the 
same 180° unbreakable plastic (polystyrene) 
prism lens as used in the Pathfinder. 
The DNP Light was first designed for the signal 
lights for Bullock’s-Pasadena—one of the most 
modern, striking, up-to-date department stores 
in the country. 

MOUNTING 
DNP Lights are mounted on plaskon plates in 
antique ivory, or silver, bronze, copper or gold 
hammertone finish. Types DNP-1 and DNP-2 
mount on two-gang plaster rings, DNP-3 on a 
four-gang plaster ring and must be mounted ver- 
tically. 


SNAP-ON CONSTRUCTION 
Unique for simple and easy lamp change or re- 
placement is the Snap-on construction, requiring 
no tools. 
Individual barriers are provided between colo: 
lens, although these may be omitted, if desired 


Type DPF-9 uses a 9” 6W fluorescent lamp, with- 
out barriers. 


Write for Bulletin No. UPL-1 for a color reproduction and 
additional data, and QL-1 for prices. 


BROADCAST STATION LIGHT 


i te 
* 





This indicator Light Type Q-12 is equipped with 
2 standard Cannon Electric Dome Lights mounted 
on a plate having an illuminated panel upon 
which may be lettered “ON THE AIR,” “DO 
NOT ENTER,” etc. Used inside auditoriums, con- 
trol rooms, etc. Lights flash in whatever timing 
your present equipment provides. Write for Bul- 
letin No. Q-1. Address Dept. No. F-362. 


CANNON gLacrRIe@ 
Laulgac Cpa _ 


IN CANADA & BRITISH EMPIRE: 
CANNON ELECTRIC COMPANY, LTD. 7 
TORONTO 13, ONTARIO 


W. Theleen, assistant manager of appli- 
ance sales, has become manager of sales. 
Succeeding Arthur L. Scaife as advertis- 
ing manager is George B. Park, who was 
vreviously public relations manager. Mr. 


3209 HUMBOLDT ST., LOS ANGELES 31, CALIF. 


WORLD EXPORT (excepting British Empire): 
FRAZAR & HANSEN, 301 CLAY STREET 


Scaife becomes manager of merchandising. SAN FRANCISCO 11, CALIFORNIA 





Albert J. Brock, formerly assistant man- 
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GREENLEE 
a 


In reporting on its experience with 
the GREENLEE Hydraulic Bender, 
Conlon Electric Corp., Brooklyn, 
N.Y., says this: 

‘The GREENLEE is very good, fast, 
and efficient. Through its use,a savings 
of 30¢; in labor hours is realized. In 
addition, the GREENLEE brings about 
a 30°o savings on fittings and manu- 
factured bends.”’ 

Savings like these in labor and 
materials are extremely important to 
contractors today. Tell your customers 


how they, too, can do more jobs... 


“GOOD, FAST, 


EFFICIENT... 

TAKES ONE 
THIRD LESS 
WN: Te) 





HYDRAULIC BENDER 


faster and better . .. by using a 
GREENLEE. 

For, even a beginner with a 
GREENLEE can in just a few minutes 
produce smooth, precise bends in 
pipe up to 4%”, rigid and thin-wall 
conduit, tubing, bus-bars. The 
GREENLEE is hydraulic . . . one-man- 
operated, compact, portable, easy to 
set up and operate. Get complete 








TOOLS FOR CRAFTSMEN 


GREENLEE 


YOUR SALES OPPORTUNITIES WITH 


Hydraulic Conduit, Pipe and Bus-Bar Benders 
Pipe Pushers « 
Cable Pullers » 
Bits « 


Spiral Screw Drivers + 


Bit Extensions * Draw Knives 
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Knockout Punches and Cutters « 


Automatic Push Drills « 





sales facts today. Write =" 
Greenlee Tool Co., Divi- ator: 
sion of Greenlee Bros. kh eonee 
& Co., 1846 Columbia OM wrote 
Avenue, Rockford, IIl. 

THE GREENLEE LINE 
Steel and Copper Tube Benders * Hydraulic 


Radio Chassis Punches ¢ Joist Borers 


Auger Bits ¢ Expansive 


Chisels and Gouges * And Many More 











ager of construction material sales, has been 
appointed manager of sales services of the 
Appliance & Merchandise Department. In 
this position he will be responsible for 
the operations of the General Electric Con- 
sumers Institute and Home Bureau and of 
the retail development and sales service 
sections. 

Former sales specialist Dorcey F, Hines 
has been named manager of special ac- 
counts, in which capacity he will have 
charge of the farm sales and department 
store sales sections. 

Mullin, Jr., and George D. 
Kobick have been appointed home freezer 


George E. 


sales manager and manager of apartment 
house sales, respectively, for the household 
refrigerator division. Mr. Mullin was form- 
erly manager of farm sales for the appli- 
ance and construction materials sales serv- 
Mr. 


Kobick will continue to coordinate apart- 


ice divisions. In his new capacity, 
ment house sales for all interested appli- 


ance divisions. 


Wiremold Company Adds 
Three To Sales Force 


HARTFORD, CONN. —As part of its 
program to increase customer service, The 
Wiremold Company of this city recently 
announced the addition of three men to its 
sales force in New York City, Chicago and 
Philadelphia, 

Thomas J. Pugh will assist Walter S. 
Beckett, district sales manager at Philadel- 
phia. Added to the Chicago staff under 
Ambrose J. Massey was Charles J. Wirtz. 
Robert J. Brazill George W. 
Sundstrom in the Metropolitan New York 


will aid 


area, 








WILLIAM W. SCOTT recently was 
appointed as general sales manager of 
the Federal Electric Co., Inc., of Chi- 
cago. Associated with the Federal Elec- 
tric Co., Inc. for more than 20 years, 
Mr. Scott has served as general man- 
ager of the firm’s Signal Division since 
1930. 
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TAYLOR D. MacLAFFERTY, form- 
erly sales manager, recently was named 
manager of marketing for the Trumbull 
Electric Mfg. Co., Plainville, Conn. He 
will have over-all responsibility for the 
operations of the Field Sales, Product 
Sales, Marketing Services and Adver- 
tising Divisions of the firm. 





Shook Directs Graybar’s 
Detroit Appliance Sales 


DETROIT — The appointment of Guy 
R. Shook as district appliance sales man- 
ager here for the Graybar Electric Co. was 
announced recently by E. R. Yonkers, Wol- 
verine district manager. Mr. Shook will 
supervise distribution of major appliances, 
trathc appliances and radio receiving sets 
throughout the district from Graybar ware- 
houses at Detroit, Lansing and Flint. 

Widely known in the electrical appliance 
trade in the Detroit area, Mr. Shook has 
heen actively engaged in the merchandising 
of electrical appliances since 1931. His ex- 
perience includes four vears with J. L. 
Hudson and thirteen years in various ex- 


ecutive capacities with General Electric. 


Planned Lighting Awards 
Established By E. E. I. 


NEW YORK—The Fdison Electric In 
stitute and the Better Light-Better Sight 
Bureau recently announced that they are 
jointly sponsoring Annual Planned Light- 
ing Awards for electric utility companies 
and their personnel who achieve outstand- 
ing success in the promotion of planned 
lighting installations during the twelve 
month period ending March 1, 1949, 

A total of $1,400 in cash prizes, with 
certificates of merit and a bronze plaque, 
will be presented at the 1949 E, E. I. 
convention. First and second prizes of $200 
and $100, respectively, will be awarded 
with certificates for the best individual 
programs in three lighting fields—residen- 
tial, commercial and industrial. In addi- 


tion to these six prizes, an engraved bronze 


.. taster 
to install! 





|. Basler 
to install! 


costs less! 


® Available in full range of sizes to fit 
any combination of wires from 1000 
MCM through No. 14. 


e All underwriter approved, of course! 


@ Engineered for quality and dependabil- 


ity — priced for economy. 





/ \ 





FRANKEL INSULATED GUTTERTAP 


Because insulated cover clamps on in a second without screws 
. . . bothersome, costly taping is eliminated. Fastenings of 
connector and cover are accessible . . . always on the side 


facing the electrician. 


Because it’s so compact! . . . small enough to solve the tough 
installation problem of tight working space. It's easier, too, 


because tap can be taken either from right or left of main cable. 


On larger sizes, guttertaps show a saving of up to 33'/;% 


over split-bolt connectors. 








It’s easier and faster when you 


Write today for your copy of catalog 4C use Frankel Solderless Connectors 


Sold Through Leading Wholesalers Exclusively 








June, 1948 —ELECTRICAL WHOLESALING 





42 YEARS OF KNOW-HOW 


FRANKEL CONNECTOR CO. 


27 Vestry St., New York 13, N. Y. 









IN SOLDERLESS CONNECTORS 
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KNIGHT Case History No. 1043 


Do you tie up money and labor in long, drawn 
out projects? Or do you cut work time and costs 
with KNIGHT Patented Electrical Products to 
solve “stickler problems?” Hansen Electric Com- 
pany, contractors used Knight Electrical Outlet 
Boxes for top quality, durable, space saving 
equipment installed in record time. 


"4 Inch Square Wall Outlet Boxes were supported 
with the Knight RB 1, Adjustable Supports" that 
permits installation at unusual heights on grail. 
The 3 Inch Knight Concrete Outlet Boxes‘ also 
used, insure durability and make repair work 
easier because the cover is removable. Knight 
Patented Hung Ceiling Boxes, with 4 point sus- 
pension kept installation costs at a minimum, 
avoided costly pipe bending and insured firm 
ceiling support for permanent electrical units. 


Three Knight answers to why electrical contractors 
turn to Knight for smart ways 
out thes sit » sintered 











plaque and $500 will go to the company 
with the best program in all three markets 
combined. 

It was announced that judges will place 
special emphasis upon educational activi- 
ties designed to teach “Better Light-Better 
Sight” principles; sales promotion and sell- 
ing of planned lighting installations, in- 
cluding sales techniques, engineering and 
layout services, and sales training. Co- 
operative activities with local contractors, 
retailers and electrical leagues will also 
be considered, as will methods used for 
consumer promotion, such as advertising, 
model installations, exhibits and other sales 
practices. 


Rome Cable Acquires 
Interest In Calif. Firm 


ROME, N. Y.—The Rome Cable Corp., 
of this city, has acquired an interest in the 
Andersen-Carlson Manufacturing Co., of 
Torrance, Calif., according to a recent an- 
nouncement by A. D. R. Fraser, president. 

The Andersen-Carlson plant has a floor 
space of approximately 55,000 sq. ft. and 
will manufacture electrical metallic tubing 
and allied products as soon as equipment 
installation is completed. The Rome Cable 
Corp. will handle the sales of these prod- 
ucts through its own sales outlets. 

It was announced that the addition of 
these Andersen-Carlson products to Rome’s 
regular line of wires and cables will pro- 
vide a more complete and convenient serv- 
ice to the construction and electrical indus- 
try in the West Coast area. 

In addition, it was learned that Fred- 
erick R. Weaver, for many years associated 
with the Rome Cable Corp. and now resid- 
ing in South Laguna, Calif., was elected to 
the Andersen-Carlson board of directors. 








ARMAND S. ZUCKER recently was 
appointed as advertising and sales pro- 
motional manager for the Mitchell 
Manufacturing Co. of Chicago. Former- 
ly, Mr. Zucker was an account exec- 
utive and partner with the M. L. Isaac- 
son Advertising Agency. 
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XM TENA rue rans 


with “Buit-In” SELLS 


a 





in Striking New Beauty 


HAWAIIAN GET-TOGETHER. P. 
Anderson (extreme right), president of 
the Hawaiian Electric Co., Honolulu 
electrical wholesaling firm, and his ap- 





in Quiet, Efficient Air Circulation 

































pliance supervisor, L. W. Clifford (ex- Pi . e e 
treme left), were introduced to the a in Low-Cost, Long-Lived Service 
1948 line of Westinghouse appliances e 3 - 
by T. J. Newcomb (third from left), assii 
sales manager, Westinghouse Electric 
Corp. Appliance Division, and J. J. Seis Bes 2 a SRNR MONRaRNTR ET «255 
Moffat, Pacific Coast manager. in = _— 
® and first choice, too, of 
fan buyers the country over. 
Allen-Bradley Company A sales-winning reputation 
Moves Chicago Offices built by smooth, dependable, 
OS y gah low-cost service. Exclusive 
: MILW os — E - The ee 3 styles of blades, engineered 
ompany, electric motor controls manufac- : 
a Serene and matched with FASCO 
turer of this city, recently moved its Chi- ' : : ; 
cago offices to new and larger quarters at FE quality-built motors, is the 
445-447 North LaSalle Street in that city. | 7 secret. Lucky you, who have 
In charge is John McC. Price, district E them to sell, as the demand 
i : still far exceeds ourstepped- 
; up production. 
; 
$ 
Announce 2nd Edition Of | | 
RLM Specification Guide 
CHICAGO-— The recently-published 
RLM specification guide for buyers, speci- 3 
fiers and sellers of industrial lighting ey 


Poe 


e Deluxe TWELVE 


1278 
Model 5 19008 


equipment has been reprinted, according to 
an announcement by R. W. Staud, presi- 
dent of the RLM Standards Institute, of 
this city. 

Entitled the “RLM Standard Specifica- 
tions for Industrial Lighting Units,” this 


arcticAir 


4 


12” oscillator 


Cu et a 


z: 


$9 


et 


36-page booklet contains detailed specifica- 
tions for 14 of the most commonly employed 
incandescent and fluorescent lighting units. 


ER A 


Materials, shielding and brightness, efh- 


OR SRN ene 


ciency, acceptance criterion, auxiliary con- 
trol equipment, ballast temperatures, con- 


. . c . 
struction, reflection factor, photometric per- C 
tormance, and National Electric Code re- 


‘ ° stal 
quirements are among the subjects covered arctichire petuxe Pede 
by the specifications. La Model 165 


pedestal 





3 speeds 

This guide is available without charge yo” oscillator 
to electrical wholesalers, contractors, archi- 
tects, utility lighting men and all others 
interested in the proper planning of light- 
ing for industry, business, schools, insti- 
tutions, etc., it was announced. Free copies 
may be obtained by writing to the RLM 
Standards Institute, 326 W. Madison Street, 





Chicago 6, Illinois. 


June, 1948 — ELECTRICAL WHOLESALING 117 





FULLMAN atwvohbe 


aa Oe oe 








SIMPLE, EFFECTIVE, DURABLE 


“Latrobe” Floor Boxes and Wiring Specialties are 


EMIL BERG recently was appointed 
general sales manager for the Afton- 


simply constructed, and therefore quick and easy to Lemp Electric Co., electrical whole- 
install. Imaginatively yet practically designed, they saling firm of Boise, Idaho. As a result 
render xcell ice. a of this promotion which brings him in 

‘ excelent service Made of highest grade | from the field, Mr. Berg will supervise 
materials, they are both efficient and lasting the activities of seven salesmen serving 


approximately 400 accounts and have 
charge of the company’s dealer educa- 
tion program. 





| Chicago Electric Assn. 
| Women Hear McGivern 





No. 252-R Floor Box CHICAGO — A, J. McGivern, manag 
Two-gang Floor Box with No. 208 Recep- ing director of the Chicago Electrical 
aa a 
. No. 470 Latrobe tacle in one section. One Cover Plate with Wholesalers Association, was guest speake 
Pipe or Conduit Hanger va", the other with 2° Flush Brass Plugs. at the recent annual meeting of the Wom- 


High quality and sure performer yet en’s Division of the Electric Association 
very economical for hanging pipe or : 
conduit to steel beams. Takes pipe 
bo", %" and 1”. 


of Chicago. 

Mr. McGivern, who is a member of the 
electric association’s board of directors and 
chairman of its adequate wiring committee, 
spoke on the association's ‘Wiring for Elec- 
trical Living” program which is being de- 
veloped at present and in which the Wom- 


en’s Division will have a part. 





“Keystone” Fish Wire No. 110 “Latrobe” 


Watertight Floor Box . . i, — 
High quality flat steel wire. Ten sizes, 9 Cooperative Advertising 
in coils from 100 feet up. Approved by Underwriters Laboratory. > 4: _ _ in 
Iron box body. 312” round brass cover I lan Institute d by G. E. 


plate. No. 208 fits tapered opening in top BRIDGEPORT. CONN All G.E. ma 
J 9 iNeed Jeo - a- 














, of box body. : : 
ft jor appliances are covered by a new 
| eo cooperative advertising plan now in opera- 
j Sold Only Through tion, according to a recent announcement 
seastore } by George E. Simons, major appliance 
| . . . 
advertising manager of the General Elec- 
“Bull Dog” tric Company. 
Insulator Supports “Bull Dog” Under the plan, the retailer will pay 
: , B 50 percent and Gener: lectric and th 
Malleable iron of high tensile strength X Cable Staples : — ' d eneral Ele “ea ; , : 
for fastening porcelain or glass insu- These high quality staples are available distributor will pay the remaining 50 
lators to exposed steel frame-work. in any quantity. Packed in cartons, kegs percent of the costs of approved advertis 
Four sizes. and barrels. ing of G.E. refrigerators, home freezers, 


ranges, water heaters, conventional and 


automatic home laundry equipment, dish 
F U l L M A N M A N UJ FA ( T U uv | N G '¢ washers, garbage disposal units, and elec- 
QO. tric kitchens and laundries. A percentage 

LATROBE PENNSYLVANIA | will be paid on all composite advertising. 

‘oe | The new plan, which will run through 


| Dec, 31, 1948, supersedes and cancels pre- 
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viously announced cooperative advertising 
plans on the firm’s water heaters, garbage 
disposal units and dishwashers, Mr. Simons 
said, 

Publications and radio stations having 
published rate cards and outdoor and car 
card postings, which have been approved 
in writing by General Electric to the dis- 
tributor, constitute eligible media for co- 
operative advertising of major appliances. 
Complete media lists approved by the com- 
pany within the past year for use in current 
cooperative advertising are acceptable me- 
dia for advertising under the 


new plan, 


it was announced. 


U. S. Rubber Names 11 
In Wire And Cable Dept. 


NEW YORK — The wire and cable de- 
partment of the United States Rubber Co. 
recently announced the appointment of 
Howard H. Weber as chief engineer of the 
department and A. S. Basil as general sales 
manager. Both men have had wide experi- 
ence in electrical sales and engineering. 

Other appointments announced by C. W. 
Higbee, manager of the wire and cable 
follows: H. J. Mac- 
Donald, assistant to the manager; H, F. 


department, are as 


Johnson, assistant general sales manager; 
R. A. Walker, merchandise manager; J. A. 
Leuver, assistant sales manager in charge 
of distribution; D. B. Karlskind, assistant 
sales manager in charge of commodities, 
sales engineering and new projects; G. E. 
Hubrig, sales manager, western division; 
C, A. Bartron, chief sales engineer; A. E. 
Aune, manager, automotive and aircraft 
sales; and R. C. Cassidy, 


wire manager, 


Uskon sales. 








RECENTLY elected as vice president 
of Ideal Industries, Inc., Sycamore, III., 
was Marc A. Buettell, assistant general 
manager. His new duties will be that 
of coordinating the work of the com- 


pany’s engineering, production, sales 






Norman J. Learned, President 
LeValley McLeod, Inc. 


4S 


FOR AGGRESSIVE DISTRIBUTORS LIKE 
LeVALLEY McLEOD, INC., OF ELMIRA, N.Y. 


"Experience proves that it's profitable to be a 
Herman Nelson Distributor," says Norman J. 
Learned, President of LeValley McLeod, Inc. 
"For in addition to supplying quality heating and 
ventilating products, Herman Nelson offers 
prompt service and valuable merchandising as- 
sistance. Yes, the friendly and close cooperation 
of The Herman Nelson Corporation helps us in- 
crease profits through more sales." 


aality Products — Successful distributors know 


that the Herman Nelson nameplate appears only on quality heat- 
ing and ventilating equipment. Herman Nelson products have 
proved their superiority in thousands of installations all over 
America. All Herman Nelson products are rated in accordance 
with, standard test codes. 


tion 


— Effective sales literature and comprehen- 


sive engineering data help you explain and sell each product to 
your dealers. In addition, special sales promotion campaigns 
provided by Herman Nelson make it easier for you to do a 
profitable business. 


” 
Sewtee — Herman Nelson's nation-wide organization of Branch 


Offices and experienced Product Application Engineers assures 
prompt service — valuable sales assistance — personal attention 
to help you increase your business. 


Herman Nelson 
Direct Drive 
Propeller Fans 












Herman Nelson 
Belt Drive 
Propeller Fans 





Part of Herman Nelson's 


QUALITY LINE 


of Heating and 


Ventilating Equipment 


THE HERMAN NELSON 


Since 1906 Manufacturers of Quality Heating and Ventilating Equipment 





Herman Nelson 
Model CA 
Fans 


CORPORATION 








MOLINE, ILLINOIS 
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oo OE 
FOR BETTER BENDING 


you can tecomm end 





co 


CONDUIT BENDERS 


+ hi AL ELEM 22 


My 





Steel City (Allen) Benders are the only 
heat-treated, case-hardened bending 
tools made. They are manufactured 
from electric steel and have teeth that 
grip and hold like a pipe wrench. Their 
self-locking contacts when leverage is 
applied, the continuous gripping while 
forming any angle makes slipping im- 
possible and insure against injury to 
workmen. 







Their design prevents any contact on 
inner part of curve, preventing mashing, 
crushing or otherwise deforming the con- 
duit—they save both time and material. 


They are guaranteed to give perfect 
satisfaction under all conditions. 


a Va) v* : 
STEEL CITY YPN ELECTRIC CO. 


OUTLET BOXES AND COVERS SWITCH AND FLOOR BOXES 
JUNCTION BOXES, CONDUIT FITTINGS AND ELECTRICAL SPECIALTIES 





COLUMBUS AVENUE, PITTSBURGH 12, PA. 
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THE COAST Electric Co., electrical 
wholesaling firm of San Diego, Cal., of 
which C. A. Peace (left) is president 
and E. C, Phillips (right) is the newly- 
named assistant manager, recently an- 
nounced the following promotions and 
appointments: K. Anderson, head of 
the radio parts dept.; K. Standish, J. 
Dunlap, J. Peace and C. Sherman, out- 
side salesmen; R. Kendall, purchasing 
agent; E. Lovelace, quotation clerk. 








‘*Toastmaster’’ Name To 


Identify McGraw Heater 


CHICAGO-B. M. Riker, general man- 
ager of the Clark Division of the McGraw 
Electric Company, with headquarters in 
this city, recently announced that the Clark 
electric heater will be marketed under the 
‘Toastmaster’ name to give distributors 
and dealers the advantage of instant iden- 
tification with the well-known trademark. 

Production of eight sizes of the heater, 
from 30 to 150 gallon capacities, is steadily 
increasing at the Clark Division plant 
here, it was reported. A new assembly 
plant has been opened at Azusa, Calif., to 


meet growing demand on the Pacific Coast. 


Allis-Chalmers Setting Up 
Certified Service Program 
MILWAUKEE-—A new certified service 


shop program for the convenience of Allis- 
Chalmers’ motor and transformer custom- 
ers is being set up within the district office 
territories of the company’s general ma- 
chinery division, it was announced recently. 
The program also provides for warehouse 
facilities. 

First of the units in the new system has 


| been established by Allis-Chalmers’ Cleve- 


land district office with the A-C Supply 


| Co., Cuyahoga Falls, Ohio, named as a 


certified shop for motors and controls, and 
the Meier Transmission Supply Co., Cleve- 
land, operating as the company’s ware 
house for the district. 

The plan, unique in the history of -Allis- 
Chalmers, was adopted after surveys by 
the firm’s commercial research department 
showed the repair service is more important 
than any other single service offered by 


| electrical manufacturers, and that such 


service is cited by many customers as the 


reason for their purchase of a particular 


piece of equipment. 


Under the certified service program, the 





—-s 








district sales office refers its customers to 
a certified service shop or may order repair 
work done by the shop on a subcontracting 
basis. When special engineering informa- 
tion is required to service Allis-Chalmers 
equipment properly, drawings, jigs and 
fixtures are furnished on a loan or rental 
basis by the company. Plans call for event- 
ually having certified service shops and 
warehouses in all areas where the indus- 
trial market warrants, it was announced. 


National Electric Elects 
Newton As Vice President 


PITTSBURGH — Harold J. Newton, 
sales manager of National Electric Prod- 
ucts Corp., of this city, has been elected by 
the board of directors to be a vice president 
of the corporation, according to a recent 
announcement by W. C. Robinson, presi- 
dent. 





Mr. Newton has devoted his entire busi- 
ness career to the marketing of the com- 
pany’s electrical wire, cable, conduit and 
raceways. His first position was in 1912 
when he became a salesman for I. A. 





Bennett & Co., Chicago, exclusive sales 
agents for National Electric. His territors 
included most of the midwestern states. 
Coming to Pittsburgh in 1929 as eastern 
district sales manager for National Electric, 
Mr. Newton was transferred to San Fran- | 
cisco in 1931 and became western sales | and Ready for IMMEDIATE delivery 
manager in charge of eleven western states. 
In 1943 he was appointed sales manager Next year’s fan—just in time for this year’s hot spell! Cover two big markets 
of the corporation and returned to the com- 
pany’s general offices here. Mr. Newton is 
a member of the National Federation of 
Sales Executives and the Pittsburgh Sales 





with one fan. Designed for business as well as the home, the International offers 


you a combination of selling features not found in any other fan—regardless 


of price! 
Executives Club. : ? , , 
vances See the International—compare it point by point with any fan you have 


ever stocked—and you'll agree “the International has everything”! 





QUIET . . . The motor floats on springs, assures vibrationless 
and noiseless operation. 


3 SPEEDS ... Control switch gives proper volume for every 
cooling need. 








FITS ANY WINDOW .... Special Viny! plastic shroud permits 
extension of width from 19” to 34’’. Height: 20 





PORTABLE ... The International is ready for use wherever 
cooling comfort is desired. Expansible shroud is detachable, 
and fan can be carried to any room for use on floor, table, etc 


POPULAR PRICE... Something dealers — and consumers - 
have been waiting for: a guaranteed, highest quality fan at 
a pre-war price! One model —No. 316—one size (16 blade), 
in beautiful baked ivory enamel finish. 








Nationally advertised, the International is your answer for dealers who are 


A CHECK which will finance two 
scholarships for the study of illumin- 
ating alee at the University of || [Ow for IMMEDIATE DELIVERY—and be ready to answer the immediate demand. 


alert to competition and the quality-conscious buying public. Order your supply 


Illinois is presented by Charles E. 


Johnson (right), chairman, Chicago FAN DIVISION OF 


| 
Section of the Illuminating Engineering | bt 1 
Society, to Melvin L. Enger, dean of the | Sntewma. COWIE 0 | L a U W N f R C 0 e 
college of engineering. Looking on are | 


Prof. John O. Kraehenbueh! (left, | SPRING & PARK AVES. e ST. LOUIS 10, MO. 
standing) and Prof. William E. Everitt. | 
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‘ 
mt. 
testing STRETCHability here 





..gives you better WQRKability 


in PANTHER and DRAGON 
Rubber Tapes 





Testing the tape’s stretchability on a Scott tester, 
as shown here, is only one of a series of quality 
control tests made during various stages of produc- 
tion that make PANTHER and DRAGON Rubber 
Tapes ‘tops in tapes”. You can count on these tapes 
to be strong enough to stretch without breaking... 
make better splices that will last longer. 

Made by a company in the insulation business 
for nearly 70 years; PANTHER and DRAGON 
Friction and Rubber Tapes pass ASTM and federal 
specifications for electrical and physical properties 
with a wide margin of safety. They have proved 
their worth in successful splicing jobs of all kinds. 
Sold only through recognized independent whole- 

salers. The Okonite 
Company, Passaic, 
New Jersey. 


6173 


Panther and Dragon. 


friction and rubber tapes 





RMA Reports On Video 
Output And Distribution 
WASHINGTON — A total of 118,027 


television receivers were manufactured by 
RMA member-companies during the first 
quarter of 1948 — bringing the total video 
set output of these firms since the war to 
more than 300,000 —the Radio Manufac- 
turers Association reported recently. 

Percentage-wise, it was announced that 
the television receiver output for the first 
quarter of 1948 is almost three times the 
production rate of the corresponding quar- 
ter of last year and 66 percent of the total 
video set output during 1947, 

Another RMA tabulation revealed that 
a total of 162,181 television receivers were 
shipped to 21 states and the District of Co- 
lumbia during 1947, About half of these 
sets were shipped to the New York-Newark 
area, including suburban communities. 
However, shipments of television receivers 
during 1947 fell below the approximately 
178,500 sets actually manufactured, the 
RMA pointed out, the difference being ac- 


| counted for largely by receivers held in 


factory inventories at the end of the year. 

Radio set production remained at a high 
level during the first quarter of this year, 
according to the RMA. FM-AM set output 
totaled 437,829, or 2'2 times the number 
manufactured during the first quarter of 
1947. Since the war, 1,794,418 FM-AM 
receivers have been produced by RMA 
companies, 

All set production, including television, 
aggregated 4,352,296 during the first quar- 


| ter of 1948 as compared with 4,321,406 in 


the corresponding period of 1947. Fewer 
AM radios, especially table models, were 
reported for the first quarter, but produc- 
tion of auto radios and portables continued 
at a high rate. More than 935,000 auto sets 
and about 518,000 portables were reported 


by RMA member-companies. 








SOME of the 47 electrical wholesalers 
who pledged their support to the 
$250,000,000 United Jewish Appeal are 
shown at their recent trade-wide UJA 
meeting in Buffalo. Seated (left to 
right): M. Levine, Stamford, Conn.; 
M. Sacks, Akron; J. Markel, Buffalo; 
Standing: H. Berken, Jamaica, L. I.; 
J. Krieger, New York; J. M. Kaplan, 
Boston; M. Markel, Buffalo; S. Gold- 
man, Toledo. 
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THE APPOINTMENT of John L. 
Kilpatrick as vice president of Silvray 
Lighting, Inc., New York, recently was 
announced by M. B. Beck, president. 
Mr. Kilpatrick joined the Silvray staff 
over a year ago as manager of lighting 
development. 














Monarch Fuses (see illustration at right 
above) fit into equally spaced slots in 
the brass casing inserts. This new and 
improved Monarch construction assures 
true alignment of the copper holding 
terminals . . . and establishes a positive 
lock on both ends of the fuse. 


Brock Named St. Louis 
Branch Manager By Ilg 


CHICAGO — Carl E. Brock, Jr. was ap- 
pointed branch manager at the St. Louis 





othce of the Ilg Electric Ventilating Co., of 
this city, according to a recent announce- | 
ment by P. D. Briggs, vice president and | 
general sales manager, He replaces H. L. 
Branigin, former branch manager at St. 
Louis, who is retiring after having served 
the firm for over 25 vears. 

Mr. Brock has been with Ilg’s Pittsburgh 
othce for two years. During the war, as a 
lieutenant commander in the U. S. Navy, 
he served as a naval engineer, supervising 


the repair, maintenance and conversion of 


MONARCH’S Compressed Tension Lock 

_ Washer construction (illustrated at left) compen- 

sates for contraction and expansion of the fibre bar 

by exerting constant tension on the bar... and 

/ assures no loose parts. The washer also separates 
the fibre bar from the copper terminals . . . a spacer 

/ to provide better cooling. 


various types of naval vessels. He holds a 
3. S, degree in commercial engineering 


from the Drexel Institute of Engineering. 





Champion Introduces New 
White Fluorescent Lamp “Monarch Fuses are fully ap- 
proved and are available through 
LYNN, MASS.—A new white fluores- recognized wholesalers. wa 
cent lamp is being introduced by Champion yr. 







lamp Works of this city, It is reported 


that this lamp produces white light of SecYy Manarzch-Fu SES 


ipproximately 3000 degrees Kelvin color 


temperature, which is approximately the 


color ot light produced by an im andescent -_ improved 


imp. 
. ”, FUSE rvice 
where the color of human complexions or | 


tood is often considered more attractive ! NAR oF FUSE co 
; : ‘ |RENEWABLE Be og 


inder the softer, vellow-white light of in i “Fuses j 
118 E. FIRST ST., JAMESTOWN, 


The chief purpose of a fluorescent lamp 
of this color is to provide a fluorescent light 
source of a color more acceptable for use 


in homes and such places of business as 






restaurants, beaut\ shops, food stores, etc 


candescent lamps, 


hese lamps have the same _ physical 
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BAKELITE 


KEYLESS LAMPHOLDERS 


Designed For Permanency 


WHITE — NO. 4059-W 


— NO. 4059 


HARMONIZES WITH 
ANY COLOR SCHEME 


“UNION” white or brown Bakelite keyless lamphoiders are 
evailable in two sizes (3-44" or 4"°—324") with screw terminals. 

White cover made of molded Bakelite with hard baked 
Vinylite finish. 


All sizes are ruggedly constructed and generously designed 
to withstand the roughest use under the most severe condi- 
tions. 

Bleader hole knockouts provided for unusually damp loca- 
tions. Good electrical connections assured by screw assembly 
of current carrying parts. 

Back of cover designed to neatly close outlet box, thus 
preventing entrance of dust and dirt. The box closing rings 
and reinforcing feet offer firm foundation for mounting cover 


to box. 


UNION INSULATING CO., INC. 


PARKERSBURG, WEST VIRGINIA 








dimensions and electrical characteristics as 
other fluorescent lamps of the same wattage 
and operate on the same ballasts. They are 
available in the 20 watt T-12 and the 40 
watt T-12 at present. It is expected that 
other sizes will be available later as de- 
mand develops. 

The 3000 degree white lamps produce 
approximately seven percent more light 
than is provided by a 3500 degree white 
lamp of the same wattage. The life rating 
is the same as for fluorescent lamps of 
other colors. The price of 3000 degree 
white lamps is slightly higher than for 
the other white lamps. 


Coffee Maker Prices 
Rolled Back By Silex 


HARTFORD, CONN.—A roll back in 
prices of coffee makers to the December 
1946 level was announced recently by The 
Silex Company through its vice president, 
C. H. Newman. This roll back marks the 
first downward revision in prices of Silex 
products since before the war. 

It was stated that dealer and distributor 
stocks will not be affected adversely by this 
move, that all stocks on hand are now cur- 
rent models, and that the Silex Company 
will continue to protect its distributors and 
dealers by enforcing Fair Trade Laws 
wherever applicable. 

As the reason behind this move, The 
Silex Company’s announcement stated: “In 
these days of diminishing profits, it is im 
perative that every possible action be taken 
by a manufacturer to reduce costs, and 
consequently, prices. Such action benefits 
the distributor, dealer and consumer alike.” 








WALTER A. COOGAN recently 
joined the John C. Dolph Co., manu- 
facturer of insulating varnish, Newark, 
N.J., as its executive vice president 
and director. For the past 15 years, 
Mr. Coogan has been director of the 
International Division, Sylvania Elec- 
tric Products, Inc. Photo by Bachrach. 
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COMBINATION ‘ 

COUPLINGS BUSHED ELBOWS 
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CHESS SSSHSSHS ESET ESE ESSE EHSSSHEHSHSESEHE SESE ESHSSEEHEHESHETESEHSSHSESHESHESHEHS SHEETS HEEHSHEHESEHTHEHSSEHSSHS SS SEHEHSHEHHEHHSHHHEHSHEHHEHHEHHHEHEHHEHE®S 


THEY FIT! THAT'S 
WHY CONTRACTORS 
"GO" FOR THEM 

EMT SERVICE CAPS IN A BIG WAY! 


Q 
\ 





1946 CODE 
PYX CONNECTORS 





RECENTLY appointed district operat- 
ing manager at Boston for Graybar 
Electric Co. is William Sully. Mr. Sully 
started with Graybar in 1922 and has 
worked as accountant, auditor and in 
service work since that time. Prior to 
joining Graybar, Mr, Sully did similar 
work for E. I. du Pont de Nemours 
Co., B. F. Goodrich Co. and the Irving 
National Bank. 


ae 
A complete line that 
THREADED BODIES Sells on its reputation | CONDUIT COUPLINGS 


ASK THE CONTRACTOR— 
the man on the job can only 
be sold one way — fittings 
must fit... must do a good 
job faster! That’s why GED- 
NEY Fittings—made of high 
grade malleable iron — are 
called for in greater quantities 
than ever before. 


GROUND FITTINGS T | 
GEDNEY Fittings represent adie 


a complete line manufactured Se ee ee 
to exacting standards of de- 
sign, fabrication, inspection 
and packaging. 








Long Island Wholesaler 
Appoints Two Executives 





S. J. Kessler, vice president in charge of 





merchandising and appliances, recently an- 
nounced that the Central Queens Electric 
Supply Corporation, Jamaica, Long Island, 
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as sales manager and Douglas FE, Fox as 
advertising and sales promotion manager. Consistent advertising to the 
trade . . . complete, easy-to- 
use manuals . . . compiled 
with modern merchandising 
methods—all help to move 
SQUEEZE CONNECTORS GEDNEY Fittings with little, eaeeictiaaiinaes 
eeoeeeereseses if any, sales effort. Packaging HSE SAES HOS 
permits instant identification 
of contents for the conveni- 
ence of user and jobber. 


GEDNEY 
ELECTRIC CO. 


Mr. Buecheler has had 23 years experi- 





ence with various manufacturers in the 





major appliance field as sales executive. 
Mr. Fox was associated with the Franklin 
Bruck Advertising Agency as account ex- 
ecutive for 11 years. 


Walsh Appointed District 
Manager By Westinghouse 





PITTSBURGH —F. M. Sloan, manager EMT 90° CORD GRIPS & 
re eerenpen oi realige abescacetd ELBOW CONNECTORS RKO BLDG., RADIO CITY Rg hE 
of the home radio division, estinghous PEs Sen aint NEW YORK 20, N. Y. erent aca 


Electric Corp., recently announced the ap- 
pointment of J. F. Walsh as manager of 
the northwestern district, succeeding J. 


Factory, Foundry & Shipping 
Point: Terrvville, Connecticut 


NEW 62-PAGE CATALOG — 
WRITE FOR YOUR COPY! 


The new GEDNEY man- 
val — concise, factual 


Benton Minnick who resigned. 
Mr. Walsh comes to his new position 
from the northern district of the Westing 

















house Electric Supply Co., where he has 





and indexed — com- 
served as district radio manager since REVERSIBLE pletely Hote ond C 
August 1, 1945. For the past two years he CLAMP CONNECTORS po ee a EMT BODIES 
° . . ee ee 
has been a member of the Westinghouse lle vaiaatak types of GEDNEY Con- Fe enor eee 


duit Bodies and Fit- 
tings. Please write for 
your copy on com- 4 
' pany letterhead. 


Agent Distributors Association’s Commit- 
tee on Radio. 

A native of Albuquerque, Mr. Walsh 
attended St. Johns College in San Antonio 
and the University of Texas. Upon grad- 





uation he started his radio career as an 





“ngineer assisting in broadcasting station ANGLE WATERTIGHT 
ee spt, CONDUIT INSULETS | BOX CONNECTORS 
installations and later organized his own i ‘ 

@eeeeveveevene se -* semen “"eeneeoeoeaeeeoe eee 
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“AF Timers 


FOR 


CONTROL OF ATTIC AND 
WINDOW VENTILATION FANS 


Sell comfort at a profit with Paragon “AF” Timers... 
designed for dependable, automatic control of attic or 
window ventilation fans. All-electric...no springs to 
break. Accurate ... powered with quiet Telechron motor. 
Easy-to-install ... mounts to handy or single gang switch 
box, or may be surface mounted with conduit connection. 
Choice of two time ranges: 0 to 10 or 0 to 20 hours. 


Sell comfort at a profit with Paragon “AF”. Write today 
for the complete sales story. 


FOR FANS UP TO $ NEW LIBERAL 
3/4 H. P. AT TRADE DISCOUNTS. 
115 VOLTS AC. Ee WRITE FOR DETAILS. 


1630 TWELFTH ST. 
TWO RIVERS, WISCONSIN 


BUILDERS OF ELECTRICAL 
EQUIPMENT SINCE 1905 











ELECTRICAL 





installations and later organized his own 
company to build and install radio stations. 
He entered the radio merchandising field 
as a distributor for the Arizona, New Mex- 
ico, Colorado and Wyoming territory, spe- 
cializing in opening retail radio accounts 
and in training wholesale salesmen. 











“TELE-SELLING.” While a television 
camera records the scene, L. H, Gartt- 
man, sales manager of the General Elec- 
tric Supply Corp., Cincinnati, explains 
the finer points of a table model video 
set to Red Thornberg, announcer for 
television station WLWT. 








CIRCULINE 


RESIDENTIAL FIXTURES 
AT THEIR BEST 


Send for complete catalog 
and price discounts 


Mfrs. Representatives 
Wanted 


Some choice territories still open 


General Illuminating, Inc. 
505 East 17 1st St. Bronx, N. Y. 
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General Mills Expands 
Appliance Sales Force 


MINNEAPOLIS — Expansion of the 
General Mills home appliance sales organ- 
ization to provide additional merchandising 
services to retailers and distributors was 
announced recently by Bill MacDonough, 
sales manager. 

Because General Mills contemplates a 
continual expansion of its appliance lines, 
the entire merchandising program of the 
field force will be stepped up, Mr. Mac- 
Donough declared. Wholesalers as well as 





retailers will get special attention on visual | 
training programs, displays and general 
merchandising. 

Four new field men were added to the 
present sales force of 28, Mr. MacDonough 
said, with an immediate assignment to re- 
tail sales contacts, tied into General Mills’ 
current “display, demonstrate, sample, and 
promote” activity, The new additions to 
the sales force are as follows: 

Hugh Smith will cover Oklahoma and 
northwestern Texas, with headquarters in 
Oklahoma City. Covering Louisiana and 
Mississippi, with headquarters in New Or- | 
leans, will be Joe Westbrook, Both men will 
operate under the direction of Curtis Car- 
michael, southwestern district manager. 


Assigned to the central district where Scenes like this 
he will be associated with Joe Kelly, dis- 
mean new markets for 


OLIVER 


POLE LINE MATERIALS 
Cee you gelling your Gheare ? 


New construction needs electric power, and line extensions create 

















N ew L oo k ! | new markets for Pole Line Materials. Make sure that your utility 


‘Wrapped with descriptive removable customers have a full supply of dependable OLIVER Pole Line 


band, flying the U. L. flag, an extension Materials, to take care of all new construction requirements. 
cord set that’s really thought through. 
New PLASTIC cord is color harmonizing. 
Guarantees maximum life, because re- Materials. The high quality of all items that comprise the com- 


sistant to wear, oil, alkalis, acid and water, 


| 
| You will find your customers readily accept Oliver Pole Line 
| 
| plete Oliver line is known to them. 


An extra that means extra value for your 


MILL RQ 1RON AND STEEL 


ELECTRIC COMPANY 
40 RIVER ST., PAWTUCKET, R. I. South Tenth and Muriel Streets - Pittsburgh 3, Pa. 


‘customers. 
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UL) Approved 


‘JACKETED CORDS IN COLOR 


another PWC first 








Such ap pliances as vacuum cleaners, 
food mixers, office machines and floor 
polishers may now have the salesappeal 
of jacketed cords ar in matching 
or harmonizing colors . thanks to 
PWC engineering and research. 


PWC light, medium and heavy duty 
(SVT, SIT and ST) flexible cords are 
here with sheaths of gray, ivory, brown, 
red, green, blue, and other shade “3, % 
well as black . .. and they're 
approved. Thus, another Sunt fee PwC. 

world’s largest exclusive manufacturer 
of plastic Yasulete d wire and cable, 

enables manufacturers using even 600 
volt No. 10 AWG four-conductor cords 


(larger on special order) to join the 


hosts of PWC lampcord buyers giving 
products the final eye-appealing t touc h 
of c olor. 


These colorful new cords have the same 
phenomenal electrical and mechanical 
properties as PWC _ black-sheathed 
cords. Their resistance to age keeps 
them resiliently good-as-new practically 
forever. Add to that: extreme flexibility, 
high moisture and abrasion resistance, 
immunity to vegetable, mineral and 
lubricating oils as well as acids, alkalis 
and other chemicals. And they won't 
support combustion. 

May we talk PWC performance on 
these or other wires or cables in terms 
of your specific needs? 


SESS SSS 





PWC 


PLASTIC WIRE 
& CABLE CORP. 


406 East Main St. 
Jewett City 
Connecticut 
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BUILDING WIRE 





= POWER CABLES 


HEAVY DUTY FLEXIBLE CORDS 





TELEPHONE WIRE 


THERMOSTAT WIRE 


WELDING CABLE 


CORD SETS 





trict manager, was Richard Castle. Joe 
McDaid, formerly with Born Refrigeration, 
Atlanta, Ga., will cover North Carolina 
from headquarters in Raleigh. He will re- 
port to Bill Kieffer, Middle Atlantic dis- 
trict manager at Washington, D. C. 








PRIZE WINNER Amy Reese (left), 
of the General Electric Co., is pre- 
sented with a $50 check by Harriet 
Gormley (right), chairman of the Elec- 
trical Women’s Round Table, for an 
article she wrote in connection with the 
EWRT'S recent course on demonstra- 
tion techniques. Looking on are: A. L. 
Scaife, G.E. advertising manager; Ruth 
Gaftney, Farm Journal Magazine; and 
Mrs. Alice B. Lawrence, second prize 
winner. 








NE W tow prices 
PAINE 


SUDDEN DEPTH 
CARBOLOY TIPPED 
DRILL BITS 





Round Shank sizes from 3/16” 
through %” 


NEW rivtep pris 


Now added to our line of “Sud- 
den Depth” Drill Bits, sizes from 
%"’ through 112”. 


Write for New Price and 
Catalog Sheet 






















PAINE 


and HANGING DEVICES 


CHICAGO 172, ILL. 





2979 CARROLL AVE. 
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New District Formed 
By Westinghouse Supply | 


NEW YORK—The partition of its North- 
western District in order to form a new 
district was announced here recently by 
the Westinghouse Electric Supply Co. The 
new district, which will be known as 
Western District No. 19, has its head- 
quarters at 117 N. 13 St., Omaha, Nebraska. 

[he new district will include the follow- 
ing Wesco houses: Omaha; Davenport, 
lowa; Des Moines, lowa; Waterloo, lowa; 


Sioux City, Iowa; Cedar Rapids, Iowa 


(ofhce only), The Northwestern District, 
with Henry Czech as district manager, now 
includes the following houses: Chicago; 
Peoria, Ill.; Rockford, Ill.; Indianapolis, 


Ind.; Fort Wayne, Ind. 
| HYDEE HANGER* 





E, E. Morton, formerly district appliance 
manager of the Northwestern District, has 


cds, mamta aniaiia eaueeie 4h a} the economical way to hang chain suspended fixtures 
new district. Other personnel assigned to | Saves time and money on new or ‘‘change-over”’ jobs: Self-grounding 
the Western District No. 19 include: H. J. | ... you can use 2-wire cord and plug. Fits standard 4’’ or 3%’ outlet 
Lutton as district apparatus and supply $] 65 box or plaster ring. Complete with receptacle, two 5-foot 
manager; R. M. Serr as district appliance LIST ~— chains, spring wire ‘‘S’’ hooks and cord clips. 

manager; F. R. Madigan as district credit Day -Brite Lighting, Inc., 5405 Bulwer Ave., St. Louis 7, Mo. 
manager; C. J. Clark as district stores Nationally distributed through leading electrical supply houses. 





In Canada: address all inquiries to Amalgamated Electric Corp., 
| Ltd., Toronto 6, Ontario. 


manager; O. Hallaert as district service 


manager; L, H. Hanson as district auditor 


in addition to his duties as district auditor | aa IT’S EASY TO SEE WHEN IT’S 


of the Northwestern District. yan @ 
: ig = 
d . 
phy so? <0 


*Patent No. D-141024 
and No. 440914 
Underwriters approved. 





Electro Appoints Two 
New District Managers 


CHICAGO — The Electro Manufactur 





ing Corp., of this city, recently appointed | 

the Bettis-Fickie Co., Kansas City, Mo., as ” 

its district manager for western Missouri, | —with CHICAGO 
Kansas, Oklahoma and Nebraska, and the e ‘ 
Charles E. Adams Co., Pittsburgh, Pa., as Power Circut 

its district manager covering West Vir- | TRANSFORMERS 
ginia, western Pennsylvania and eastern | 

Ohio. | 

e Convenience In Wiring — 
Attached outlet boxes provide 
large, easily accessible wiring 
compartments for lead connec- 


tions, take conduit or flexible 
cable from all 4 sides. 





@ Flexibility In Mounting — 
Units can be mounted as shown 
at right, up-side-down, or in any 
other position; rugged frames 

and mounting feet provide 
strong, rigid support. 





e Dependability In Operation 


— Quality construction, with Primaries 

more - than - adequate insulation 230/460 or 575 Volts 
and vacuum impregnation of (50/60 Cycle) 
core and coil, assures long. 

service-free operating life. Secondaries 


115 or 115/230 Volts 
¥, to 10 KVA 





Write for prices and further details. 


LOASTMASTER Products Division of 
the McGraw Electric Co. recently ap- S 

ointed E. B. Thompson (left) as its CHICAGO TRANSFORMER ‘a 
epresentative in the Philadelphia area. 

Named as representative for the divi- Division of Essex Wire Corporation 


sion’s Cleveland-Pittsburgh territory 
was Milton J. Ely (right). = 





J le 3501 ADDISON STREET * CHICAGO 18, ILLINOIS 
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With or Without 
Nut Retainers 








This Sherman Connector assures tight. 
permanent, dependable wire connections 
without excessive wrench torque, because 
threads on both body and nut are machine 
cut, and checked with precision gauges to 
mate perfectly. 


H. B. SHERMAN MFG. CO. 
Battle Creek, Mich. 


















new “Yriction-Set” 


FIXTURE HANGER... 
That Adjust With a Twist of the Wrist! 






At last you can get a Fixture Hanger that turns to 
any angle after being screwed to an outlet box, 
Although base and receptacle remain stationary, 
hanger arms may be turned to align with any 
preconceived lighting plan. Exclusive Friction Ring 
firmly holds fixture in selected position. Hanger 
screws on to 3/4” or 4” outlet boxes, no other 
fastening necessary. Furnished complete with re- 
ceptacle, two 5’ chains, hooks and cord clips. 


Friction-Set K100 . . . List Price $1.10 


Also Available with 3 Wire Solid Ground Receptacle 
Write for Bulletins K25 and K26 


SIMPLET ELECTRIC COMPANY 


3600 West Potomac Avenue «+ Chicago 51, Ill. 
112 Chariton Street « New York 14, N. Y. 





For any fixture position 


PALMER SEALY has been appointed 
eastern district sales manager for the 
Camfield Manufacturing Co., Grand 
Haven, Mich. Mr. Sealy, whose offices 
will be in New York City, formerly 
represented Metal-Tex, Sun Kraft and 
Schick in a sales supervisory capacity 








Sauer To Head WESCO, 
Los Angeles, Radio Sales 
LOS ANGELES—Martin B. Sauer, form 
erly district sales promotion manager, re- 
cently was appointed to the newly-created 
post of district radio sales manager by the 


Westinghouse Electric Supply Co., her 


according to L. G. Berger, district manager. 
Ihe Los Angeles district includes the terri 
tories of Boise, Idaho; Salt Lake Cit 
Utah; Phoenix, Ariz.; and all of souther 


California. 


West Coast Lamp Makers 
See New Indirect Lamp 

LOS ANGELES— Portable lamp mat 
facturers in the Los Angeles area recent 
attended a luncheon given by the Genera 
Electric Co. Lamp Department at the Bilt 
more Hotel in this city. The occasion wa 
the introduction of the new General E! 
tric 150-watt, white, “indirect-lite’” lam 
together with a suggestion for a packag 
merchandising plan for the manufacture 

L. H. Hruby of the lamp department: 
South Pacific sales district presided, assist 
by Walter Howard, district engineer. 

The new lamp has an internal wir 
“cage” over the filament which absorbs th 
boiled-off tungsten and reduces blackening 
thus adding to the useful life of the lam 
It is designed for base-down burning wit 
heat approximately the same as for oth 
lamps of the same wattage. 

The suggestion was made to the ma 
facturers that portable lamps made by the! 
might preferably be put into the dealer: 
hands in unit package form including 
only the lamp, shade and cord but one 
possibly two of the “indirect-lite” lar 


to be sold as a package. 
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Florida Group To Study 
School Lighting Problems 


ST. PETERSBURG — The Southeastern 
School Lighting Institute and School Light- 
ing Exhibit was held April 19-21 at the 
Mirror Lake Junior High School here under 
the direction of Dr. Louis J. Colman, gen- 
eral chairman of the institute and director 
of the Prevention of Blindness Division, 
Florida Council for the Blind. 

Organized for the purpose of securing 
“better lighting and better working and 
seeing conditions in our classrooms,” the 
Southeastern School Lighting Institute had 
as its speakers, specialists in the fields 
of lighting, education, ophthalmology and 
psychology. 

According to Dr, Colman, the planning 
and realization of the institute was made 
possible by a $2,000 grant from the Lumin- 
all Division of the National Chemical & 
Manufacturing Co., Chicago. The Smith- 
craft Lighting Division of the A. L. Smith 
Iron Co. redecorated and installed fluores- 
cent fixtures in a large classroom of the 
Mirror Lake Junior High School. 


Chicago Video Sales 
Doubled By Promotion 


CHICAGO — The pace of video receiver 
sales in Chicago and suburbs has virtually 
doubled since the start of the Chicagoland 
Television Open House which marked the 
April 5 opening of television station WGN- 
TV, it was reported recently. 

A total of 1,200 radio and appliance 
dealers throughout the Metropolitan Chi- 
cago area and almost every manufacturer 
with television receiving equipment now on 
the market cooperated in the Open House, 
launched April 4+ with a special video sec- 


tion of the Chicago Sunday Tribune. 











GEORGIA dealers who attended the 
recent one-day sales meeting at the 
Biltmore Hotel, Atlanta, conducted by 
D. M. Clarke, Jr., district radio sales 
manager, General Electric S:pply Corp., 
were rewarded with a television dem- 
onstration. 





ugg” 
SPECIFY RELIANCE 


e Every installation that calls for 
automatic control calls for a Reliance 
Time Switch. Completely automatic 
. . easy to install... proved through 
35 years of dependable service .. . 
Reliance Time Switches provide 
added volume for contractors and 
better service for users. You can rely 
on the Reliance line. For complete 
information, write Reliance Auto- 
matic Lighting Co., 1911 Mead 
Street, Racine, Wisconsin. 
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GUARANTEED 


50% 


LONGER E 


2 wo =e we www al 


RELIANCE AUTOMATIC 
LIGHTING CO. 


1911 MEAD ST. RACINE, WIS. 
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ANGLE REFLECTORS 
FOR SIGNS 





FLOODLIGHTS FOR 
AREA LIGHTING 





POST TOP OR PUMP 
REFLECTORS 











‘Rely on QUAD for good 
modern installations :: 


QUAD Units are easily wired and installed, 
quickly detachable for cleaning. Highly flexible 
in design — weatherproof and the porcelain 
finish is permanent. It's the QUAD basic de- 
sign that helps you increase lighting sales. 


NEW 


CONDENSED 


CATALOG 


Send for Condensed 
Catalog No. 7 and keep 
it handy for quick refer- 
ence. It's a sales aid 








QUADRANGLE MFG. CO. 


323$.PEQORTA ST. 
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WIRE AND CORDAGE 


METER 


MEASURE THE MODERN WAY 


Wire Cordage * Air Hose * Cable, BX and other 
FLEXIBLE MATERIAL up to 1” Diameter 









Quickly pays for itself many times over. Cuts 


ALL DIALS 
ROTATE CLOCKWISE. 
ADDS OR SUBTRACTS. 
RECORDS by 3 IN. to 

999 FT. 


losses of .. .time, labor, money, accuracy, efficiency, 


carelessness and excess allowances. 


Write for pamphlet and prices on other 
Olympic Meters and Accessories 


MMT lameel ly ha 


2718 ELLIOTT AVENUE e SEATTLE 1,WASHINGTON 
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COLOR-IN-MOTION 








A ROTOCHROME 
SPOTLIGHT 


. . . 
Smallest Spotlight of its kind! 
. . 
Provides 500 Watt Illumination! 
Totally Enclosed — Absolutely Safe — 
Completely Automatic — 6 Continuous 
Color Changes — Adjustable Beam Size 
Ideal for Store Windows, Displays, Exhibits, 
Conventions, Shops, Theatre ond Hotel lobbies, 
Restavrants, Night Clubs, Cocktail Lounges 


LIBERAL DISCOUNT POLICY 
Send for Bulletin No. 471 


GoldE Manufacturing Co. 
1222-D West Madison St., Chicago 7, Ill. 
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MANUFACTURERS APPOINT 
SALES REPRESENTATIVES 


Curtis Lighting, Ine., of Chicago, re- 


cently announced the appointment of Clay 
C. Rittenhouse as its sales representative 


tor the Los Angeles territory. 


Phe Frink Corporation of Long Island 
City, N. Y., recently 
pointment of H. M. 


announced the ap- 
Stacy, of 12 Simpson 
Newtonville, 


Terrace, Mass., as its sales 


representative for the New England states. 


The Kirlin Company, of Detroit, recently 
announced the appointment of Fred G. 
Kraut, of 419 W. 54th Street, New York 
City, as its sales representative covering 
the New York City area as far north as 
Albany. 


The Lenk Mfg. 


recently announced the appointment of the 


Company, of Boston, 


Irving S. Kemp Company as its sales rep- 
Illinois, Indiana, Iowa, 
Michigan, Minnesota, North Dakota, South 
Dakota, Nebraska, 


resentative for 


and Wisconsin. 


The Weston Electrical Instrument Cor- 
poration, of Newark, N. J., 


nounced the 


recently an- 
appointment of three sales 
Texas and Okla- 
homa. The representatives and their terri- 
Butler and Land, 3405 Milton 
Avenue, Dallas, northern Texas; 
Elliot Company, 322 M. & M. 
ilouston, southern Texas; Riddle and Hub- 
bell, 302 South Chevenne 
all of Oklahoma. 


representatives to cover 
tories are: 
The Lynn 


Building, 


Avenue, Tulsa, 


OBITUARIES 





D. W. ATWATER 


D. W. Atwater, 53, manager of commer- 
cial engineering for the Lamp Division of 
the Westinghouse Electric Corp, and form- 
er president of the Illuminating Engineer- 
ing Society, died recently at his home in 
Short Hills, N. J. He had been ill for sev- 
eral months, 

Born in Newark, N. J., Mr. Atwater 
graduated from Stevens Institute of Tech- 
nology in 1916 with a degree in Mechani- 
cal Engineering. Three years later he did 
yraduate work at the Sorbonne in Paris. 

Mr. Atwater joined the Westinghouse 
Electric Corp, at Bloomfield, N. J. in 1920 
as a lamp engineer and soon became iden- 
tified with almost every pioneering move 
ment in modern lighting. 

In 1926, he was in charge of illuminating 
the buildings for the Philadelphia Sesqui 
centennial, where he adapted colored flood- 
lighting to a large-scale exposition for the 
first time. At the Century of Progress Ex- 
position in Chicago in 1933, Mr, Atwater 
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cooperated in the initial application of 
colored floodlighting to tinted buildings. 
He assisted in the lighting of the New York 
World’s Fair, the Holland Tunnel and the 
San Francisco Fair. 

Mr. Atwater was president of the Illu- 
minating Engineering Society for the 1938- 
39 term, general secretary of that group 
for three years, and had been an active 
member of I.E.S. committees for many 
years, 

Named manager of the Westinghouse 
illuminating engineering department in 
1942, Mr. Atwater became manager of 
commercial engineering when the company 
consolidated those two departments in 1945, 

He is survived by his wife and two 
daughters. 


THIS AND THAT 





Meetings 


Illuminating Engineering Society—Great 
Lakes Regional Conference, Hotel Statler, 
Detroit, Mich., June 16-18. 

Cold Cathode Fluorescent Lighting Ex- 
hibit — Grand Central Palace, New York 
City, July 6-10. 

Second International Store Moderniza- 
tion Show — Grand Central Palace, New 
York City, July 6-10. 

Illuminating Engineering Society — Na- 
tional Technical Conference, Boston, Mass., 
September 20-24. 

National Association of Housing Officials 
— Third annual exhibit of building and 
maintenance products, Olympic Hotel, 
Seattle, Wash., October 13-16. 

National Electrical Manufacturers Asso- 
ciation — Traymore Hotel, Atlantic City, 
N. f. November 8-13. 

National Electrical Contractors Associa- 
tion — 47th annual meeting, Roney Plaza 
Hotel, Miami, Fla., November 30-Decem- 
ber 3. 


ASSOCIATION NEWS 





BALTIMORE —The Electrical Manufac- 
turers Representatives Association, Inc. re- 
cently held its annual Electrical Show. 
Some of the interesting highlights that took 
place before the Show and during the Show 
are reported here by the association’s editor 
of the Bulletin, George A. Bury: 


“Rov Buress blew out the fuses with his 
fuse exhibit and it took an hour to find the 
switch box . . . Dick Haworth got the 
mumps and it was thought that the Cutler- 
Hammer exhibit would have to be quaran- 
tined... Kurt Morris of Square D used some 
cute strategy by going off to Richmond and 
letting the rest of the boys set up their ex- 
hibit . . . The Washington Contractors 








u Here's HOW To 4A] x0 
ADD To Your Sales Volume 


Service your customers with "TRIED AND TRUE" Trico products 
... You'll constantly enjoy a steady demand and at the same time 
earn your customers’ complete confidence ... Remember: IF IT'S 
TRICO IT'S GOOD." 


- STOCK... SELL TRICO 

















| Write for 


FREE CATALOG TRICO Electrical and Lubricating devices are in con- 


stant demand . . . their popularity being augmented 
Investigate the many 





nme ues’ of TRICO by extensive National Advertising and direct mail 
gudum...0 oon | follow-up. TRICO'S 100% Wholesaler Policy means 
you started on some complete co-operation and healthy, controlled prof- 
real profitable it margins . . . without price competition. 
business. | 














TRICO FUSE MFG. CoO. 


MILWAUKEE 12, WISCONSIN 























Z (3% Dé 
FROM STOCK 
DONGAN “PM” TYPE 


CONTROL 
TRANSFORMERS 





Used on magnetic starters, breakers, cab- 
inets, etc., for outside mounting where 
lower than line voltage is desired. 
Equipped with nipple and locknut for 
knockout mounting. Made in 50-60 cy. — 
460/230 volts primary, 115 volts sec- 
ondary. Capacities up to 250 V. A. in- 





clusive. e 
DONGAN ELECTRIC MFG. CO. 
2989 Franklin Detroit 7, Mich. 







The Dongan Line We Invite 
Since Nineteen-Nine Inquiries 
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FORMED NECK 
RLM 
DOME TYPE 
REFLECTOR 


Standard ABolite reflectors 
also made in Easy Detach- 
able and Separable Socket 
types for every kind of in- 
dustrial lighting 


Floodlights and gas station 
island lights also available 


Sold exclusively through electrical wholesalers. Order from 





These durable, easy-to-clean re- 
flector units are made to comply 
with RLM standard specifications. 
This label is your assurance of 
highest quality and dependable 
performance. 


For the best in industrial lighting, stock, recom- 
mend and use ABolite — the old ReliABle. 


your regular supplier. 





ABolite is a name known for many 
years in the industrial lighting field 
for reliability, correct design and 
efficiency. 
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STREET 


CLAY PRODUCTS CO. 


SANDUSKY, OHIO 
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(ECA) 
driver had to park out near Towson... 
.. Murray Nel- 
son, president of the association, proved 


arrived en masse and their bus 
Leo McCourt was emcee . 


himself a shutterbug, first class, and took 
pictures of everything that hold 
still . . » Bob Stott of Tristate thought so 
much of the Show that he wired his Hag- 


would 


erstown staff to come to Baltimore so as 
not to miss it.” 


CHICAGO — Thirty members and guests 
of the West 
heard H. L. Robinson of Ideal Industries 


Suburban Electric League 
discuss many of the company’s newer type 
items, Karl W. Zartler, district manager 
of the main office of Ideal Industries, was 
also present to assist in the presentation of 
the program. 

Among the items discussed at the meeting 
were the new certified program of the Elec- 
tric Association and the new standard 
building code being prepared by the Subur- 
ban Village Managers Association. 


CLEVELAND-—Thirty-three major appli- 
ances attracted the attention of thousands 
of homemakers to the exhibit sponsored by 
the Electrical League of Cleveland at the 
Greater Cleveland Home and Flower Show. 

A total 162,933 
tended the show and at least 9,000 discussed 


record of Visitors at- 


the appliances with staff members. 


Member wholesalers are pioneering in 
the use of television programs to advertise 
nd promote electrical appliances in the 
Cleveland area. 

Strong, Carlisle & Hammond Co. was 
Cleveland’s first sponsor of a commercial 
television program in January and has had 
1 Tuesday and Thursday evening sports 
broadcast from Station WEWS. 

The distinction of having the first five- 
lays-a-week program in the city goes to 
Cleveland Radiolectric Corp. Its audience 
Narticipation program, “Laugh With the 


Ladies,” broadcast Tuesdays through Sat- 


urdays, began April 14. 


NALLAS — B. F. McLain, chairman of the 
1948 Community Chest Campaign, was the 
speaker on The Dallas Electric Club pro- 
sram which took place at the Baker Hotel 
of this city. Mr. McLain 1946 
Linz Award, headed the Dallas Chamber 


won the 


of Commerce for four years and has served 
on various other boards of community ac- 


tivities. 


JETROIT— Norman H. Davis, Jr., assist- 
ant secretary of Underwriters’ Laboratories, 
told the members of the Electrical Associa- 
tion of Detroit at a regular meeting many 
interesting facts on how his company tests 


equipment. He told the group that the 
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standards used by Underwriters’ Labora- 
tories were arrived at through the coopera- 
tion between members of the staff, field in- 
spectors and representatives of the manu- 


facturing group. 


INDIANAPOLIS—A report on the various 
activities of the Electric League of India- 
napolis, Inc. shows that Sam Vining of 
Westinghouse visited the League recently 
and gave one of his inimitable perform- 
ances on salesmanship... The 23rd annual 
edition of the ‘“World’s Greatest Home 
Show” on appliances this year has out- 
grown the facilities of the Manufacturer’s 
building since some of the members wanted 
more space than was available to display 
their new appliances... Distributors Divi- 
sion reports that the standing committee on 
television has been very active in keeping 
check on the progress of television as it 
affects this area. The Division held a meet- 
ing recently and discussed the significance 
of television exhibits in next year’s Home 
Show ...C. J. Miller of G. E. recently 
addressed 36 members of the Service and 
Maintenance Division on “Modern Indus- 
trial Power and Distribution.” 


KANSAS CITY, MO.— Members of the 
Electrical Maintenance Engineers of Great- 
er Kansas City (sponsored by the Electric 
Association) heard W. A. Gum, chief en- 
gineer, Becklean Company, and T. E. Witt, 
district sales manager, Century Electric 
Company, speak. Their subjects were “Air 
Conditioning and Refrigeration” and “In- 
duction Motor Types and Applications,” 


respectively. 


MILWAUKEE —The Wisconsin Radio Re- 
frigeration & Appliance Association held 
a luncheon meeting at the Hotel Knicker- 
bocker at which Richard Jordan, manager 
of the Better Business Bureau of Milwau- 
kee, was the speaker. In his subject, “Pro- 
tecting the Public Pocket Book,” Mr. Jordan 
gave particular attention to the undesirable 
and unethical phases of merchandising in 
the appliance business. 


NEW ORLEANS -— One hundred and fifty 
members and guests of the Electrical As- 
sociation of New Orleans and the Illumi- 
nating Engineering Society heard Edward 
A. Miller, vice president in charge of en- 
gineering, Acme Electric Corporation, speak 
on the subject “Slimline and Cold Cathode 
Lamps.” 


he Electrical Association of New Or- 
leans reports that it has completed its 
twenty-seventh vear of service since its in- 
ception on March 28, 1921. The association 
has “functioned as a guiding influence in 
fostering cooperation between manufactur- 


. in which beam and light are combined in one unit for 





HEAVY DUTY 










Many unique built-in features insure ade- 
quate safety factors, assure low mainte- 
nance, and allow ease of installation. 

The high degree of standardization and 
interchangeability of parts provide a wide 
variety of types and sizes to meet every 
requirement. 


Ratings from 30 to 400 amps., 250 and 
600 volts. 


VAPORTIGHT 
WATERTIGHT 
AND 
EXPLOSION= 
PROOF 





2 Write on your let- 
Sold Through Electrical Wholesalers terhead, please, 


for 108 pg. cata- 
SALES OFFICES IN PRINCIPAL CITIES jog Hav 


RUSSELL & STOLL COMPANY, INC. 


Precision-Built Electrical Equipment 
125 BARCLAY STREET, NEW YORK 7, N. Y. 











THEY GIVE Wore Light FOR THE MONEY! 


STONE 


WEATHER PROOF 
CAST ALUMINUM 


No. B-1557 — 
Five STONCO Flood 


lights mounted on 2 


STONCO Floodlights use the SEALED BEAM type lamp, as 


greater lighting efficiency and economy. Result: they 
give more light or less current than can ever be obtained ing adjustable to all 
from lamps using the wasteful open-type reflectors. STONCO angles. 

Floodlights are preferred everywhere for Service Stations, 
Sports Arenas, Industrial and Advertising Applications. 


pipe with concealed wir 








Write for 
Catalog 


No. B-142— 
STONCO Floodlight can be used anywhere, can 
be mounted on a 3” or 4” outlet box. Adjustable 


to any angle 


eee] Ter is Wome ai, (cmmedel iy -\, bf 


489 Henry Street, Elizabeth 4, N. J. 
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Feature the Liberty Line of 
BUZZERS, BELLS, GONGS, 
CHIMES and TRANSFORMERS 


Homes, offices, factories, schools need signal de- 





; Ae ge ad Se ga ‘eae No. 220—TRI-VOLT 
vices with “voices” suited to their job. Liberty makes TRANSFORMER 


the big gongs that can be heard above factory noise; 
the unobtrusive buzzer for announcements in offices; 
No. 20—Combination . . 
BELL AND BUZZER clear, bright bells for schools, and the pleasant two-tone 
chimes becoming so popular in even the most modest 
homes. To actuate all these units, Liberty builds Under- 
writers Approved transformers for long life and eco- 
nomical service. Liberty’s line is up-to-date in design, 
ruggedly constructed, profitably priced. 











No. 212B— 
OUTLET BOX 


emscttinlacnens cc 


iberty Bell for listings of the 
full line of dependable electrical 
devices. 


No. 200—BUZZER 


VOU) 
MANUFACTURING CO. 


MINERVA, OHIO 










No. 200—2'/4” BELI 


SINCE 1924 


MGILL v VAPORPROOF LAMP GUARDS... 
TAKE PROTECTED LIGHT ANYWHERE 








*No. 3005 


Be sure of complete safety from fire and other disaster caused by a spark, heat or breakage 
of light bulbs with a McGILL Vaporproof Portable Guard. 

Models designed for particular uses include such important features as brass or fibre 
cages, unbreakable moulded bakelite handles, heat and impact resistant globes. Completely 
air tight and waterproof. 

Over a hundred other McGILL Lamp and Wall Guards available. Each built for a 
specific requirement of industry. They insure safe, convenient light anywhere it is needed 

. thereby increasing production. 

*No. 3005 Vaporproof Guard has a heavy brass wire cage with sealed Insurok handle 
and air and moisture proof globe that is heat and impact resistant. Lamp size — 100 W. 











: No. 8000-SR with No. 4675 uses J Ww 
McGILL Adaptable No-Rol zinc polished wood han- _ + a 
Lamp Changers stop plated wire cage. dles with LEVOLIER* exposed to theft and 
lamp changing _haz- Wood handle with Switch. Cage of zinc damage. Lamp size — 
ards. Safety insulated. LEVOLIE R* plated heavy_ steel 100 W. 
a Convenient to use. Switch. Lamp size wire. Lamp size — ‘ 
r.M. Reg. — 40-100W. 25-100 W. 
° Send today for 
| \ G | LL MANUFACTURING CO., INC. McGILL Catalog 
Electrical Division sation 
350 N. Campbell St., Valparaiso, Indiana 
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ers, agents, wholesalers, public utilities, 
distributors, homesteads, architects, build- 
ing and electrical contractors, dealers, and 
other allied 


grown in number, having almost doubled 


groups.” Membership has 


in the last ten years. 


OMAHA — Members of The Nebraska- 
Iowa Electrical Council attended a banquet 
and “Sales Rally” sponsored by the elec- 
trical industry in this area served by the 
Omaha Public Power District. The meet- 
ing, held to discuss the increasing impor- 
tance of good salesmanship, was attended 
by 800 people in the electrical industry. 

Those participating on the 
were: J. M. 
Omaha Public Power District; A. V. Soren- 


program 
Harding, president of the 


sen, past president of the council; Arthur 
H. Brayton of Des Moines. M. C. Roy, pres- 
ident of the council, presided; and H. G. 
Carlson was chairman of the program 
committee, 


PITTSBURGH 


ful lighting events to occur in the Tri-state 


—QOne of the most success- 


area was the Planned Lighting Exposition 
sponsored jointly by the Commercial and 
Industrial Sections of the Elec. League oft 
Western Pennsylvania. It was held in the 
William Penn Hotel, Pittsburgh with 12, 
000 persons attending the exposition during 
the four days. 

Daily conferences conducted by recog 
nized local and national authorities were 
of special interest to wholesalers, electrical 
contractors, school administrators, ofhce 
managers, industrialists and store propri 
etors. 

A. F. Wakefield of Wakefield Brass and 
E. C. Huerkamp of Westinghouse were 
speakers at the Industry Banquet on the 
first evening. A. Paulus of Westinghouse 
spoke on industrial lighting. E. D. Altree 
of Pittsburgh Reflector and C. M. Cutler 
of G. E. 
Raphael, local electrical contractor, spoke 


discussed store lighting. I. R. 


at the Contractor's Conference and Dr. 
O. H. English, superintendent of the Union- 
town Schools, presented the educator's side 


of lighting. 


PORTLAND, ORE.—The Northwest Elec- 
tric Light & Power Association had its 
three-day Business Development Section, 
Spring Meeting, in Victoria, B. C., May 
10th, 11th, and 12th. 

Things got off to a big start Monday with 
a general session at which remarks were 
heard from the following: T. Roach, presi- 
dent, Northwest Electric Light & Power 
Association; H. N. Walters, chairman, 
Business Development Section of the asso- 
ciation; and W. C. Mainwaring, vice pres- 
ident, British Columbia Electric Railway 
Company. 

Later in the day, Paul M. Geary, exec- 
utive vice president, National Electrical 
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JUST WHAT YOU’RE 

Rele) 4| (em ce) ° NOW! 
24’'’ BLADE K 
Floor Model . 


$79 20 


tax incl 


fe l-to] Biola 
OFFICES 
SHOWROOMS 
LUNCHEONETTES 
STORES 


You just can’t beat these marvelous Floor 
Model Air Circulators for extremely efficient, 
supremely quiet operation — thanks to their 
exclusive aero-dynamic, back-sweep alumi- 
num blade design; and their specially engi- 





Write, 
CLASSROOMS neered General Electric, totally enclosed, oil lien alia 
LABORATORIES oP 
ITALS sealed, 110 volt, 50/60 cycle, 1 Phase, A.C. TODAY 
amen motor—that needs no oiling ever! Handsome we 
MEETING HALLS looking, too, with streamlined motor housing ond 
HOMES and base beautifully finished in chrome profitable 
discounts. 


and countless and highly polished aluminum. 


other places 


FAN & BLOWER CORPORATION 


(Subsidiary of Commercialaire, Inc.) 


302 PACIFIC STREET, BROOKLYN 2, N. Y. - TRiangle 5-6536 


EMT Thin Wall 
Conduit 


CADMIUM 
PLATED 
Fa 

















FAM Features 
1. Simple, fast installation 4. Cuts surface for posi- 
tive ground 


5. Raintight— 
UL Approved 


FAM Coupling’ 
(Cutaway View) 


2. No rings to cock or lose 


3. Precision machined 
taper fit 


FAM Connector | 
Write for Descriptive Literature 


\W Fisher-Armour Merc. Co. 
757 Waveland Avenue 
Chicago 13, Illinois 





Note the 





Extra heavy Bakelite 
FLUSH PLATES 


FOR TOP QUALITY JOBS 


Pressed heavy Bakelite in this widely popular 


design combines beauty with rugged strength. 


. . >. >. . 
it 88 
. . > > . 


No. 957 




















No. 953 No. 961 
aa & 
. * 
ad 
No. 963 No. 965 No. 959 
* 
No. 967 No. 955 


Each plate packaged in an individual envelope 
complete with METAL screws. 

ORDERS SHIPPED IMMEDIATELY .. . WRITE FOR 
SAMPLES AND DETAILED INFORMATION 
(We supply electrical wholesalers and 
jobbers only.) 

(Write also for samples and data on our complete 
line of “Styrene” first quality 

heavy plastic flush plates.) 


A-P ELECTRICAL 
DEVICES 


CORP. 


501 N. Figueroa St. * TR 0851 * Los Angeles 12 
Mail address: P.O. Box 2135, Terminal Annex, 
Los Angeles 54 
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Contractors Association, Washington, D. C., 
spoke on “Adequate Wiring.” All bureaus 
and committees held parallel sessions in the 
afternoon after which a cocktail party at 
the home of W. C. 


highlight. 


Mainwaring was the 


On Tuesday, bureaus and committees 
held sessions in the morning with cocktails 
and lunch at the Colwood Golf Course. 
Howard J. Emerson, associate editor, Elec- 
trical Merchandising, California, spoke on 
“The Replacement Market for Appliances” 
and A. E. 


lumbia Electric Company, delivered an ad- 


Grauer, president, British Co- 


dress entitled “Economics of the Electrical 
Industry.” 

Che highlight of Wednesday’s schedule 
was a general session arranged by the 
Manufacturer, Wholesaler, 
tractor Bureau featuring A. S. McCordick, 


Dealer, Con- 


vice president of Maloney Electric Co. of 
Canada, Ltd., and president of the Canad- 
ian Electrical Manufacturers’ Association 
speaking on “The Outlook for 1948.” 


ROCHESTER, N. Y. 
officers for the Electrical Association of 
Rochester, Inc. are: Norman A. Kreckman, 


Recently elected 


president; Ernest J. Howe, first vice presi- 
dent; Marion A. Figler, second vice presi- 
dent; H. C. 


Kramer, executive vice president. 


Ward, treasurer; and E, J. 








ILs « Gact! 


ILSCO LUGS 


ARE 


10% to 20% 
COOLER 


than the heavy cast 
lugs you now use. 






Prove it 
to yourself — 


WRITE FOR SAMPLES and the 
llsco 54-page illustrated 
catalog. 





COPPER TUBE 
& PRODUCTS, Inc. 












CINCINNATI, OHIO 

















Cords and 
Cord Sets 


Selected by 
leading manufacturers 
... why not by you! 


A full line of 
Flexible Cords for the 
Repair and Service 
Industry, obtain- 
able through jobbers 

and distributors 


Approved by 
Underwniters’ 
Laboratories 


CORNISH WIRE CO., inc. 
15 Park Row, New York 7, N.Y. 














SWITCH TO SUPER-THIN 


SERV-ALL 


PULL CANOPY 
6-AMP SWITCHES 





Actual size 1%” diam. 


IMPROVED AND 
PERFECTED 


Completely shock-proof with extra heavy 
phosphor bronze contact points and spring 
brass rotating arm to insure long trouble- 
free life. Precision machining and exact- 
ing tolerances guarantee smooth clock- 
like performance. 


Sold through wholesalers 





334 N. BELL AVE. CHICAGO 12, ILL. 
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ROCK ISLAND, ILL. — Carl E. Grover, 


YOU ARE installation and service engineer of Buss- 


mann Manufacturing Co., Chicago, gave 
an illustrated talk to members of the Elec- 


DONT SAY 


“STRIP” 


trical Institute of the Tri-Cities on the 
over-all protection for electrical equipment. 
Mr. Grover is a graduate of Illinois In- 
stitute of Technology and his experience 
includes twenty-five years in various ¢ca- 
pacities of the electrical industry in 


Chicago. 


SALT LAKE CITY— Members of the In- 
termountain Electrical Association had Mrs. 
Julia Kiene, manager of the Westinghouse 
Home Economics Institute, Westinghouse 
Electric Supply Company, Mansfield, Ohio, 
as their guest speaker at a recent dinner 
meeting. 

Mrs. Kiene, who was formerly a county 


home demonstration agent and home editor 


Right this way,folks! Step right 


of Capper’s Farm, spoke on the latest frozen ° 
se up and meet Addie, the **Adda- 


food facts and research. hin : 
Strip” girl. Look for her at lead- 


ing wholesalers. And remember 





On the League’s roster are the following 
i De ies CS Oe te Gh = 
Salt Lake City electrical wholesalers: don’t say ‘strip’, say Adda 
: : 39 7 Gar, 
W. H. Bintz Co., Flint Distributing Co.,| Strip’’. It’s the password that 
When you use G. E. Supply Corp., Graybar Elec. Co.,| saves you money in the long run 
Jackson Distributing Co., Walter B. Lloyd ... and the longer the run the 
Co., Mine & Smelter S ly Co., M . ° ° : 
e Se ee ee nee bigger the saving. 18 inches or 
Elec. Supply Co., Mountain States Distribu gale a ol ° 
0 rce ain . a 18 miles, Adda-Strip’s unique 
tors, Salt Lake Hardware Co., Standard n £ j 
Supply Co., Strevell Paterson Hardware construction teatures and sup- 


2-Screw Sockets Co., United Electric Supply Co., Wester erlative, precision -built quality 


Supply Co., Westinghouse Elec. Supply Co.| @dd up to quick, inexpensive in- 
































| stallations. 
TORONTO-—The Electric Service League ert rrr rt crc crc " 
of Ontario reports that each vear the Asso t No. 8000 Adda-Strip. 18" to } *appa STRIP T.M 
Pass & Seymour pioneered in ciation of Municipal Electric Utilities, and|* 8 ft lengths Completely wired 1 REG U.S. NO 
_ se ; r . . |" and assembled including wire | 294728 
i the Ontario Municipal Electric Associatior | ; 1 
aT-Meulolaliiclaitia-Melme-)(-va lalate] ; : , 'eads for splicing and feed. , 
appoint directors of the Board of the ' 
E Begs : _ | § No. X8000 strip at lower prices. ; 
porcelain way elola 4 when League. G, F. Hutcheson of Huntsville is | f Small end boxes, no 
has = ae the new president of O.M.E.A. and J. E.|! wire leads. 
. a ° ’ : jt 
electricity was in HS Wwancy. Ieckoe, Jr. of Galt is the new president of | = 
Over fifty years of “know- A.M.E.U. Mr. Teckoe returns to the Board LL a. RATERT 
Dada” ‘ h f after a vear’s absence. \ aie NO. 2,434,761 
fo)’ Mure Lom Laliomisl-muilelaluiselaielg—. ! ' DISTRIBUTORS 
E , ies a ; t ' Hi rey 
of every socket — your assur YOUNGSTOWN, OHIO-—C. Lynn, man-}; a este 
—— ° ° ; _ © this star. Put ou 
ance of the very best. ager, D¢ Engineering Department, West Adda-Strip is the most! Addie to work for 
inghouse Electric Corp., East Pittsburgh,|, complete line, including 1 you (available on 
When the Tele) calls for por- Pa., and J. V. Dobson, chief engineer, The ; single and double row for ; counter displays 
. ' fluorescent or slimline and 1 and envelope 
celain sockets, consult your ; vest pocket strip for con- stuffers). Get your 
P&S catalo : fined areas. Accessories | share of Adda- 
v M » include reflectors, hing- Strip profits. 
1S 
ANUFACTURER ed louver shields, louver } Write us today 
Remember, P&S PORCELAIN REPRESENTATIVES - and plastic shielding com- ; for details. 
' i 


4 binations. 


SOCKETS are built to give 
WANTED 


For insulated wire line in follow- 

ing territories: lowa, Nebraska 
-. and South Dakota; Illinois and In- 
diana; Washington and Oregon. 


PASS & SEYMOUR, INC. Must be well established among 


wholesaler accounts. 


years of trouble-free service. 





; e7 Nie) 3, Resa Mie Vil ice. a lice oem 
SYRACUSE 9, N. Y. RW4871 ELECTRICAL WHOLESALING 1750 North Ashland Avenue 


| 330 West 42nd St., New York 18, N. Y. el ile \clelyy ma S86), [eh 


| 


in 1898 - 50 YEARS OF LEADERSHIP - 1948 


























June, 1948 — ELECTRICAL WHOLESALING 139 








Stackpole Carbon Co., St. Mary's, Pa., were 
the speakers at a recent meeting of the Elec- 
trical Maintenance Engineers Association. 

heir subject, ‘“The Commutation Prob- 


lem of DC Rotating Equipment,” was cov- 


ered further by a discussion with the panel 
| consisting of: Walter Cox, Carnegie-IIli- 
60 nois Steel Corp., McDonald Plant; Bernie 


Askew, Youngstown Sheet & Tube Co., 
Campbell Plant; Don Allegret, Youngs- 
town Sheet & Tube Co., Brier Hill Plant; 
and J. J. McClain, The General Fireproof- 


The WIRE and CABLE ing Company. 
with du Pont 


NEOPRENE Ysa || WIRING DEVICES 


Jacket ON PR ODUCTS ARE BEING SPECIFIED 


AND USED BY 


THE QUALITY MARKET 
Cold Cathode Lighting Unit—A four-page hcnitmemes 


booklet, catalog G-34, gives photos, des- OUR NEW 


criptions, and application data of a cold 


cathode lighting unit designed for commer- AND LARGER PLANT 


cial and institutional lighting. General Lu- 


minescent Corporation, 732 South Federal is NOW CAPABLE OF 
ee oe MEETING THIS DEMAND 


When writing ELECTRICAL WHOLESALING WRITE FOR CAT. No. 500 


C. D. WOOD ELECTRIC CO., INC. 
Electric Motor—A 4-page folder has re- 70-17 83rd ST. 


cently been published by Burke Electric Co., GLENDALE, ‘. Bus N. Y. 
273 W. 12th St., Erie, Pa. on its Type NAF 


250-500 H.P. electric motor, The folder 


includes a detailed construction diagram, 
special feature listing, and a standard rat- 


= ELECTRICAL 
when writing ELECTRICAL WHOLESALING SPECIALTIES f= 


FOR HEAVY 

os dee ; : INDUSTRIAL SERVICE 
Electric Time Control — Bulletin 4814-A 
tells how the electric time control, manufac- 
tured by Paragon Electric Co., Two Rivers, oma 
Wis., can be used to automatically control 
the attic fan. 








mention 

















= 
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Bronco 60 is highly Electrical Wiring Devices — Catalog No. 48 


. 4 contains 24 pages of illustrations and de- 
resistant to oils, sol- scriptions, including list prices, of the types 





4 





vents, acids, chemicals, of rubber portable lamp guards, inspection - 3-Conductor Single 
abrasion, sunlight, heat lights, and rubber wiring devices made by Soldering Angle Conductor 
Ericson Mfg. Co., 5209 Euclid Ave., Cleve- Lug Pothead Pothead 


and cold. Its long life land 3, Ohio. 
means real economy. 


Made in the West by 


| ' WESTERN 


Write for a complete selection of 
RUSGREEN bulletins 


When writing ELECTRICAL WHOLESALING 





ENDULATORS (POTHEADS) ALL SIZES * ALL 
SHAPES * ALL VOLTAGES ¢ ALL TYPES 
¢ BUS SUPPORTS © SPLICING KITS AND 





Infra-Red Equipment—Bound together in a 


looseleaf folder are many data sheets con- MATERIALS * INSULATING COMPOUNDS 


| INSULATED WIRE CO. taining factual information on infra-red 

heating and drying units manufactured by > aa. ae. 4 

1001 E. Sixty-Second St. J. E. Doyle Co., 1220 W. Sixth St., Cleve- 

: , - land 13, Ohio. The folder also contains 

B Los Angeles 1, California actual installation photos of the infra-red R VATE R E 3 N M F G. CO. 


sheet dryers as they are used for the presses 14260 Birwood Avenue ° Detroit, Mich. 
as well as other applications. 











be Fone! 
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THE LIFETIME 
HANDLE 


DOUGLAS 
Aluminum 
Compass Saw 
Handles al- 
low easy ac- 
cess to hard- 
to-reach 
places. TWO 
convenient 
wing nuts permit quick rever- 
sal of the blade, and hold it 
perfectly rigid. Handle is 
made in one piece. 


DOUGLAS BLADES 
LAST LONGER 
DOUGLAS Compass Saw 


Blades are made from 
highest grade spring steel. 
The teeth alternate from 
one side to the other; each 
tooth double sharpened. 


DOUGLAS GO. 


Pat. Pending 


Send for Price Sheets 


DOUGLAS CO. 


P. O. Bex 1864 Chariette, N. C. 


DOUGLAS 











UNIFORMLY 


Because they possess exceptional uniformity, 









a group of “Electro” fuses taken from stock in 
any part of the U. S. A. will show test results 
Made with 
Plus-values like other Miller Products, 


well within U. L. requirements. 
they safeguard your profits 


with Design that attracts... 


Quality that satisfies. 


2 
MILLER 


ELECTRIC COMPANY 






40 RIVER ST., PAWTUCKET, R. I. 





Conduit—A new 64-page catalog and hand 
hook on conduit is loose-leafed and wire 
bound. It illustrates the Spang-Chalfant 
manufacturing processes emploved in mak 
ing rigid conduit and contains 2 37 
section devoted to reference material, tables, 
definitio is of terms, electrical s.mbols, and 
examples of computing 
Spang-Chalfant Division of the National 
Supply Co., Grant Bldg., Pittsburgh, Pa. 


page 


conductor sizes. 


When writing 
mention 


ELECTRICAL WHOLESALING 


Electrical Fittings — Catalog C-47 contains 
32 pages covering the thirteen major type 
series of multi-contact electric 
for radio, aircraft, Communications, ete. 
Also included in the catalog is information 
on d.c. solenoids, signal equipment, conduit 
fittings, fire alarm boxes and relays, cable 
terminals, etc. Cannon Electric Develop 
ment Co., Humboldt St. and Avenue 
Los Angeles 31, Calif. 


connectors 


22 
I, 


When writing 
‘ mention 


ELECTRICAL WHOLESALING 





Electrical Fittings—A new eight-page, two 
color folder 48-A illustrates, describes, and 
presents complete tabular data on E. M. T. 
fittings and entrance heads. Wagner Mal 
leable Products Co., 222 W. Adams St., 
Chicago, III. 


When writing 


ELECTRICAL WHOLESALING 


mention 











JACKSON 
QUALITY 


YARDLIGHTS 





No. 
8972-8974-8976 


FOR RURAL 
LIGHTING 


@ No. 8972 has 12” porcelain 
enameled reflector 

@ No. 8974 has 14” porcelain 
enameled reflector 

@ No. 8976 has 16” porcelain 
enameled reflector 
COMPLETELY WIRED 

AND ASSEMBLED 

For REA 

® Sold only thru Wholesalers 

® Manufacturers of 
Lighting Equipment 





Installations. 


JACKSON 
ELECTRICAL COMPANY 


900-910 W. Van Buren St., Chicago 7, Ill. 





| 


| 


| 
| 
| 








THE GREATEST THING 
IN THE HISTORY 
OF LIGHT SWITCHES! 


TOUCH-PLATE 


LOW VOLTAGE 
LIGHT CONTROL SYSTEM 





More switches, better switch- 
es, safer and more beautiful 
switches at virtually the same 
cost as old fashioned controls 
...no wonder Touch-Plate is 
being acclaimed as the great- 
est thing in the history of light 
switches! Touch-Plate low 
voltage switches operate with 
a feather-touch on and off 
action...allow installation of 
multiple controls easily and 
inexpensively...there are no 
conduits to the switch itself! 
Let us tell you the whole story. 
Approved by 
_Underwriters’ Laboratories 






7 THE RELAY DOES 
of THE WORK! 


CH -PLATE 
DISTRIBUTORS, INC. 
2038-42 Bay Street 
Los Angeles 21, California 









rou 
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MINERALLAG 


Steel HANGERS, CLIPS, STRAPS 
/ 





Minerallac Cable, Conduit and Messen- 
ger Hangers are STEEL. Easier, quicker 
to install; permit speedy, compact wir- 
ing; economical. Also in Everdur... 
Porcelain Insulating Bushings available. 

Jiffy STEEL Clips (Pipe-clamp) require 
only one screw, nail or bolt: rib-strength- 
ened; for hanging pipe, conduit, BX ca- 
ble, mounting coils, etc. Millions in use. 


Steel Straps for Messenger-cable serv- 
ices on outlet boxes; may be used in 
conjunction with hangers. 

. . .* 


Order from your Electrical Wholesaler. 
Send for literature. 


MINERALLAC ELECTRIC COMPANY 
25 North Peoria Street Chicago 7, Illinois 








READY FOR MORE SALES... 
MORE SATISFIED USERS 








NALCO °.>1 LAMPS 


Day after day, dependable Nalco 
Infra-Red Lamps are adding to their list 
of satisfied users through consistent, 
efficient service. Time tested and job 


Electric Motor Controls — Specifications, 
descriptions, and photos of reversing drum 
controllers, multi-speed drum controllers, 
magnetic reversing switch and push button 
station, footswitches and other various types 
of motor controls are shown in a sixteen- 
page booklet, catalog 48. Furnas Electric 
Company, Batavia, III. 








When writing ELECTRICAL WHOLESALING 


Electrical Tools—Branding irons, with a 
list of materials which may be branded, 
instructions for using electric branding 
irons, how to determine branding speeds 
and suggestions for designing a brand are 
shown in a four-page bulletin, catalog No. 
300. Hexacon Electric Company, 146 West 
Clay Avenue, Roselle Park, N. J. 





Wen von” ELECTRICAL WHOLESALING 


Inventory Control — 24-page _ illustrated 
booklet, entitled “How to Get Profits from 
Inventories,” gives methods of simplifying 
the management of stocks, how to reduce 
clerical costs and conserve executive time 
and points on how to cut down loss-pro- 
ducing overstocks. Remington-Rand Inc., 
Systems and Methods Research Dept., 315 
Fourth Ave, New York 10, N. Y. 


When writing FLECTRICAL WHOLESALING 





















Specialists in 
SODERING 
BRAZING 
WELDING 


L. B. ALLEN CO., Inc. 
BRYN MAWR AYE. 


6701 
4, | Ley \c] ome 5 ram | & 








NE 





CORD 
meu RR 


10 AMP.—250 V. e 15 AMP.—125 V. 
HEAVY DUTY © UNBREAKABLE @ ALL 
RUBBER e OIL RESISTANT 


The new ERICSON 19-P Cord Con- 
nector eliminates the usual causes 
for repairs by taking wear and 
tension off the cord. The cord grip 
clamp absorbs the ‘‘pull'’’ when 
connection is broken and a flexible 
shank takes all wear off the cord. 
Write for prices! 


we ERICSON 


MANUFACTURING CO. 
CLEVELAND 3 OHIO 

















tried, they're especially designed for 





industrial use with long-lasting carbon 
filament and sealed, reinforced base. 
For more industrial business, feature the 
favorite — 


Nalco Infra-Red Dritherm Lamps. 













Nalco Infra-Red 
Lamps are avail- 
cble ina variety 
of styles, either 
inside silvered 
(self - reflecting), 
or clear glass 
type (for use 
with reflectors) 





Nationally Advertised 
NORTH AMERICAN 





1034 Tyler St. St. Louis 6, Mo. 


REPRESENTATIVE 
WANTED 


for Mountain Territory, by established 
Eastern Manufacturer of electrical wiring 
devices and specialties. 


Must have experience and established 
contacts with electrical and hardware 
jobbers. 

Write in detail, stating exact territory 
covered; how often you contact accounts; 
the companies you are representing at 
present. 


Write to RW 5070 


ELECTRICAL WHOLESALING 
330 W. 42nd St., New York 18, N.Y. 
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Fluorescent 
BALLASTS 


---4 TO 40 WATTS... 


STANDARD LINE & 
PLUG-IN TYPES 


“PLUG-IN” TYPE ILLUSTRATED ABOVE 


COMPETITIVE PRICES 
PROMPT DELIVERIES 
UL APPROVED 


Quiet... Quality...long life... 
For origiral equipment or replacements 
use and recommend SYKES ballasts. 
Write for prices and catalog sheets. 


SYKES 


ELECTRIC MANUFACTURING CO. 


3905 WESLEY TERRACE 
SCHILLER PARK, ILLINOIS 
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Incandescent Residential Lighting—An at- 
tractive folder shows eight leading fixtures 


selected from a complete line of living 
room, playroom, den, study, bedroom and 


pea ae ° : “phe ip . ane 
Jobbers Discount 20% * Freight Paid Over 100 Ibs. kite hen lighting units. Lightolier, Inc., 34 
Claremont Ave., Jersey City 5, N. J. 






THERMADO 


4 
(' Ui. 

Rectifier and Control Equipment—A twen 
ty-eight page illustrated booklet shows a 7 L E Cc T 4 | Cc 
line of copper-oxide rectifiers and controls 
for electroplating, anodizing, electroclean 
ing, electropolishing and other electrolytic a AT 4 ” 0 0 ot 
processes with technical diagrams and 


tables listing range of packages for manu 


ally and automatically controlled rectifiers. 
( General Electric Co., 1285 Boston Ave., a F AT - » 
CABLE CONNECTORS ( . 


{ 
CONDUIT LOCKNUTS ( 
V2” to 3” sizes available et ae ELECTRICAL WHOLESALING 


mention 


in packages or cartons. 
Write for price list. 





—_— 


BUSHINGS 


V2” to 2” sizes available 
in packages or cartons. 
Write for price list. 





Bridgeport 2, Conn. 


Sizes 14-2, 14-3, 12-2, 
12-3 Non-Metallic. Avail- 
able in packages of 500, 































































cartons of 50. Write fo wnen =riting ELECTRICAL WHOLESALING 
Price list. mention Bi 
ce 
Wire and Cable — Thermoplastic, braided (ai 
SOLDERLESS ( & and X and PVX cables as well as _ neo- > =D 
GROUND CLAMPS { ia) preme, ea and oe a por- 4 13 4 
_ = a a 3) tables are illustrated in a forty-eight page “1 7 
a. ee pack =. be) catalog. Valuable up to date information a if 
sizes and bare or insul- SNe F on national code requirements is included. i" 4 y | 
ated wire. Write for s OPA General Electric Co., 1285 Boston Ave., a J 
pen ee : Bridgeport 2, Conn. } ~5 4. 
Us s (ja 3) 
+s 4 
When writin * 4 
MFG. CO. ree tan? ELECTRICAL WHOLESALING a 
a 
111-115 E. Chestnut St. Columbus 15, Ohio | | = I 
\iS a 
8 
t. z of 
| | = | 
i. a 7 
VULCAN 43 Sk 
Es == 
ELLECTRIC STic is 
GLUE POTS SH Pp IGHTS ‘< =) 
° e ° To) 
es Coes 80 types available in price ranges iS =e | 
from .75 cents up. All parts in 4 4 | 
WATER JACKET stock. (a = 
ida Complete line of “AMERICAN” E a 
incandescent lamps, our own prod- ve 









Heavy Cast 
ALUMINUM 
110 — 125 or 


220 — 230 volts 
AC or DC 


i 
- 


audacataes 


uct at best factory discounts. 
Send for complete information. 


THE SAVE LAMP COMPANY 


Baltimore, 11-P, Maryland 





‘ 
3 








One pint to 








four quarts 








DRY TYPE 


Heavy sheet 


FLUORESCENT FIXTURE 





iron body 
Removable MANUFACTURERS! APPROVED BY 
a es your opportunity to get in UNDERWRITERS’ LABORATORIES 








One quart to the Germicidal business with a CATALOG OuTPUT LIST 
four quarts very modest investment for dies. MODEL NO WATTS B.T.U. 1 HR PRICE 
A complete set of dies to manu- LR-161 1650 5630 $28.60 

110-125 or 200-240 volts AC or DC facture one of the most attractive UR-162 1650 5630 29.95 
LR-202 2000 6824 29.95 


15 and 30 watt germicidal upper || 

. ee . . | 
air disinfection units on the mar- 
ket today. “Seven Leagues Ahead” 


FS4828 ELECTRICAL WHOLESALING TH . R MA ote) ao 


330 West 42nd St., New York 18, N.Y. THERMADOR ELECTRICAL MFG. CO 
Los Angeles 22, California 


F.O.B. Factory 


VULCAN ELECTRIC CO. 


Danvers 9, Mass. 





Electric Soldering Tools 
Electric Solder Pots 
Electric Heating Units 























June, 1948 — ELECTRICAL WHOLESALING 143 





ANNOUNCING 


—a 25% price slash! 
plus... a NEW line 
of drills! 


ROUND DRILLS 

Yes. these economical 
CARBOLOY Masonry 
Drills for shallow drill- 
ng now cost 25% less! 












FLUTED DRILLS 
Here’s a NEW line of 
CARBOLOY Masonry 
Drills for drilling all 
holes, shallow or deep! 


e Offer 
purpose 


an all- 
drills in a wide 
range of sizes—at lowest prices. 
e CARBOLOY Drills cut through 
masonry up to four times faster. 


your customers 


line of 


e They stay sharp up to 50 times 
longer, because they’re tipped with 
Carboloy Cemented Carbide—the 
hardest metal made by man. 


e CARBOLOY Drills fit drill presses, 


portable electrical drills or hand 


braces. 
e They do rotary drilling—quieter 
drilling, and make 
sized holes. . 


cleaner, true- 
. no chipped edges or 
break-through. 


e Also available in handy canvas 
kits of six. 





THREE ASSORTMENTS 


$10.40 
$12.45 


AND 


$15.25 


Write for resale proposition. 


CARBOLOY COMPANY, INC. 


11127 E. 8 Mile Ave., Detroit 32, Michigan 


CARBOLOY. 


MASONRY DRILLS 


| 
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PLYMOUTH RUBBER COMPANY. Inc. 
CANTON, MASS 





To make the most profit—remember 
Fusetrons are the ALL-PURPOSE fuse 


Fusetrons do everything an ordinary 
fuse can do—and a lot more. 
Look what Fusetrons can do... 





* Entirely wipe out needless blows »* On new installations, permit use 
caused by motor starting currents of PROPER size switches and 
or other harmless overloads. panels instead of OVERSIZE. 

* Give thermal protection to 
panelboards and switches. 


* Protect small motors against 
burnout simply and inexpen- 
* Operate cooler because of lessor sively. 
resistance. Thus prevent needless ; 
le ie — db c sa s " i * Give DOUBLE protection to 
ows caused by heating in panel- large motors. 
boards and switches. 
: * { { 
* Permit use of larger motor or bei — Vig: stop 
adding more motors on circuit urnouts Irom single phasing. 


WITHOUT installing larger » Protect coils, transformers and 
switch or panel. solenoids against burnout. 


Bussma nn Mfg. Co., St. Louis 7, Mo. 
Division McGraw Electric Company 


Sell Fusetrons for installation 
throughout the entire electrical system 











